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However, wherever, you haul LP-Gas... 


Hackney quality pays off 
through the years 





Know How Your Meters Measure 
Check your meters regularly with 
the Hackney liquid meter prover, 
and reduce your meter losses and 
increase profits. Ask for Bulletin 


MP.-1. 


Write for prices and specifications 








Our branch managers are at your service 


J. W. Flynn 


G. W. Rowden 
F. O. Gaskill 
P. E. Dooper 


. MacDonald, Jr. 
. Varnado 
. Velander 


New York area office: 
Clifton, N. J. 
Atlanta, Ga. 
Orlando, Fla. 
Columbus, O. 
Chicago, Ill. 
St. Louis, Mo. 
Los Angeles, Calif. 
Marshfield, Mass. 
Downingtown, Pa. 
Detroit, Mich. 
Milwaukee, Wis. 
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Hackney T-1 transports 


Engineered to deliver more miles of service for 
every dollar you invest in LP-Gas transports. 
Capacities to meet your legal load limits. 
Optional equipment to suit 
your hauling strategy. 


Hackney single-barrel trucks 


Designed to speed local deliveries. Faster pumping, 
simplified plumbing. Water capacities of 2500 and 
2800 gallons. Built with all 
latest safety features and 
complies with ICC MC-330.. (7=——— 


AMM ABL: GAS -PROMINE 


Hackney twin-barrel trucks 
Low center of gravity improves stability. Rear 
delivery saves time. Water capacities of 1770, 2170 
and 2402 gallons. Built-in safety features and 
complies with ICC MC-330 specifications, 
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FRMMARLE Gas 
PROORNE 


Ja LP. GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 
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fuel tanks for po —_— Dad 
trucks and tractors tank trucks 
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cylinders systems 





Is your capital 
tied up in 








receivables 


If slow pay is your headache, vapor 
metering is a sure cure. With meters you'll 
make it easy for your customers to pay. 
Meter readings will replace those large 
“as delivered’’ fuel bills with small “pay 
as you use” statements. These are charges 
that customers will learn to anticipate and 
budget for—charges that they can and 
will honor promptly. 


Lowered account receivables is only one 
of many good reasons why you should look 
into the money saving, money earning ad- 
vantages of metering. 

Write for our “tells all” bulletin ADV. 
41. Rockwell Manufacturing Company, 
Pittsburgh 8, Pennsylvania. In Canada: 
Rockwell Manufacturing Company of 
Canada, Ltd., Guelph, Ontario. 


VAPOR METERING 
will improve your profit picture 


THE METER THAT STAYS NEW, 
SAVES MONEY IN SERVICE 


The clean cut lines of Rockwell meters assure 
your customers that the accuracy of your meas- 
urement matches the quality of your service. 
They are strong and safe, easy to handle and 
install, weatherproof and durable. The capacity 
rating of 240,000 Btu’s per hour is ample for 
most any service. 


LP-GAS VAPOR METERS 


another fine product by 


ROCKWELL 
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That First Look Starts The Sale On Its Way! sat first too your 


customer gives a beautifully designed WARM MORNING Gas Heater puts her (or him) 
in a buying mood. When you explain and show the exceptional WARM MORNING com- 
fort and convenience features and quote the bargain-low prices, chances are your sale is 
made. Prove it to yourself. Put WARM MORNING Gas Heaters on your sales floor and 
see how they sell! The line is complete and the advertising and promotional support for 
WARM MORNING dealers is the strongest ever. Why wait? Write for literature and prices, 
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Pardon our prying, but... 


In spite of what we in the edi- 
torial department would like to 
think, the circulation department 
is the real backbone of any kind 
of publishing venture. Prose, no 
matter how deathless, is also 
worthless if it doesn’t get “cir- 
culated.” 


The department has a tough job. 
It would be a snap if nobody ever: 
(a) died, (b) retired, (c) was 
hired, (d) was fired. But people 
do, and are, practically every day 
in the year. So circulation’s work 
goes on and on and on, day after 
day and year after year, perpet- 
ually and endlessly. 

And we might also add that new 
businesses are formed, and old 
businesses die. (And then, of 
course some old businesses never 
die, they just become Suburban 
subsidiaries. ) 

Now we suppose all this change 
wouldn’t mean a whole lot to Sat- 
urday Evening Post. You pays 
your money and you buys your 
magazine, and who you are— 
whether you are “qualified” to buy 
it—is of no consequence. And if 
you die three months after you’ve 
renewed for three years, the unful- 
filled term would be part of your 
widow’s inheritance. 

Not so with a “trade magazine” 
(which is what BPN is, in case you 
didn’t know). To be a reader, 
you’ve got to qualify. You must be 
a dealer, a dealer’s employee, or a 
reasonable facsimile (such as a pro- 
ducer or a transporter). So you 
run a drugstore? Sorry, old buddy. 
The answer is no. You just can’t 
buy a subscription, for love or even 
for money. 

Now don’t get mad. The reason 
is really very simple. Nearly all of 
our income is from our advertisers. 
They would be very unhappy if we 
sent BPN to drugstores. That 
would be “waste circulation.” (Who 
in a drugstore would ever be in the 


market for a T-1 transport? Now 
I ask you.) And since circulation is 
a money-losing proposition for 
trade magazines, if we went to, say 
20,000 drugstores, we’d have to in- 
crease our advertising rates. And 
what good would 20,000 pharma- 
cists (who can only read Latin and 
doctors’ prescriptions, anyway) be? 

And that’s why, by George, we’ve 
got to qualify you. That’s why, 
every once in a while, our circula- 
tion department has to send you a 
nosy little note asking a bunch of 
impudent questions. And if you 
don’t answer them, our auditors 
(an independent outfit, by the way, 
and we mean independent) will get 
very mean and say you aren’t quali- 
fied. And if you aren’t qualified, 
well then you just can’t buy your- 
self a subscription at any price. 

We're pleased to report you’ve 
been very nice and cooperative in 
the past. We’ve always been able 
to “verify” all but a meaningless 
thimbleful of BPN’s_ readership. 
For which we say thank you, and 
may this happy arrangement con- 
tinue on and on and on, day after 
day and year after year, perpetu- 
ally and endlessly. 





BACK TALK i 


Gasoline-minded? 
Mankato, Minn. 
It looks like you are starting a 
series of articles by a carburetion 
engineer. The first article in the 
June issue is a good, general 
article; but, apparently, the fellow 
is gasoline-minded. In mentioning 
the instruments, he missed the No. 
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In celebration of our 60th year of world-wide progress... 
A Genuine Coleman 
lite 
Yours to give now as a 


“buyer's bonus” when 
you install 

















America's Only Bonded Line — 


Heating and Air Conditioning 


Lae aN | Coleman’s Gas-Lite promotion will be announced to 
™ home owners in the March 26 Saturday Evening Post 


$ Zhe Coleman Company, Inc., Wichita 1, Kansas 
e Quickly send more information on your Gas-Lite promotion. 
@ 
OT Le 
$ Firm Name 
® Address 
s 
a EE eT State 
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Factory 

Assembled 
... Ready for 

Service 


Now! Boost sales volume the fast, easy, efficient way with 
Weatherhead factory-assembled 20 lb. mobile home cylinder 
packages. Thousands have been sold — a tremendous display 
of dealer confidence in the right system at the right price. 


Order the Magic Model 
3400 Series 

for your brand 

of sales magic! 

* Other changeover 
combinations available 





YOU GET 

Two 20 lb. ICC Cylinders 
One Tee Check Manifold* 
One LP Gem Regulator 

Two Pigtails 

Two Standard Cylinder Valves 
One Double Cylinder Rack 


SPECIFY MAGIC MODEL QD 








[ey we 
includes 21001 


Standard Cylinder Valves 
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Zije, equipped with 10% 
7 outage gauge 








Call your Weatherhead Representative 4 or urite: 


THE WEATHERHEAD COMPANY 


WARRANTY 
PROTECTION ON 
ALL WEATHERHEAD 
LP-GAS PRODUCTS 


LP-Gas Equipment Division 
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SINCE 1919..... 40 Years of Manufacturing Experience 








Back talk 


1 instrument in any gas service- 
man’s kit — namely —the water 
manometer. That means that he 
doesn’t use one, and tell me what 
the difference is between an LPG- 
burning engine and an LPG-burn- 
ing furnace? The one exception is 
that the furnace is fed at about 11 
in. of water and positive pressure, 
whereas the gas-burning engine is 
fed at approximately atmospheric 
pressure. However, the pressure 
variations are just as important 
with one as with the other. 

C. F. BUTTERWORTH 

Acme Carburetion, Inc. 


In answer to Mr. Butterworth’s 
letter: An experienced L. P. gas 
man will use a water manometer 
to good advantage, particularly in 
checking out convertors. But, I 
would caution a newcomer in the 
LPG carburetion field against mak- 
ing adjustments with a water ma- 
nometer before he becomes profi- 
cient at reading one accurately. Our 
convertors are all set at the factory 
with a water manometer; between 
three-and-four-tenths of an inch of 
water, to be exact, which is less, 
I would think, than it would take 
to draw on a cigarette. (Being a 
non-smoker I couldn’t be sure.) 
I, for one, cannot read a water 
manometer within one-tenth of an 
inch of water with any consistency. 
So, I would say, in the beginning 
leave the water manometer alone. 
Later on, perhaps, you could use 
one to good advantage. 

JOHN E. HALLBERG 
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‘ou, SHUT UP! IT WAS YOUR 
ER To REACLY GO BEYOND 
THE MAIN S}" 
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21 ways better than the automatic regulator you are now using 
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is the new star in automatic regulation 
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“ENGINEERED TO SPACE AGE SPECIFICATIONS 


because itis 
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STURDIER 
HASSIS! 
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WORTH MORE BECAUSE THEY WORK MORE 


CHEVY’S PUT TOGETHER 
TO STAY TOGETHER... 
TO CLAMP DOWN ON COSTS! 


NEW STRONGER CAB CONSTRUCTION . . . to add 
years to the life of your truck. Tough 
new steel braces reinforce cab underbody, 
help keep cab tight and solid, provide a 
sturdy foundation for long cab life. 
Husky new box-section pillars frame door 
openings; keep doors in lasting alignment. 
New roof panel is double walled for extra 
strength. 


NEW STURDIER CHASSIS COMPONENTS . . . steel 
muscled truck stamina where it counts! 
New frames provide a new box-section 
rail design that’s stronger than ever; 
torsional stiffness is increased up to 
480%! Massive ““X” or ‘‘K”’ brace cross- 
members resist damage from frame twist- 
ing like never before. And brakes are 
bigger, for longer brake life and safer 
stopping. Bigger capacity suspensions and 
axles boost load-carrying ability. 


TRUCK-BUILT V8’s AND 6’s . . . famous Chevy 
engines that know the most about saving 
money on fuel and maintenance. Brawny 
forged steel crankshafts assure extra 
endurance; long-lasting precision bearings 
minimize wear; full-flow oil filters protect 
moving parts from harmful dirt. These 
and many other truck-built engine fea- 
tures provide sure dependability that 
keeps your maintenance costs down for 
extra thousands of miles. 


NEW HEFTIER SUSPENSION protects everything 
from wear and tear... and gives the 
ride that’s revolutionized trucking. 
Chevy’s new independent front  sus- 
pension system is as tough as it is smooth. 
Rigid control arms, strong alloy steel 
torsion-bar springs, new low friction 
steering linkages are engineered to take 
your toughest runs with strength to spare. 


1960 CHEVROLETSTURD 


Here are the strongest truck components known . 
assembled lastingly, with care and craftsmanship. It’s 
Chevrolet’s way of making sure you get maximum truck 
life; extra assurance of higher profits because of far 
fewer maintenance and repair charges. 

















M@ When it comes to putting out a good day’s work at 
least expense, a ’60 Chevy truck knuckles under to nobody. 
Because, as we’re showing you here, Chevrolet’s building 
"em tough these days, even tougher than ever before. 
And that’s saying something when you consider how 
Chevrolet trucks have stood up over the years. Here’s a 
typical example: 


600,000 miles—and still going strong! Here’s ironclad evidence that 
Chevrolet trucks last. Since 1947, this Chevy middleweight has been 
averaging 1,000 miles a week, 
carrying big loads of sand and 
gravel for Lester Hall of Alex- 
andria, Va. It has logged an 
amazing total of 600,000 miles 
and according to the owner, it’s 
still a lot of truck! (The original 
engine—a Chevrolet Load- 
master 6—went 350,000 miles 
before it had to be replaced!) 


That kind of performance has been Chevy’s stock-in-trade 
for years; and the ’60’s are designed to put out even more 
of it. Next time you’re in the area, drop by your Chevrolet 
dealer’s. Find out for yourself why more truckers than ever 
before are getting more work and earnings out of Chevrolet 
trucks. And make sure you test drive a ’60 Chevy. You'll 
wonder how you’ve managed without one! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


-BILT TRUCKS excite 





MAGNETIC OPERATOR 
RESET ____ al } 


BUTTON 


THERMOCOUPLE 
CONNECTION 


The silent-operating Basotrol’ magnetic valves 
combine a single body casting, a Basotrol 
bipolar magnetic valve, and a Baso’ thermo- 
electric power unit into a compact valve for 
easy installation. These controls can be pro- 
vided in any position on the manifold and 
assure complete shutoff of main burner and 
pilot burner gas if the pilot burner should be 
extinguished. 


The unique spring-loaded design of the 
new Series GHV2100 and GRV2100 magnetic 
valves permits mounting in any position be- 
cause of strong sealing and positive closing. 
They are absolutely silent in operation because 
the oil-filled chamber dampens the action of 
the valve to assure soundless motion. Each 
Series of valves has independent pilot gas take- 


CIRCUIT 


. NEW 


BASOTROL 
VALVES 


osama for your gas 
heating products 


SPACE-SAVING DESIGNS 
FEATURE SINGLE BODY CASTING 
..» MAGNETIC OPERATOR 

... THERMOELECTRIC POWER UNIT 


off, permitting mounting of the regulator 
either upstream or downstream from the valve. 

What’s more, the unit can be mounted on the 
body in any of three positions. The Baso 
thermoelectric power unit can be placed in 
two positions. The body casting can have a 
manual control screw or pressure tapping in 
the same body. 

Basotrol magnetic valves, Series GHV2100 
and GRV2100, are available for either low or 
line voltage service—25v. and 115v., 60c., a.c. 
Series GHV natural gas capacity 70,000 Btu./hr. 
at 1’’ P.D.; %’’ FPT inlet and outlet. Series 
GRV natural gas capacity 252,000 Btu./hr. at 
1” P.D.; Y"’ FPT inlet and outlet. 

For more information write Baso Inc., Dept. 
SB-3, Milwaukee 1, Wisconsin. 


BASO Milwaukee 1, Wisconsin 


INC. 
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LPG dealers will find small comfort in the Democratic party's Agriculture 
and Natural Resources planks. Here are three quotes from the party's 
platform: 





"We will encourage agricultural cooperatives by expanding and liberal- 
izing existing credit facilities and developing new facilities if 
necessary to assist them in extending their marketing and purchasing 
activities, and we will protect cooperatives from punitive taxation." 
"We will maintain interest rates for REA co-ops and public power dis- 
tricts at the levels provided in present law. We promise the co-ops 
active support in meeting the ever-growing demand for electric power.... 
on a complete area-coverage basis, without requiring benefits for 
special interest power groups." 

"The Democratic administration...will foster the development of 
efficient regional giant power systems from all sources..." 





Canada's LPG surplus, expected to become a reality late next year, remains 

a mystery-shrouded problem. A series of Alberta Oil & Gas Conservation Board 
hearings ended in mid-June with no action taken on Westalta Pipelines Ltd.'s 
application for a $150-million pipeline project that would bring 68,000 bbl 
of LPG per day to the Chicago area. The board reserved decision pending a 
Study of alternative plans, but its ruling appears some time off. The plan 
drew fire from a host of intervenors and interested parties who said that: 
the need for such a plan is years away; Westalta's estimates of the coming 
LPG surplus are grossly optimistic; Canadian needs should be assured satis- 
faction before export arrangements are made; market-glutting export of a 
product might upset present pleasant American-Canadian trade relations; 

and present facilities could be modified to carry foreseeable LPG surpluses 
to the U. S. 


That Sid Richardson salt dome storage patent case (July Highlights) may be 
settled out of court. Scheduled to begin in mid-July, the case was postponed 
indefinitely. Several LPG producers were said to be discussing the possi 
bility of purchasing the patent or obtaining a licensing arrangement. 


The flameless and the blameless. This fall, Edison Electric Institute will 
launch a "sharply competitive" $2.9-million campaign, banging away on the 
supposedly earth-shaking theme that electricity is better because it is 
"flameless!" Concentrating on major appliances--rather than small appli- 
ances, aS was done previously--the new campaign will use all standard pro- 
motional devices, but will rely heavily on ads in four big national maga- 
zines. The campaign is a product of EEI's new advertising agency. The former 
agency was apparently blamed for the program that brought unfavorable 
results in a survey conducted last winter. It seems that two out of three 
appliance dealers and utility men rated the AGA program above the EEI 
program ! 


Man the heat pumps! Northern Illinois Gas Co. says 100 customers in its 
area scrapped their electric heating systems and went back to gas during 
February, March, and April! High cost was the main reason. Edison Electric 
Institute figures offer fine evidence for that complaint, stating that when 
the average homeowner switches from part-electric living to all-electric 
living, his annual electric bill goes up 700 per cent, from $52 to $425! 


Business will be good during the second half, says Judson Sayre, chairman of 
Norge Div., Borg-Warner Corp. He adds that appliance inventories, which 











Continued on next page 
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were 50 per cent higher than normal at the end of May, will be back where 
they belong by Aug. 15. Meanwhile, water heater manufacturer Republic- 
Transcon Industries Inc. reports it is “bucking an industry off-year by 
chalking up new sales records." And major LPG industry supplier Selwyn- 
Pacific Co. reports that for the first time in its history, it has had to 
set up night shifts in all departments! — 


The Hall-Scott LPG engine is NOT out of production, contrary to re- 
cently circulating rumors. P. 0. rrr a president of Hercules Motors 
Corp., manufacturer of the Hall-Scott, said the .engine will not only be 
continued, but will be improved and “aggressively. promoted in every way 
possible." He added that improved and expanded factiities should reduce 
the price. 


Unusual new LPG-using products: Ronson Corp., the firm that put LPG in’ many 
pockets and purses with its butane lighter, will now put LPG on many dinner 
tables--with a butane table candle that contains a 10-hour supply....A 
Florida firm is manufacturing -a propane scarecrow which--at timed 
intervals--sets off small charges with a pop to scare away the pesky birds! 


Competition from unexpected sources. Chrysler Corp. has agreed to be U. S. 
and Canadian marketer for Perkins marine, industrial, and agricultural 
diesel engines of 25 to 130 hp. A British firm, F. Perkins Ltd. is the 
world's largest manufacturer of diesel engines and has supplied diesel 
engines for many Chrysler exports, including trucks and taxis....Day & 
Night Mfg. Co., veteran gas heating equipment manufacturer, announced in 
mid-July that it is adding an electric heat pump to its Tine. The unit will 
come in two sizes for residential or light commercial use. 


Late news from the associations--The law of supply and demand should regu- 
late LPG prices. That's what a Texas state official told LPG men at the 
annual Texas Butane Dealers Association convention. State Railroad Commis- 
Sion Chairman Ernest- 0. Thompson warned his audience to guard its free 
competitive status and to “above all avoid federal power control, the util- 
ity franchise, and rate regulation. Good safety regulations (are) all that 
are necessary."...Oklahoma LPGA has withdrawn approval .of wire-braid LPG 
hose as a result of a number of accidents caused by rusted braid. 

















(A. P. I. figures — in thousands 


Bu-Pro Iso-_ . ‘Other — Total 
Propane Butane Mix Butane i e LRG 





Production (U. S.) Reg oe . 
June '60 310,404 147,106 55,253 60,440 639,247 274,709 
June 284,786 157,226 58,282 ‘51,615 63. 275 615,184 249,743 
'60 to date.... 2,152,597 1,108,699 318,951 350,334 410,023 4,340,604 1,588,685 
'59 same period 1,850,325 1,032,540 361,469 306,315 344,619 3,895,178 1,363,324 


Inventories (6-30-60) : 

Zone A 7,174 2,388 10 ee 2S, 15,366 
Zone 54,472 4,073 os amet Roo : ; 12,432 
Zone C 58,038 35,7335 486 Be. .42, 599 
Zone 78,180 8,933 12,069 oS - 653 
Zone 111,511 178,895 922 567 327,: 48,039 
Zone 210,868 904. ; ee aes 565 1,136 
Zone 5,335 9,032 : ee : 840 
Zone 1,109 AGT. © AEs a, 990 24,576 
8 526,687 326,140 23,837 ~S2,180. 4,2 933,045. 115,641 
(6-30-59) 558,635 224,709 oT, 317 Be, : Bl 113,545 
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BUSINESS BANKS 
ON GOOD TIRES 


FIRESTONE PERFORMANCE PAYS OFF WITH LOW-COST-PER-MILE LP GAS DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That’s because 425,000,000 tire miles 
a year in Firestone’s own tire testing program prove Firestone truck tires 
are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 





It also resulted in Firestone Shock-Fortified cord which means extra miles 
of service out of every tire. Get performance proved Firestone truck tires, 
on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


Firestone 


SETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 
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HAUL MORE GAS BALANCE YOUR LOAD THE NOR-TEX WAY 
.. LESS STEEL 
You can now haul MORE GAS and LESS STEEL than ever before 


THE (001% WAY 
with skillfully engineered, smart looking, streamlined Nor-Tex 


* Deliver EXTRA transports of T-1 and A-202B steel, These road-tested units are 
" hauling more gas and substantially boosting profits for users 

Gallons Each Trip! everywhere. Meets latest code. 1CC-MC-330 requirement. Fittings 

are recessed for safety. Exclusive Nor-Tex swirlproof SUMP per- 


TRANSPORTS 


mits easy unloading of EVERY DROP OF GAS. Nor-Tex transports 
oe Work FEWER Hours! are safe and dependable in every way... built by men with 


years of bulk plant experience. Interested attention, experienced 
assistance and helpful suggestions are yours for the asking. Write, 


- Drive LESS Miles! wire or phone collect today. 


%* Eliminate COSTLY 
Overtime Expense 


% Earn MORE Money! 
A PLAN TO MEET EVERY NEED 


* e * 
(ee: Bigger Payload Delivery Units 
STANDARD Bulk plant operators everywhere praise the sleek, LIGHT-WEIGHT, 


streamlined twin or single barrel Nor-Tex LPG Delivery Units. Nor- 
Tex pioneered ALUMINUM SKIRTING and CABINETS, and prac- 
Pp AY L oO A D tical engineering designs have reduced over-all weight. 3000 WG 
units and over, on cab-over or cab-forward trucks, are still within 
the 18,000-Ib. axle limit. Custom designed Nor-Tex high-flow 
plumbing delivers ‘‘extra’’ gallons faster. For day in, day out 
efficiency, durability, payload, fast loading, high rated delivery, 


perfect balance and appearance, Nor-Tex delivery equipment just 


can't be beat! 
DELUXE ye. 


IMPORTANT As authorized new truck distributors Nor-Tex can 
2500 py I a Units Weigh save you hundreds of dollars on Internationals 
Under 23,000 Pounds LOADED. . . x : 
sed 13,000 Sean 8 co nncgg Tg -.. Chevrolets ... Fords . . . Diamond T and 
inating extra federal highway use GMC’s. Order any unit you need. You can’t beat 


ee ee a Nor-Tex deal for all-around value. 


May We of | sab Z 
Help You? : aN ' y ; Little Nor-Tex 


; Ever since it was shown at the 
Here, at Nor-Tex, interested atten- ii »~ Chicago convention folks keep 
tion, experienced assistance and help- a talking about ‘'Little Nor-Tex.”” 
ful suggestions are always yours for E This attention-compelling, 
the asking. No obligation ... write, | sales-boosting LPG Service Sta- 
wire or give us a call. tion is ideal for trailer parks, 


tourist trade, etc. .. . occupies 
Vote 
Rad | a S\ 











only 41” diameter. 
PReQooucrTs 


COMPANY 


National Sales Agents for 
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eee Finance the Balance 








.-. ROUTE-RATED 
To Meet Your Need 


‘““Guess-calculation of delivery unit size 

becomes more and more hazardous as 

costs increase and profit declines,’’ an 

LPG Industry report states. It's no wonder 

our Route-Rating service has grown so 

popular. Nor-Tex ‘“‘ROUTE-RATED" units 

are built to fit your route’s need, based 

" on the length of route, the terrain cov- 
Aluminum ; ; 

ered, convenience of cabinet location, and 

Skirting number of trips required on peak loads. 

and Follow the simple RULE for PROFIT today. 


Cabinets a" = “Right Sized Units on Right 
Sized Chassis For the Job” 


THE (RUZ star 


Nor-Tex construction exceeds all safety re- 
quirements; thoroughly buffed and cleaned; 
completely fitted and ready for use; bottom 
outlets are standard on all above ground tanks. 
Internal Relief Valve on all STAR" Systems. 
Custom made hood. Rego Multi-Valve. Rego 
Regulators. 








DUpont 2-5416 
P.O. Box 1219 
Denton, Texas 
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convenient, safe, liquid withdrawal with 


) CHEK-LOK: 


Economical RegO Chek-Loks are specially designed excess- 
flow valves with the check in a closed position and the outlet 
plugged. They may be top, bottom or end mounted, and pro- 
vide the quickest and most convenient low-cost method of 
connecting to the tank for liquid transfer and evacuation with 
complete protection against liquid or vapor losses in the event 
of line breakage. 

A new high capacity RegO 7550 liquid transfer valve has 
been developed especially for use with RegO Chek-Loks. 


here’s how CHEK-LOK works: 


write for complete information 


PATENTED 


excess flow valves 


Fitting the transfer valve with a RegO 7572C-14 adapter per- 
mits quick, positive connection to the Chek-Lok against a gas- 
ket, and automatically provides full opening of the check for 
adequate flow capacity. 

By installing RegO Chek-Loks on all your tanks, and mak- 
ing the high-capacity 7550 valve and adapter standard equip- 
ment on every service and delivery truck, you eliminate the 
need for separate transfer valves at each tank .. . a substantial 
saving without sacrificing safety! 


BASTIAN-BLESSING’"" 


DO YOU KNOW ff 
it will pay you 
dividends to join! \ 
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4201 West Peterson Avenue, Chicago 46, Illinois 
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Information Desk 


Removal of snow on scale platform with 


infra-red heaters ... LPG burners prevent 

















Snow removal problem 
Illinois 

I have a project for snow removal 
on an outdoor weight scale plat- 
form in service at present. The 
platform is 10 ft wide by 50 ft long 
and the pit is five ft deep. 

Please give me any information 
that is practical, with infra-red 
heaters or any other idea that may 
be in use. 

The platform is concrete. a/« 


We have no information about snow 
removal from scale platforms. Infra- 
red heaters have been used for snow 
removal in other types of service and 
seem applicable for scale platforms. 

We suggest you write to Perfection 
Industries Div., The Hupp Corpora- 
tion, 1135 Ivanhoe Rd., Cleveland 10, 
Ohio. They may have applied their 
radiant burners to a similar job. 
They will give you information, and 
guarantee that the application will 
work on the scale platform you have 
in mind.—Ed. 


Gas-electricity 


comparisons 
Alabama 
Please mail us a comparison be- 
tween Btu per gal. of propane gas 
and kwh of electricity. Also, a com- 
parison between heating efficiency 
of propane and electricity. 
The best electric rate in our ter- 
ritory is .01 per kwh. 
J. M. 


A kwh of electricity is equivalent 
to 3412 Btu of LPG. The electric 
people will claim 100 per cent efficiency 
in their heating if it is done by heat- 
ing elements and blowers. This is 
doubtful, although actual efficiency 
will probably be above 95 per cent, 
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gallonage 





so we'll let them have their 100 per 
cent. 

The minimum acceptable efficiency 
for gas-fired heating appliances is 70 
per cent and most units will do 75 
per cent or better. 

One gal. of propane contains about 
91,300 Btu and 70 per cent of this is 
68,910 Btu which will reach the room. 
Then it will require 63,910 divided by 
8412 or 18.6 kw to equal the one gal. 
of propane. This is giving electricity 
every advantage in efficiency. At 75 
per cent efficiency for gas-fired appli- 
ances it will take 20 kw to replace one 
gal.—Ed. 


New liquid meters 
do the figure work 
Michigan 

As I am about to start bulk 
truck deliveries, I need to know 
more about correction factors. We 
are going to use the print meter 
gallon delivery system. 

Also I would like data cn how to 
determine the correction figures 
when a large transport truck is un- 
loaded. (I know it’s done by tem- 
perature correction figures but 
want to know how to figure them.) 

Is it possible to get all the liquid 
from an 8000-gal. transport truck 
if the truck is sitting level or al- 
lowing for the liquid to run to 
low spot where the gas is removed 
from the bottom of the tank? 

C. M. M. 


We assume your bulk deliveries will 
be made through a meter since you 
mention the printed meter gallon de- 
livery system. There are now liquid 
L. P. gas meters available which auto- 
matically correct the gallonage me- 
tered to 60 deg. F. and show them as 
such on the register. See your meter 
supplier or the advertisements in our 


magazine. 


freeze-ups on railroad switches . . . Electric 
people claim 100 per cent efficiency .. . 
LPG liquid meters automatically correct 


There are temperature correction 
tables with information on their use 
in the Handbook BUTANE-PROPANS 
Gases. See Chapter Three of Part 
Two starting on page 50. Copies of 
“NGAA Standard Factors for Volume 
Correction and Specific Gravity Con- 
version of Liquefied Petroleum Gases” 
may be obtained directly from the 
Natural Gasoline Association of 
America, 421 Kennedy Bldg., Tulsa, 
Okla. 

All the liquid can be removed from 
a properly constructed tank truck if 
the truck is unloaded on a level pad. 
If the outlet is at one end, unload the 
vehicle on a level or slightly sloping 
area which will place the tank outlet 
at the low end of the tank.—Ed. 


LPG good for switch 
heating 
Indiana 

We have an inquiry from a rail- 
road on using propane to prevent 
freeze-ups on their switches. We 
have no information on this equip- 
ment. Can you give us the manu- 
facturer and any experience of 
railroads or propane suppliers that 
are servicing this application? 

There could also be some use for 
propane to remove snow, if equip- 
ment has been engineered. 

No doubt some supplier would 
also have weed and grass burning 
equipment for railroad application. 

Cc. W. L. 

Many railroads are using L. P. gas- 
fueled burners to keep switches free 
of ice and snow. 

An article in the March 1957 issue 
of BUTANE-PROPANE News, page 57, 
describes the equipment and methods 
used by one railroad company. 

We believe the B & M Railroad will 
be happy to tell your prospect the de- 
tails of its system.—Ed. 
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KEEP YOUR CYLINDER CUSTOMERS SATISFIED WITH.. 
King-Size Remote Indicatoy 











U + ° ” Rese 
"Gust a glance telle me when F'm using the resowe cylinder” \~ 

Cylinder service is a customer-satisfying cinch with this | 
outstanding combination of a truly “easy-to-see” remote 
indicator, that mounts in full view at the kitchen win- 
dow — PLUS completely automatic changeover from 
supply cylinder to reserve. 
Write today for complete details. 





and Automatic Changeover! 


Big Remote Indicator Here’s a remote indicator that puts a quick 


end to customer complaints. This king-size 
unit can be seen from clear across the room 
—or across two rooms for that matter. Just 
a glance tells your customer, and you, when 
the supply cylinder needs replacing. Indica- 
tor provides 360° visibility, is weatherproof, 
and comes complete with 10 feet of tubing, 


fittings and window mounting bracket. 


FISHER 


Series 


965B 


AUTOMATIC REGULATOR 





With the Fisher Type 965B regulator installed, 
multiple cylinder systems operate themselves. 
Changeover from supply to reserve cylinder is 
automatic. Customers don’t have to do a thing. 
Continuous service and constant pressure are as- 
sured, even during cylinder changes. The built-in 
indicator on all 965B regulators also tells when 
supply is exhausted and reserve cylinder is in use. 


IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD...CHANCES ARE IT’S CONTROLLED BY... 


FISHER GOVERNOR COMPANY 


Marshalltown, lowa | Woodstock, Ontario [| Rochester, England 
BUTTERFLY VALVE DIVISION: CONTINENTAL EQUIPMENT CO., CORAOPOLIS, PA. 


SINCE 





* “Soaring sixties" sail into mild-recession clouds 


The nation is going through a mild economic recession. Hurting most are some major indus- 
tries: steel, auto, housing, and some defense industries. Others are not feeling the pinch—con- 
sumer spending generally holding up well. Government economists hope for another boomlet by 
late this year. Easier money and credit and a defense spending spurt should help recovery. 


* Fuel industries’ men may be recruited for national emergency 


Government civil defense planners have a new program to mobilize the fuel and energy indus- 
tries in case of any national emergency, ranging from extreme international tension to a 
nuclear attack. Recruited executives from fuel companies would take over as “emergency man- 
agement.” (Details on page 74.) 


* Supreme Court rules on price discrimination 


Charging different prices to different buyers—even in different parts of the country—is price 
discrimination, the U. S. Supreme Court says. But price discrimination is only illegal if injury 
results, the court recently ruled. And even so, a seller can defend himself by showing that the 
price differences were made “in good faith to meet the lower price of a competitor.” 


* Court vetoes broker-buyer commission split 


The U. S. Supreme Court has broadened the Federal Trade Commission’s power to curb price 
discrimination between large and small customers. The court ruled that a broker hired by a 
seller can’t pass along part of his commission to the buyer to effect a price cut. Any discounts 
must be proportionately equal (based on volume or some other normal standard) and available 
to all buyers. 


* FTC goes after unfair local retail competition 
The FTC drive to end unfair competition is now moving against strictly local retail opera- 
tions. Advertisements which cross state lines in newspapers are the basis of the effort to 
expand enforcement. The case involves a New York department store, but will set national 
precedents. 


* Deduction limited on items used less than actual life 


On the last day before its summer adjournment, the Supreme Court limited the deduction for 
depreciation taxpayers may claim on equipment used for less than its actual physical life. Set- 
tling a conflict among lower courts in favor of the government rather than the taxpayer, it 
defined the “useful life” of a depreciable item as its period of actual use, not its physical life. 


% National driver clearance listing passed 


All drivers will be subject to a national driver clearance program passed by Congress before its 
adjournment. A list of drivers who have lost their license due to drunken driving or man- 
slaughter convictions—and of commercial drivers convicted of major traffic violations—will be 
given to state licensing authorities, if the President signs the bill. 


* Congress authorizes smog study 


A two-year study of the medical effects of car and truck exhaust gases on humans has been voted 
by Congress. The first step in what may eventually be a federal smog-control law, it may spur 
use of L. P. gas. The study will be conducted by the U. S. Public Health Service. 





Your bankbook proves 
American Metered Service 
helps build sales... 

Cuts costs 


me ame ee seme ea Seem oe ee eee ee ee 


WC-45-LPG Welded Steelcase 


LP-Gas meters bring utility-type service to your customers, build 
confidence in gas and gas appliances. That’s one reason so many industry 
leaders capitalize on the load-building ability of American metered 
service. They also appreciate the operating economies possible with metered 
service ... buy more gas when rates are low by using increased storage service without contre! heating. 
on consumers’ premises. ..no revenue loss from “dump gas” sales by Features removable soldered 


| 

| 

1 Light weight, sturdy, economical 

| 

| 
competitors...sliding rate schedule with minimum charge...no more costly top and internal, counter-type 

| 

| 

| 

| 


. ideal for average domestic 


a index. Rated capacity 45 cfh 
cross-hauling or out-of-fuel calls. propane at 14-inch w.c. differ- 


ential —5 psi working pressure 
— ¥-inch FPT connections — 
shipping weight 8 Ibs. 


Ask your American representative to detail the many ways an 
investment in metered LP-Gas service builds sales, cuts costs and 
increases profits. 


be | 


Cee 


@, AMERICAN Ge 


METER comPanyw (-==-] 


INCORPORATED FESTABLISHED 4186363 


GENERAL SALES OFFICE: Philadelphia 16, Penna. » Albany » Alhambra « Atlanta + Baltimore + Birmingham + Boston + Chicago « Dallas « Denver « Erie « Houston 
Kansas City » Los Angeles * Minneapolis « New York « Omaha « Pittsburgh + San Francisco « Seattle * Tulsa « Wynnewood 


IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario * Calgary » Edmonton * Montreal + Regina « Vancouver 


SUPPLIERS TO THE GAS INDUSTRY for Ironcase, Tinned Steelcase, Aluminumcase, and Welded Steelcase Meters » American-Westcott Orifice Meters » Instruments 
Reliance Regulators * Apparatus « Valves 
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Don’t take our word for it—try 
a new Rifaip Flaring Tool! 
See if you don’t get smoother, 
stronger, more uniform flares 

. in less time and with less 
effort than ever before! 

Then, compare this new 
RIGAaIp Flaring Tool, feature- 
by-feature, with any flaring tool 
you’ve ever seen or owned: 
® Feed releases automatically 
when flare is fully formed. ® 
Reversing feed screw burnishes 
flare. © Hardened steel die bars 


Brand Now...and the Best Mot 


~ i —_y_ 


are precision-machined. @ Large, 
comfort-grip feed screw handle 
turns easily. ® Precision-ground, 
hardened steel flaring cone, ec- 
centrically mounted in precision 
bearings, produces rolling action 
for even metal flow .. . gives 
uniform flare walls without gall- 
ing. ® Tubing hole sizes are 
clearly marked. ® Easy sliding 
rugged malleable yoke serves as 
stop for tubing to give correct 
flare size. ® Yoke clamp screw 
fits into centering hole. . . locks 
bars, yoke and tubing into per- 
fect alignment. ® Stop pins 
keep yoke on die bars at all 
times . . . yoke can’t slide off. 


RIGID No. 457 for 45° flares, ¥e’’ to 44’’ O.D. (7 sizes) 
RIEAID No. 459 for 45° flares, 4a’’ to %4’’ O.D. (9 sizes) 
RIGID No. 376 for 37° flares, %«’’ to 54’’ O.D. (6 sizes) 


See and try these new RIAID Flaring Tools. Your Supply House has them. 


RIGID Work-Saver Pipe Tools 


\ 


— —— aus ——_ —- 











CALENDAR 


1960 


August 7-9—New Mexico Convention 
and Trade Show—Albuquerque, N. M. 


August 14-16—Kentucky LPGA Conven- 
tion—Kentucky Hotel, Louisville, Ky. 


August 21-23— Idaho, Nevada, Utah 
Tri-state Convention and Trade Show 
—Shore Lodge, McCall, Idaho. 


September 1 1-13—Florido LPGA Annual 
Convention — Hotel Robert Meyer 
Jacksonville, Fla. 


September 12-13—North Carolina LPGA 
Annual Meeting—Sir Walter Hotel, 
Raleigh, N. C. 


September 13—Pennsylvania LPGA An- 
nual Convention — Holiday Motor 
Motel, Mechanicsburg, Pa. 


September 16-17—Wisconsin LPGA Fall 
Convention, Maxwelton Braas Coun- 
try Resort, Bailey's Harbor, Wisc. 


September 18-19—Virginia LPGA An- 
nual Convention—John Marshall 
Hotel, Richmond, Va. 


September 21-23—PCGA Annual Meet- 
ing—Westward Ho Hotel, Phoenix, 
Ariz. 


September 23-24—lowa LPGA Conven- 
tion—The New Inn, Lake Okoboji, 


lowa. 


October 10-12—American Gas Associa- 
tion Annual Convention — Atlantic 
City, N. J. 


October 11-12—Northeast LPGA Con- 
vention—Ambassador Hotel, Atlantic 
City, N. J. 


October I1-15—North Carolina State 
Fair—Raleigh, N. C. 


October 17-21—48th Annual National 
Safety Congress. Sessions on indus- 
trial safety scheduled for the Conrad- 
Hilton, Pick-Congress, Sheraton 
Towers, Morrison and LaSalle Hotels; 
traffic safety, Pick-Congress; commer- 
cial vehicle and transit safety, La 
Salle; farm safety, Palmer House; 
and school and college safety, Hamil- 
ton, Chicago, Ill. 


December 5-9—AGA Gas Air Condi- 
tioning Sales School—Nationwide Inn, 


Columbus, Ohio. 


1961 


February 13-16—American Society of 
Heating Refrigerating and Air Con- 
ditioning Engineers, Inc—Semi An- 
nual Meeting and Exposition, Chi- 
cago, Ill. 


April 13-15—Western Liquid Gas As- 
sociation Convention and Trade Show 
—Hotel El Dorado, Sacramento, Cal. 
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EMPIRE 


GAS WINTER AIR CONDITIONERS 
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COMPARE EMPIRE 
TO ANY 
EMPIRE FEATURES ADVANTAGES OTHER BRAND 





=e Lowest High-Boy. 
ONLY 50” HIGH Fits uarelions. 





MORE HEAT Outer fins transfer more 
TRANSFER SURFACE heat, saves gas. 





WAFER TYPE Anti-resonant. 
COMBUSTION CHAMBER Less wasted fuel. 


“VACUUM BOTTLE” Double wrap-around 
CONSTRUCTION casings. 








SUPER-SILENT 
GAS VALVE 


Automatic. 





CAST IRON Non-corroding stain] »ss 
BURNER steel ribbon ports. 





FLEXIBLE PILOT Easily switched from 100% 
REGULATION regulated to non-regulated. 








ADJUSTABLE BLOWER Use for summer 
ON-OFF CONTROL air circulation. 





OVERSIZE Standard equipment. 
FILTERS Easily cleaned. 





EASY TO SERVICE All components 
FROM FRONT accessible. 











— nae ne Easily adjusts. 
LEVELING BOLTS Prevents tast-out: 














MAIL THIS COUPON TODAY! 


EMPIRE STOVE COMPANY 
Belleville, Illinois 


QUICK! Send more details on 
Winter Air Conditioners. 


NAME 





DEALER NAME 





ADDRESS 





Manufacturers of the finest CITY 





complete line of Certified 


Gas heating appliances 
_- STATE 
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INSURE YOUR WALL 


The New Look in. Suburban Counter-Flo wall heaters 





gives you more satisfied customers and adds to 
your good reputation 


Suburban Counter-Flo introdu- 
ces a new look in wall heaters... 
compact,streamlined...actually 
adds beauty to any room. It’s 
like money in the bank because 
your customers will talk, and 
this leads to more and more 
jobs—insures more and more 
profit. 
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Single and Dual-Wall models 






As a Suburban dealer you can offer your 
customers their choice of gravity or forced- 
air wall heaters — single or dual wall — 
from 18,000 to 50,000 BTU — plus gas-fired 
fully automatic floor furnaces at the right 
price. 





WARM AIR OUTPUT. 


LP Dealerships Open 





Counter-Flo heats floors FIRST With Suburban you get: (1) superior de- 

sign and looks, (2) exclusive Counter-Flo 

Suburban Counter-Flo draws cool tom due to superior air circulation. comfort, (3) 20-year guaranteed combus- 

air in at the top, forces warm air out Fan is located in the top, and the tion chamber, (4) a complete line and (5) 

at the bottom, thus warming the motor is permanently sealed — an free displays and merchandising aids. Get 

floors first and creating near-perfect integral part of the wall heater. the full story from your Suburban distri- 
room temperature from top to bot- butor today. 


Samuel Stamping & Enameling Co. 
Dept. Bp— Chattanooga, Tennessee 


Yes, | would like more facts on Suburban wall heaters and floor 
furnaces. At no obligation: 


0) Please send representative 


suburban == 


Name 





Address 





Built-Ins 


Wall Heaters - Floor Furnaces « Ranges 
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ANOTHER FIRST FOR TULOMA 


AUTOMATIC BILLING: The first of its kind ever 
used . . . an automatic business machine com- 
bination that types 100 words per minute, adds, 
subtracts, keeps records, tabulates, and computes 
...all in one operation. Another first from Tuloma! 


This new machine will save Tuloma over 2,000 
man hours per year and will help us provide even 
better service. 


Machine accounting is another step in Tuloma’s 
all-out expansion . . . expansion in efficiency, 


progress, and service for the dynamic LP-Gas in- 
dustry. Take Tuloma. .. and Grow! 


DISTRICT OFFICES: Williamsburg, Virginia; Cas- 
per,Wyoming; Salt Lake City, Utah; Des Moines, 
lowa; Ulysses, Kansas; Houston, Texas; Midland, 
Texas; El Dorado, Arkansas; Montgomery, Alabama. 


TULOMA GAS PRODUCTS COMPANY 


AN PHONE 
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Cuyoud the Vlaine 


By WILLIAM W. CLARK °* Editor 


Do you buy ... or are you sold? 


After some 14 years around the gas and L. P. 
gas patches, the plaintive cries about the low 
estate to which appliance salesmanship has fallen 
have a mighty familiar ring. Every time some- 
one rises to deplore the lack of selling in today’s 
market, it seems to us we’ve heard that song 
before—over and over again. 

But the fact that the theme is repeated so 
often must be proof that it bears repeating. The 
utter lack of salesmanship at the retail level 
is certainly a major reason why appliances are 
not moving as they should. Ask yourself: What 
have I actually been sold in the past 10 years? 
If you’re like many of us, you’ve bought prac- 
tically everything you laid out your dollars for. 
Nobody has actually sold you anything. 

To this charge, the salesman has a ready re- 
buttal. Nobody’s interested in anything but 
price, he cries. How can you sell to people like 
that? 

Well, the shoe fits. When you’ve gone out to 
buy something, sure you looked for the lowest 
priced item. After all, if no one bothers to ex- 
plain the difference between the cheaper item 
and the more expensive, the only difference the 
buyer will see is the price. Why, then, pay more? 

Along this line, we’d like to quote from a 
talk given recently by Norge president Robert 
H. Quayle Jr. Mr. Quayle posed the disturbing 
puzzler: Why, when personal income set a new 
high in May, were appliance (specifically re- 
frigerator and washer) sales down for the first 
five months? 

“The appliance business has lost its share of 
the consumer dollar again,” he concludes. 

What’s the basic reason for this situation? 
Mr. Quayle believes it is that an appliance is 
now treated by retailers throughout the country 
as a commodity instead of an item requiring 
specialty selling. 
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“The retail effort has become more and more 
concentrated on lower prices,” he said. “It’s 
less and less a question of how to best serve the 
consumer. As a result, there is less stimulation 
of consumer interest, with the resulting lack of 
consumer desire to buy and own more and better 
labor-saving appliances. ; 

“The president of one large-volume appliance 
retail operation took great pride in reporting 
the other day that he paid his salesmen $1.25 
an hour ... that his salesmen were told not 
to disturb the customer in selecting merchan- 
dise, but were there merely to answer technical 
questions concerning the features of the various 
products. 

“He went on to say that his operation de- 
livered appliances to customers at a $20 to $60 
saving. He pointed out that he was confident 
he had made an important contribution to their 
economic welfare. 

“I think many of us would take the opposite 
view—that good selling is not economic waste 
any more than is good advertising—that good 
selling instead permits a customer to make an 
informed decision, one that will bring satisfac- 
tion and pleasure from the purchase of an ap- 
pliance. 

“However, because of the philosophy of fast 
sales (volume sales with flat-rate sales costs in- 
stead of incentive compensation), the competi- 
tive situation price-wise has become increasing- 
ly difficult. The margins that permit time for 
good selling and good service have been removed 
and, because of this, the appliance business finds 
itself stymied by a lack of aggressive merchan- 
dising . .. a lack of feature demonstrations and 
face-to-face selling. 

“It is obvious that the appliance manufactur- 
er’s share of the consumer dollar will continue 
to shrink as long as we are forced to wait for 
customers to come in and look at a long row of 
white appliances, examine the price tags, and 
select the cheapest.” 





HOP-A-LONG HARPER...the Gold Star Ranger...sez: 


“Jine the Gold Star Posse... trackin’ down 
MORE 


“Shore as shootin’ 
you'll round up mcre sales when : 
yore ranges are saddied-up with U NI-MATIC ° 


, WITH A BRAIN*" 
Send for FREE 20-page “Pod'ner, yore prospect is just about hog-tied when you tell 
weber gy martes: ey _ about the advantages of the FLAME SELECTOR UNI-MATIC. 
ate ar as Thar's nothin’ better on any range. But remember... seein’ is 
to sine co believin’. And when it comes to corrallin’ the actual sale, you 
Gas ane jist cain't beat a demonstration. Yessiree, the Harper UNI-MATIC 
heat controlled burner gives you a bonanza of benefits to offer. 

Demonstrate ‘em right...and you cain't go wrong.” ; 


"A.G.A. Mark © Am. Gas Assoc., inc. 





eho OUc> 
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fee =HARPER-WYMAN COMPANY 
UNI-MATIC Flame Se- HARPER 


lector meets the basic 
specifications for AGA y © 
“Gold Star Ranges.” eT 


Specialists in Burners and Controls for Domestic Gas Appliances 


Dept. 80-B / 8550 Vincennes Ave., Chicago 20, Illinois 
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How to build safety 
into a transport 


The critical items are valves and piping— 
types, placement and protection. 


CASEY JARVIS © Jarco Engineering, Corona del Mar, Cal. 


INCE its introduction in 1953, 
»J the blimp transport has 
grown in customer acceptance to 
the point where it is a standard 
item in the industry. Today, you 
can almost buy it out of a catalog 
—for almost immediate delivery. 

The big reason for the blimp’s 
popularity is summed up in one 
word: payload. Its shape, when 
combined with T-1 steel, has 
stepped up payload, putting extra 
dollars into dealers’ pockets. 

But, hand in hand with econ- 
omy must go safety. In the trans- 
porting of LPG, you have a legal 
and moral responsibility to your 
company, and to the entire indus- 
try (because of its work in pro- 
moting the acceptance of the 
product) to do everything pos- 
sible to make transports safe. 

In the transporting of the prod- 
uct, you are more susceptible to 
catastrophe than in any other 
phase of your operations. Each 
unit is on the move for just as 
many hours as the efficiency of 
your dispatching procedures will 
allow. It has a high degree of “‘ex- 
posure” to accident. It’s driven at 


AUGUST, 1960 


all speeds, from very slow to fast. 
It’s in the worst weather that you 
are using it most: in rain, at night, 
and on icy pavement. Accidents 
will happen. Prepare for them. 
Know that you have taken every 
precaution in specifying the 
truck’s design. Educate your driv- 
ers on the correct operation of all 
valves, and on procedures if an 
accident should occur. 

In designing for safety, the 
most important elements are the 
valves and piping design. The 
tank design is a less critical prob- 
lem. But let’s start with it, never- 
theless. 

Although the tank is by far the 


largest and most expensive of the 
fuel delivery devices, it causes us 
the least worry about safety. This 
seems. incongruous, since it is a 
container carrying possibly 10,000 
gal. of propane, but the codes un- 
der which these vessels are made 
require generous safety factors 
that assure a very strong tank. 
ICC specification MC 330 cov- 
ers the design and construction 
of steel cargo tanks. It requires 
that the vessel be fabricated in 
accordance with the ASME Code, 
generally the 1959 edition. The 
code interpretation varies slightly 
among fabricators, as do the in- 
spection requirements of the va- 





equipment. 


division in 1947. 





Casey Jarvis, the author of this article, formed Jarco Engi- 
neering, Corona del Mar, Cal., last year. 
PROPANE News, September, 1959, page 68.) Through his 
new company, Jarvis has designed advanced methods for 
safe handling and engineering of transportation and storage 
Formerly, he was sales manager for Superior 
Tank & Construction Co., where he started a transport tank 
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Operation, safety and cost most vital 








factors in valves and piping analysis 


rious agencies charged with re- 
sponsibility of testing and releas- 
ing the vessels for service. So 
any tank with an ASME Code la- 
bel on it should be considered 
safe, as far as the tank alone 
is concerned. This refers to the 
construction of the tank, heads, 
shell, and welding. It does not 
necessarily guarantee that the en- 
tire transport unit is as safe as 
you want it to be. 

The greatest potential danger 
to the tank itself is through im- 
pact in an accident. We all can 
recall examples of such accidents. 
The paint is scratched, the heads 
are dented, the shell is flattened, 
but the tank does not rupture and 
no product escapes. 

When vessels do rupture, it is 
because they have been subjected 
to fire at localized positions on 
the tank. If the fire is fed by leak- 
ing gas, it is because a valve or 
piping gave way. The real poten- 
tial sources of danger and possi- 
ble catastrophe then are the 
valves and piping. 

ICC specification MC 330 states 
that the fittings and valves should 
be “adequately protected” by a 
housing. NFPA Pamphlet 58 re- 
quires the valves to be “safe- 
guarded against physical dam- 
age.” These regulations once 
again allow interpretation, so are 
no absolute guarantee of safety. 

In analyzing valves and piping 
design, you should figure on three 
factors: operation, safety and 
cost. 

1) OPERATION. You want to 
be able to load and unload your 
unit as fast as possible. Time 
costs you dollars, so you not only 
want to use large valves and pip- 
ing to accomplish speedy transfer, 
you want to use valves that will 
give you a minimum of mainte- 
nance problems, so that your 
transport is not tied up because 
of a 50-cent replacement item on 
a particular valve. 

2) SAFETY. Here is the big 
item, the one you should be most 
concerned with. You will want to 
make sure that you have done 
everything possible to avert a 
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catastrophe. Such a thing is 
highly unlikely in our industry, 
but we must continually strive to 
eliminate every condition that 
might permit it to happen. 

There are two potentially haz- 
ardous conditions in the operation 
of a transport. One is when you 
are loading or unloading. The 
other is when you are traveling 
on the highway. It is only when 
the product becomes uncontrolled 
and escapes the container or the 
piping that we have a potential 
dangerous situation. This fact 
should be kept in mind, and the 
safety design should be based on 
always having the product under 
control, with the least possible 
chance of exposure to atmosphere. 

Safety runs hand-in-hand with 
the desire for continuing opera- 
tion. Your transport does not 
make you any money standing 
still, and it is standing still if 
valves and piping are being re- 
paired through damage in an ac- 
cident, even though there may 
have been no_ serious conse- 
quences. 

3) cost. You will note that the 
word “cost” is in lower case let- 
ters. That’s how I think it should 
be regarded in relation to the two 
other factors. Granted, smaller 
sized valves and piping are less 
expensive than larger sizes, but 
they won’t transfer as much prod- 
uct, and the time factor, identified 
with high labor wages, is much 
more important to you than a few 
dollars savings in the initial pur- 
chase of too-small valves and fit- 
tings. There should be no com- 
promises with safety, for with the 
use of a less costly design, you 
may very well be sacrificing just 
the protection your unit would re- 
quire to prevent a serious fire. 

Regarding a safe design, let’s 
review the connections and fit- 
tings in the tank. Keep in mind 
that this unit might be involved 
in a moving accident at some time 
in the future. 


1) Safety relief valves 


These valves are installed to 
protect the tank from rupturing 


due to an increase in internal 
pressure. Because of its design, 
there is no control of the valve, 
no handle to shut it off in case it 
should malfunction, or be hit in 
an accident. By all means, this 
valve should be installed in a re- 
cess within the shell of the vessel 
so that it could not possibly be hit 
in an accident. A rain cap should 
be placed over the recess to pro- 
tect the valve from the weather. 

Yes, it is less expensive to put 
a guard around the relief valve 
rather than recess it, particularly 
in a T-1 tank where the fabrica- 
tion requirements are more strin- 
gent than with other steels, but I 
don’t think a housing can be de- 
signed to withstand the shearing 
or smashing force of a 60,000-lb 
trailer moving at 60 mph. If it 
could be designed, it would cost 
more than a recess, and it would 
weigh considerably more, thereby 
sacrificing some precious payload. 

Our experience has shown that 
the tank is immeasurably strong. 
It should be used to protect this 
fitting. 


2) Rotary gauge 


This assembly should also be 
housed in a recess, for the same 
reason as the safety valve. If it 
can’t be reached to be hit, it can’t 
be damaged or knocked off to al- 
low the LPG to become uncon- 
trolled. 


3) Miscellaneous fittings 


The other small openings in the 
tank for the outages and pressure 
gauge should also be recessed. 
Granted, these openings are only 
\, in.; however, with 200-lb pres- 
sure pushing behind them, a defi- 
nite danger would be present if 
they were sheared. Because of 
their small size, the cost of re- 
cessing them is insignificant. Most 
certainly, the thermometer should 
be set in a well, rather than di- 
rectly into the tank. 


4) The liquid line 


Almost all fabricators locate 
this tank outlet in the rear bottom 
of the tank for good drainage, plus 
protection by the trailer subframe. 

This steel subframe, because of 
its size and thickness, should do 
the job of protecting the fitting 
that screws directly into the tank, 
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but what of the rest of the valves 
and piping? As they must extend 
beyond the subframe for opera- 
tion, they are susceptible to im- 
pact damage. In case of an acci- 
dent, they may prove useless. 
Therefore, they cannot be consid- 
ered as the main shut-off valves 
for the tank. The excess flow will 
do the job for which is was de- 
signed, but that is not adequate 
for an LPG transport. 

Therefore, I prescribe an inter- 
nal valve instead of an excess flow 
valve, screwed directly into the 
tank, spring loaded, so that in its 
normal state it is closed. Doesn’t 
it make better sense to run down 
the highway with the product con- 
tained within the vessel itself, 
rather than by a shut-off valve as 
much as four feet away from a 
not so positive acting excess flow 
valve? Naturally, with the inter- 
nal valve, another valve should be 
used for positive shut-off. 


Here are two more advantages 
to internal valves. With them, 
you are required to install a re- 
mote control mechanism away 
from the loading connections. 
Should a hose break during un- 
loading, this remote control could 
be reached with probably little or 
no danger to the driver. A fusible 
section installed in this linkage is 
the second advantage. Should es- 
caping product ignite during the 
loading or unloading operation, 
the fusible section would melt, al- 
lowing the spring to close the 
valve. 

Operationally, there is yet an- 
other feature to an internal valve 
—faster flow. Because there is no 
excess flow mechanism, there is 
no chance for a closure due to 
slugging in the line. 

In 1959, two manufacturers in- 
troduced internal valves that also 
had excess flow valve features 
built into them. These valves of- 
fer the advantages of both meth- 
ods of safe closure. 

On transports that use a spray 
filling line, the valve in the tank 
outlet should be nothing but a 
back check. You are only filling 
here, and the safest, most eco- 
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nomical valve would be the back 
check. 


5) The vapor line 


I’ve commented on the internal 
valve at some length, and for the 
ultimate in safety, this valve 
should be used on both liquid and 
vapor lines. I can think of no op- 
erators who are now using the 
internal valve on vapor lines, but 
a 1%4- to 2-in. line can cause as 
much trouble as the liquid line if 
it is severed in an accident. In- 
ternal pressure could force liquid 
through the interior pipe. In case 
of an accident, the chances are 
high that the trailer tank would 
overturn, and the vapor pipe 
would suddenly become a liquid 
connection. Too little attention 
has been paid to this connection. 

Here, too, there would be a defi- 
nite operational gain, for the 
large refinery pumps often push 
liquid into the transport at such a 
rate that the excess flow valve on 
the vapor system cannot cope with 
these surges, and they slam shut. 

In the last year or so, some op- 
erators in the West who are using 
truck and four-wheel trailer tanks 
have been requesting that the liq- 
uid and vapor lines be partially 
recessed, and completely enclosed 
by the front subframe or pedestal 
of the trailer tank. This is a fur- 
ther step in a continuing attempt 
to design for safety. 

Each of these recommendations 
would increase the cost of an LPG 
transport slightly. The internal 
valve with its linkage is more ex- 
pensive than an excess flow valve, 
and recessed reliefs and rotary 
gauges run up the cost of fabri- 
cating a tank, but these costs 
should not add $150 to the price. 
Compare this to the total invest- 
ment for an LPG unit, truck in- 
cluded, of from $25,000 to $45,000, 
depending on the area. By this 
small additional cost, you are 
strengthening the weakest link in 
your unit. The valves and piping 
are the most likely source of dan- 
ger in an accident, or even in 
loading or unloading. 

In your desire to buy at the low- 
est price, and to achieve the maxi- 
mum payload, don’t compromise 
with safety. Go beyond the code 
requirements, take advantage of 
the devices that will give your 
equipment and you the most pro- 
tection! a 





Dealers stem 
tide of natural 


gas in Florida 


“The economic advantages of 
changeover from manufactured 
gas or L.P. gas to natural gas 
(in Florida) have not been as 
clear cut as in some other parts 
of the country,” reads an AGA 
report issued in June. “L.P. gas 
dealers are continuing to fight 
for business.” 

The following are excerpts 
from the report, issued one year 
after natural gas made its debut 
in the Sunshine State: 


N upsurge in the battle of 
business vs. government in 
gas will come when the FPC is- 
sues its decision in the Houston 
Corp.’s Docket G-18,338. This 
application for $18,750,000 in 
new pipeline facilities will per- 
mit the connection of many new 
Florida communities. 

Economics is a prime factor in 
the seesaw competition for the 
gas business in Florida. Prior 
to the entrance of natural gas a 
year ago, the Florida market was 
pretty well defined between a 
few established manufactured 
gas utilities and a number of 
substantial L. P. gas dealers 
covering rural areas, new devel- 
opments, and some resort areas. 

Since the Houston Corp.’s 
pipelines represent the newest 
major facility in the country 
with high-cost mileage and aver- 
age high-cost gas, the economic 
advantages of this changeover 
have not been as clear cut as in 
some other parts of the country. 

This has meant: 

1) L. P. gas dealers are con- 
tinuing to fight for business in 
areas that have or will have 
piped distribution. 

2) The changeover from man- 
ufactured gas is not unanimous. 

3) Several communities that 
planned municipal operations are 
now taking a long, hard, second 
look at the feasibility studies of 
the engineers who sold them the 
original proposals. 

The towns of Graceville and 
Lake Alfred decided they were 
not going to build new systems. 
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GF™B.xe This is PTI 


Modern design and tight control over preventive 
maintenance help Producers Transport Inc. to keep its 
ranking as the world's largest L.P. gas common carrier 
transporter 


T takes a combination of low 

costs and fast service for a 
company to achieve the ranking of 
world’s largest highway trans- 
porter of LPG. 

Producers Transport Inc. claims 
that distinction. Operating out of 
New Buffalo, Mich., a tiny village 
just across Lake Michigan from 
Chicago, PTI has in its fleet more 
than 50 LPG transports. 

The fleet it puts on the road to- 
day is only a year old. All but two 
of the vehicles are blimps. It is 
maintaining low costs and fast ser- 
vice through a combination of de- 
sign (which provides maximum 
payload, fast loading, and fast un- 
loading in the future) and _ top- 
flight preventive maintenance on 
both trailers and tractor units. 

PTI vehicles roam over a spread- 
out territory which extends, rough- 
ly, over a 300-mile radius from 
terminals at Tuscola and Kanka- 
kee, Ill. Included are the states of 
Michigan, Indiana, Illinois, Ohio, 
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and Wisconsin. It is also author- 
ized by ICC (PTI is a common 
carrier) to haul into Iowa. 

It also hauls for the largest com- 
panies: Phillips, from Kankakee, 
Tuscola, and East Chicago, Ind.; 
Natural Petrochemical Co., from 
Tuscola; Clark Oil and Shell, from 
East Chicago; Warren Petroleum, 
from Blue Island, Ill.; Pure Oil, 
from Lockport, IIl., and Toledo, 
Ohio; and Cities Service, from East 
Chicago and South Bend. 


John Peirick is manager of PTI's 
50-plus fleet of LPG transports. 


Operating at peak capacity in the 
winter time, it averages three 
loads per-vehicle-per-day, on an 
around-the-clock basis. An average 
long run is 300 miles, round trip, 
and a PTI vehicle is expected to 
complete that in a 12-hr shift. Dur- 
ing the other half day, two shorter 
runs are usually made. At an aver- 
age of 9100 gal. per run, each ve- 
hicle hauls better than 27,000 gal. 
per day at its peak. The peak 
extends from about October 15 to 
April 1. 

The units get bigger every year, 
and the company is constantly 
searching for new ways to lighten 
the deadweight. Clean-bore tanks 
are now standard; so is T-1 steel, 
and so are plastic fenderettes. To- 
day’s fleet—that is, the trailers— 
is a year old. Thirty-seven of the 
tankers are over 10,500 wg capac- 
ity. One of these is 11,121, said by 
PTI officials to be the largest ever 
built. The remainder are 9100's, 
8750’s, and 8600’s. 
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PTI runs a decentralized type of 
business. Each of its six terminals 
—one at New Buffalo, and others 
in Madison, Wis.; East Chicago, 
Ind.; and Tuscola, Paris, and Kan- 
kakee, Ill.—is operated by a broker, 
or lease operator. These men own 
their own tractors and function as 
private businessmen, but their 
operations are closely supervised 
from New Buffalo headquarters. 

Typical of this control is the 
preventive maintenance program, 
discussed in detail below. Four of 
the terminals — Madison, Paris, 
Tuscola, and Kankakee—have their 
own maintenance shops. But pre- 
ventive maintenance policies and 
schedules are set by the home office, 
complete sets of records are kept 
there, and the performance of in- 
spections and service work is 
policed by New Buffalo, under di- 
rection of Jim Horton, who is in 
charge of maintenance. 

Terminals that do not have their 
own facilities contract to have the 
maintenance done by other local 
shops. 

This system of close supervision 
from the home office is now two 
years old, and has already begun 
to pay dividends in decreased main- 
tenance costs. Previously, the ter- 
minals handled their own mainte- 
nance. But in the two years since 
the control system was put into 
effect, the cost, expressed as a per- 
centage of gross revenue, has grad- 
ually been reduced. Last year it 
stood at 9.6 per cent; in the first 
quarter of this year it was off to 
4.6 per cent, putting it at least a 
couple of percentage points below 
the national average. The cost 
curve is not consistently downward 
for every quarter, but the total 
effect is. 

There are, to be sure, other fac- 
tors involved. A lot of old equip- 
ment has been replaced in the past 
year or two, which naturally tended 
to shave maintenance costs. Also, 
since the greater the amount of 
gallonage hauled the lower the per- 
centage will go, constantly growing 
loads have contributed. Neverthe- 
less, this is probably typical of 
most operators in these times, so 
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the decrease is still to the credit of 
Prt, 

It might be noted here that, since 
PTI is a common carrier operating 
under the rules of the Interstate 
Commerce Commission, certain pre- 
ventive maintenance minimums are 
fixed by regulation. But PTI has 
gone the extra mile past these min- 
imums; it has its own require- 
ments which exceed the ICC regu- 
lations, and it is these require- 
ments that are reflected in the im- 
proved PM cost records. 

Also, PTI follows the manufac- 
turers’ PM recommendation religi- 
ously, but adds its own extra 
ounce of prevention. Its own pro- 
cedures are based upon these rec- 
ommendations — with that extra 
plus. 

PTI also supervises operating 
procedures at each terminal, under 
policy directives. Again on the sub- 
ject of preventive maintenance, 
John Peirick, manager in charge 
of the LPG division, urges that 
each terminal have one mechanic 
per five tractors. He also tried to 
hold terminal equipment and man- 
power to optimum size. 

“We want no more than 15 units 
per terminal,” he says. “At this 
size, the manager can be working 
manager, handling dispatching, 
maintenance control and direction. 

“A small terminal won’t be hit as 
hard by peaks and valleys in work 
load. We can keep a larger per- 
centage of our personnel the year 
around.” 

Another example of centralized 
control is the trailer policy. PTI 
owns all the trailers, and they are 
built to the company’s specifica- 
tions. 


Preventive 
Maintenance 


The entire preventive mainte- 
nance schedule is based on accumu- 
lated mileage, which is reported to 
the home office weekly. A supple- 
mental check required by ICC is 
made on a time schedule. ICC asks 
for it quarterly; PTI, however, 
performs it every 30 days. 

The periodic checkups are identi- 
fied by letter code—B, C, D, E, F, 
and G. B checkup is the most basic 
of the group, being grease and lube. 
This is not assigned by the home 
office, but is expected to be done 


every 2500 to 3000 miles, and the 
report of it must be sent in to New 
Buffalo when it is completed. There 
are 29 separate items to be checked 
on tractors, 14 on trailers. 

For those units powered by 
diesel, an additional set of inspec- 
tions is required. This is listed on 
the back of B inspection form. 

B inspection is not an ICC re- 
quirement, nor are any records re- 
quired to be kept, but the home 


Jim Horton is in charge of main- 
tenance for PTi's terminals. 


office maintains them just the same 
—as a monitoring system to make 
sure the terminals are up to scratch 
on it. 

Inspections C, D, and E are trac- 
tor inspections and F is a trailer 
inspection. C is done at 6000 miles, 
and covers 33 basic items. Inspec- 
tion D, done every 18,000 miles, in- 
cludes all the inspections called for 
in C, plus 19 additional ones. One 
item of particular importance here 
is the road test by the foreman. 
Inspection E comes at 54,000 miles, 
and includes everything listed un- 
der C and D inspections, plus 14 
additional checks, giving a total of 
66 checks all together. There are 
also special additional jobs for die- 
sels in each of the three inspec- 
tions. 

For trailers, in addition to the B 
check (which is included with the 
tractor B check), two other inspec- 
tions are required — F inspection 
every 30,000 miles and G every 90,- 
000. F has 22 points and G, 28, but 
unlike the tractor checkups, G does 
not include all the points listed on 
F. 

Every one of these inspections is 





Forms used in sched- 
uling preventive main- 
tenance appear on the 
following two pages. Text 
continued on page 36. 





PTlI's preventive maintenance contro 





PRODUCERS TRANSPORT, INC. 
“BY INSPECTION 


TRACTOR # MILEAGE DATE 





UST OF POINTS TO BE LUBRICATED — ALSO ITEMS TO Bf INSPECTED 


TERMINAL 
(CHECK ITEMS 
COMPLETED 





_Ollchonge 

Filter chonge and service V8 filer screens 
. Clean carburetor air filter pon and refill 

. Clean filter housing 

. Check radiator for lecks—onti-treeze 
Check hoses for condition and leaks 
Check water pump ond all water connections 
Shock 


. Adjust 
29. Check ond odjust emergency brokes 





TRANER # 

















PRODUCERS TRANSPORT, INC. 
TRACTOR INSPECTIONS “C”, “D”, AND “E” 


Terminal Dete 
Mechanic must initial each item as completed. 
List of hems to Inspect, adjust ond reploce 


Unit # Mileage 


NOTE: Reverse side for Diesel Engine Services 





“C™ inspection — 6,000 miles 

Adjusting valve clearance—.020 hot (except V-8's) . 
Check spark plugs clean and gop . 

Check poinn, coil, condenser 

Check distributor cap, ignition wiring . 

Lubricate distributor com, set com angle _ 

Check timing, use light... 

Sadan ceenieee. 

Check engine idle speed, governed 
Gictaiemantabvidinintins penn tianeihs 
Check fan ond compressor belts. . 
Csddemeniiianeiinnat ns diptintes 
Clean crankcase ventilation valve 

Check carburetor, vse analyzer . 

Check all lights, cords and plugs . 

Chak he citagaborteciia ent enti. 

Check clutch pedal free travel (1” Min. RDSO!— 

2 min V8) . . 
Guliainietitciiatale . 

Check maximum clr prewure. . 

Check tochograph, tachometer ond seal 

Adjust service brokes 

dle inne ahaa: 
Orain air tank . 

Check flag and flare kit 
Check and refill spare bulb kit. ws 

Check Sth wheel bolt, pedestal, wi ore nd oun 
trop . 
Canes it te ie apie 

Check level of oll in steer cose. eee 
Check compression #1 #2 #3 
#4 #6 *7 *e 
Check all ignition wire ond reploce as needed | 
Check rediator and all hose connections 
Engine running at fast idle check for gas, oll, water leoks 
eee 
terminals . 


Check manifold, lies dain ileal dim 
mvtfier bracken, tighten all bolm ond nuts . 


“'D” inspection 18,000 Miles (Includes “C”) 

Remove carburetor air cleaner, disassemble soak and 
wash ovt - 

Clean foal gimp bow ond saeen . 

Check comp. mounting leaks and clean air Hher 

Check water pump and lubricate . 

Carburetor — O.K. repaired panne 

Adjust foot ond hand throttle, choke cable 

Check dosh instruments and switches 

Check tle rods and drag links . 

Check king pins and bushings . 

Reploce motor support bolts, rubbers, if needed 

Inspect universal joints and drive lines, tighten 
companion flange bolts 

mon! dere amaisin Jo eh and 


een 
Check voltage regulator and reset, if needed 
Replace distributor brecker gn V-8's 
Check leak down on air compressor (less thon #3 loss 
@ minute maximum) 
Check T.P. valve for proper operation. . . . 
Check one way check vaive. Remove ond clean 
Road test by shop foreman 





“® Inapection $4,000 mi. (Incl. “C” and “D”) 
Remove, clean and inspect starter, replace if needed 
pr rote pr eng tearm a ammaame 
tighten cab and chassis throughout 

Check front wheel tow-in, O.K. Rover 
Check front springs, tighten U-boin 

Check spring hanger: and shackles 

Adie peer ear append che for 

oll beoks 

Sitesi ecaiaitibians aheias th eetes 
Check breather vents; transmission power 

Check gas tonk vents, connections and lines 

Cease nih caged shiesl teasing 
Replace all wheel seols 

Check all wheel cylinders - 

Reline brokes as needed | 














Producers Transport, inc. 
DRIVERS INSPECTION REPORT 
Vehicle No. Date 
I have marked below all conditions which I think should 


be inspected carefully and repaired to put this vehicle in Safe 
Operating Condition 


Producers Transport, Inc. 
DRIVERS INSPECTION REPORT 
Trailer No. Date 


Driver 

I have marked below all conditions which I think should 
be inspected carefully and repaired to put this vehicle in Safe 
Operating Condition. 





Cheek if 
FOR TRACTORS:— | OK 
Steering 
Brakes 
Rear View Mirror: Left 
Tires 


orm 
Windshield Wiper 
He: 


$ Road Kit 


Tractor Break-Away Control 
AFTER STARTING ENGINE>— 

Oil Pressure 

Ammeter 

Clutch 

Air Buzzer 

= Gauge 
apenas Gauge 
Pontes Brakes 
Glass 


DURING ROAD TRAVEL: 


System 


Radiator Level 
Inside of Cab Must Be Clean 





Other Remarks. 


If brakes, steering, or other equipment affecting the safe 
ation of your vehicle of order while you are 
driving. stop and phone your office for instructions 


Date_.. 


Above 
Conditions Corrected 
(Garage Mechanic) 


Check if 
FOR TRAILERS:— O.K 
Registration Holders 


ef lors 
Internal Valves. — 
Fusible Lin! 
Dome Covers: Latches 
Gaskets 
Breather Valves. 
Overturn Valve 
Air Emer. Pressure Release 
Fusible Plug 
Deli Hose 
Brakes Lines to Trailer 
Electric —— = Trailer 
Coupling De 
Clearance & Marker L ights 
ON TRAILER:— 
Manufacturers Plate 


e-Test 
Proper Registration 





Other Remarks 


Date 
Above 
Conditions Corrected — — 
(Garage Mechanic) 


rons wo. 28 FTL 








PRODUCERS TRANSPORT, INC. 
DRIVER AND EQUIPMENT COMPLIANCE CHECK 
TO BE FILLED OUT IN DUPLICATE 
































Inspected By: 


SEE REVERSE SIDE 
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is built on these seven 


schedules 





PRODUCERS TRANSPORT, INC. 





TRAILER “F” INSPECTION (Check One) 


TERMINAL 


TRAILER NO. 





GHECK ALL ITEMS PERTAINING TO THIS INDIVIDUAL TRAILER 
Adjust torsion units for end play and height 


Inspect interior and notify Maintenance Supt. of condition of lining 
Insepct all springs, leafs and center bolts 

Inspect and repair radius rods and rubbers 

Check axle alignment , correct 

Adjust wheel bearings 

Check wheels , hugs. 

Lubricate and inspect brake cams and linkage 

Adjust brakes and check application 
Check for emergency brake valve application 

Check fuse block , fuses 

Check all air lines, hoses and connections 

Check unloading valves and manifold for condition and leaks 

Lubricate latch and hinges on safety valve box door 

Replace diaphragms in air-operated safety valves 

Check operation of safety valves air gauge 
interference control valve , fusible safety plug 

if cable operated, repair as needed 

Inspect tire carrier and repair as needed 

Inspect dome covers and replace gaskets check fusible 
Inspect clearance lite stop turn lite 

Road test and check brakes for application check unit for alignment with tractor 
Check hitch assembly on doubles, and repair as needed — 


Check safety chain on hitch 





PRODUCERS TRANSPORT, INC. 
TRAILER “G" INSPECTION 


TERMINAL — DATE 





TRAILER NO. MILEAGE 





Mechanic must imitial each tem as completed 
CHECK ALL ITEMS PERTAINING TO THIS INDIVIDUAL TRAILER 


Take unit to Fruehauf for GT unit and gear box overhaul 
Make visual inspection of tank imterior and exterior and reweld or repair as needed 
Check king pin and plate — repair as needed 
Clean tank interior and clean screens in safety valve sump (report condition of lining to 
Maintenance Superintendent or Manager) 
Inspect springs, center bolts, and radius rods 
Remove wheels, inspect bearings, install new wheel seal kit - 
Check one: A. Reline brakes and turn brake drums for lining 
B. Reline brakes and install new drums 
Lubncate and repair brake cams , likage and slack adjusters 
Check ail air lines. , commections 
Replace air hose glad hand rubber gaskets 
Check wheels. , hugs. 
Replace all brake diaphragms and brake hoses 
Adjust brakes and check application 
Check emergency brake valve for proper application 
Check fuse block » fuses. and cover 
Check all unloading valves and manifolds for condition and leaks 
Remove, inspect and repair safety valves 
Lubricate latch and hinges on safety valve box door 
Replace diaphragms in ait-operated safety valves 


Remove safety valve air pump and replace leathers .— 














PRODUCERS TRANSPORT, INC. 
LEASED OPERATORS 30-DAY INSPECTION 


TO BE COMPLETED BETWEEN THE IST AND 10TH OF EACH MONTH 


Description of Vehicle: MAKE YEAR MODEL @ 

Type: TRACTOR TRAILER SEMI TRAILER 
License Plote: STATE. 

Owner's Name: Address 


INDICATE IN THE PROPER COLUMN THE RESULTS OF THE INSPECTION OF EACH ITEM, 


Mot 
ITEMS TO CHECK: Detective Defective 
Fifth Wheel . 


Body 
Cooling System 
Brokes 


Drive Line 


Fire Extinguisher 
ngine 

Exhaust System 

Gloss 


Horn 
Light—Cab, Head, Stop 
Speedometer 


Springs 
Steering 
Tires 
Wheels & Lugs 
Windshield Wipers (2) 
Turn Signols 
Max. Air Pressure 
With Air Pressure ot Maximum, apply brakes: 
not over 3# loss per minute 
Disconnect trailer hose to ck. tractor protection 
valve: no loss allowed 
Rearview mirrors (2) 
Tractor to trailer air hose & light cord 
(No chofed hose or bare wiring allowed) 
low oir pressure indicator 
Line check valve, between comp. and tonk 
Clearance Lights 
Stop Lights 
Turn Lights 
Reflectors 
Wiring, No Fraying 
Fuse block cover, Junction Block and covers 
Service brakes and air 
Volves 
Test Date Markings 
Static Strap 
Splosh Guords 
Hoses (How Many) 
Tires, Wheels, Lugs 
Tank brake air leoks 
Dome covers and gaskets 
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eck operation of safety valve 
erference control valve 

tion block 
pect dome covers and replace all gaskets 

¢ carner and repair as needed 
ssembly on doubles and repair as needed 
afety cham on hitch 
heck brake appheation heck unit for 
gnment «ith tractor 
pect clearance lights stop 
ewire if needed 


hell and underconstruction and repamt belly section of needed 


ree 


An impressive system of checking equip- 
ment keeps the PTI fleet operating at 
peak levels. Shown across the top of the 
pages are the four forms used to make the 
periodic inspections. All are scheduled on 
a mileage basis. The “drivers inspection 
report" is completed at the end of every 
tour of duty; the "compliance check" is 
a garage report; the 30-day inspection is 
a routine required by ICC. 








PTI ... the new transports are designed 





for rapid loading and unloading 





assigned by the main office except 
B. Therefore, mileage records must 
be maintained at New Buffalo. The 
original record on this is a weekly 
mileage report from each broker, 
which is posted by the maintenance 
clerk, who spends full time on keep- 
ing these records. 

There is, in addition to all these, 
a 30-day inspection, which is re- 
quired by the ICC. This is an en- 
tirely separate requirement, and 
some of the inspections overlap 
with the C, D, and E inspection 
checks. ICC regulations require 
that this be done by an outside in- 
spector. 

PTI enforces compliance with 
the required inspections by dead- 
lining the equipment. First a 
warning is sent out, giving a grace 
period of up to about 2500 miles 
past the due point. At the end of 
this time, the equipment must be 
taken out of service until the in- 
spection has been made. 

One final inspection is required 
—the “Drivers Inspection Report,” 
which must be filled out at the close 
of every tour of duty. This covers 
36 items on the tractor and more 
than a dozen on the trailer. 

All the records are kept on in- 
dividual file cards on each vehicle. 
The mileage is used not only to 
determine when inspection is 
needed, but also when a replace- 
ment of equipment or additions to 
it are in order. PTI feels the mini- 
mum mileage for a unit should be 
75,000 per year to make it pay its 
way. Each should average 6000 
miles per month, and 12,000 miles 
in the winter peaks. If a unit falls 
much below this figure, it is time 
to look for additional business to 
build its load back up above the 
minimum. 


Transport 
Design 


Although PTI’s new transports 
are purchased from several differ- 
ent manufacturers, all carry simi- 
lar—though not identical—specifi- 
cations. The barrels are 466 in. 
long, 86 in. ID, and have a capacity 
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of 10,970 wg more or less. All are 
of T-1 steel and have a tensile 
strength of 115,000 psi. The shell 
material is .392 in., the head 4 in.; 
working pressure of the shell is 
250 psi. 

Joint efficiency of head and shell 
is 1.0. That is, the welds are 100 
per cent the strength of the shell 
itself. A great deal of care has 
been taken in the barrel fabrica- 
tion. The barrels are stress-re- 
lieved. According to the mill specs 
of one manufacturer (Beaird), the 
plates are freed of mill scale as 
completely as possible. While they 
are still in the flats, they are grit- 
blasted on both sides. After the 
stress relieving, they are again 
grit-blasted to remove further scale 
caused by the heat of the process. 
Beaird reports that on T-1 units, 
mill scale has been a particularly 
bad problem, since it has a ten- 
dency to break loose and lodge in 
high-priced product unloading 
pumps. 

A very expensive paint, resist- 
ant to many chemical fumes, has 
been used on them. Test plates of 
the finished coat were left for as 
long as a week, submerged in an- 
hydrous ammonia and exposed to 
its fumes. On removal, no blister- 
ing or discoloration was evident. 
Many paints, according to the man- 
ufacturers, discolor badly in the 
Chicago area due to the numerous 
chemical plants in the area. 

All barrels are smooth-bore. PTI 
is satisfied that baffles are unnec- 
essary, having had no bad experi- 
ences with product surge. Elimina- 
tion of these plates lightens weight 
a great deal, and therefore contrib- 
utes to the payload that can be 
carried. 

Another weight saving feature is 
the plastic fenderettes, standard 
on all the units. 

The transports are particularly 
designed for rapid loading and un- 
loading. They are designed to re- 
ceive a 9000-gal. load in 18 min.— 
that’s 500 gpm. There’s a 3-in. 
combination vapor return and 
splash fill outlet at the rear of the 
vessel, and an additional 3-in. com- 
bination splash fill and vapor line 
just forward of the center of the 


vessel, near the front landing gear 
brackets. Initially, this latter re- 
ceptacle was equipped with a blind 
flange so that it would not be used 
unless dual loading facilities were 
available. 

The units can unload 9000-gal. 
in two hr at present, but should 
increase this substantially soon. 
Two 3-in. liquid outlets are pro- 
vided at the rear of the vessel, one 
on each side of the vapor-and- 
spray-fill line. At the center posi- 
tion, by the flanged vapor-and- 
spray fill line, is another 3-in. out- 
let, also flanged. This is for even- 
tual use with a belly pump, still in 
the development stage. (Blackmer 
recently showed a 4-in. aluminum 
pump, weighing less than 100 lb, 
which would presumably be suit- 
able.) When this arrangement is 
installed, PTI expects to unload at 
350 gpm! 


To take care of the changeover, 
a 3-in. internal tube has been run 
from the front liquid outlet to the 
pump located by the rear outlet so 
that the vehicle can. be fully un- 
loaded from a front position. 

Dual unloading is now a fact in 
much of the territory served by 
PTI. According to Peirick, all new 
bulk plants there are being built 
with dual unloading inlets. In IIli- 
nois, about 30 to 40 per cent of 
them are so equipped. Most Wis- 
consin plants now have it. 

Says Peirick, “The demurrage 
charge of $5 an hour is becoming 
more important to these dealers, 
prompting them to go to dual un- 
loading.” 

The units are equipped with in- 
ternal valves that stay closed at 
all times, except when the vehi- 
cle is being unloaded. Thirty of the 
transports have hydraulic internal 
valves; the company is still experi- 
menting with these. These can be 
remotely controlled from the front 
and rear of the trailer. A hydrau- 
lic pump actuates the hydraulic in- 
ternal valve on the product and 
vapor lines, but it can readily be 
adapted to air or mechanical op- 
eration. 

The air lines running from the 
rub plate to the sub-frame assem- 
bly are aluminum tubing. This is 


BUTANE-PROPANE News 








PTI's newer units are equipped with internal valves, which stay closed at 
all times, except when the vehicle is being unloaded. 


light in weight (contributing 
again to payload) but gives ade- 
quate protection from rock dam- 
age, or accumulations of ice and 
snow. 

Gauges are conveniently placed 
and well protected by a guard and 
by the ladder, behind which they 
are located. Set in the curb side, 
they are low enough for the driver 
to read without climbing the lad- 
der. Nine outage gauges are used 
—eight fixed level, calibrated at 75, 
78, 80, 82, 85, 87, 90, and 92 per 
cent and one special outage gauge. 
Each bleeder is calibrated with 
water and its exact percentage 
stamped in metal. 

A rotary gauge steel face is also 
included in this grouping. It is 
permanently locked in position 
when calibrated in order to elimi- 
nate rotation of the dial face. The 
packing nut is sufficiently tight to 
support the rotary gauge arm, and 
the arm is supported internally as 
well. 

The calibrated water content of 
each unit is stamped on the vessel 
adjacent to the rotary gauge. A 
protected laminated plate showing 
calibrated gallons and percentage 
of each of the fixed level bleeder 
gauges is mounted in the rear cabi- 
net. In addition, the gallons of liq- 
uid by percent of the rotary gauge 
reading, both clockwise and coun- 
terclockwise, are stamped in. 

Location of clearance lights has 
been changed in the units most re- 
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Plastic fenderettes, which save 180 Ibs., are only one 
of many payload-increasing features of the fleet. 
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The hydraulic internal valve control system being used by PTI is similar to the above 


schematic, although air control is shown on this unit. 


cently built. Formerly they were 
set midway up the side of the ves- 
sel, where they were in line with 
the rear view mirror. With each 
small change in direction, they 
would sweep across his field of 
vision, causing confusion and, even- 
tually, fatigue. In some units they 
have been raised out of the line of 
sight; in the newest units they 
have been lowered. 

Circuit breakers are provided in 
the wiring system so that, in case 
of a short, only those lights that 
are on the defective circuit are ex- 
tinguished. 

In line with weight saving, plas- 
tic fenderettes are now standard on 
PTI transports. This saves an esti- 
mated 180 pounds. Hose tubes are 
of aluminum, but an experimental 
plastic type is on order for units 


that will be built in the future. 

Other weight-saving features in- 
clude the elimination of the land- 
ing gear, saving 285 lbs; the spare 
tire and carrier, saving 235 lbs; 
the baffles, saving 480 lbs; and the 
use of tubeless tires (with their 
special rims), which saved 260 Ibs. 

The savings with just these four 
items, plus the plastic fenderettes, 
but not including the light hose 
tubes and the use of T-1 steel, 
totals 1440 lbs. Convert that 
to gallons of product, multiply it 
by three (the number of daily 
trips at the peak of the season), 
and you’ll come up with an im- 
pressive payload increase. An in- 
crease that will help keep PTI in 
the No. 1 position among the na- 
tion’s common carrier haulers of 
LPG! 2 
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Model truck terminal nets Petrolane 


$40 000 savings in first year 


HEN a business increases 
sales nearly 50 per cent in 


one year, it ought to have some 
growing pains. Not the least of 
these would be temporarily reduced 
operating efficiencies with corre- 
sponding higher operating costs. 

It comes as quite a shock then, 
when Petrolane Gas Service Inc., a 
company that increased sales a 
whopping 46 per cent during the 
past calendar year, reports an 
equally whopping operating econo- 
my. Leonard Andrews, vice presi- 
dent of the Long Beach, Calif., firm, 
says a new truck terminal—now 
rounding out its first year of ser- 
vice—is estimated to have already 
saved $25,000 to $30,000 on one in- 
dividual cost factor, truck mileage! 
And, Andrews estimates, less tan- 
gible savings on other cost factors 
bring up the total savings for the 
terminal’s first year to approxi- 
mately $40,000. 

Such savings under rapid expan- 
sion conditions were possible only 
through thoughtful planning and 
successful execution of that plan- 
ning. Expansion plans are nothing 
new to Petrolane, since the company 
has made a habit of growing at a 
rapid rate. The idea of a new termi- 
nal was also not new, since the old 
one had been close to the bursting- 
at-the-seams category for some 
time. 

Still, the project was something 


wl 


Wy E 
E , 


ROBERT CLAY * Managing Editor 


of a venture into the unknown. 
While most other large LPG mar- 
keters obtain their bulk supply via 
railroads, pipelines, or private 
truckers, Petrolane supplies its own 
bulk plants. And—with the excep- 
tion of its new and relatively small 
Alaskan operation—all the supply- 
ing is done with Petrolane’s own 
trucks. 

To accomplish this, the company’s 
wholesale marketing and supply di- 
vision maintains five terminals: two 
in California, at Long Beach and 
Bakersfield; one in Seattle, Wash.; 
one in Billings, Mont., and one in 
Salt Lake City, Utah. The latter 
three are relatively small opera- 
tions, having four to six trucks and 
10 to 12 people. The Seattle and 
3illings terminals, however, are due 
for building and expansion pro- 
grams as soon as suitable sites can 
be found. 

The two California terminals are 
major facilities, each harboring a 
score of trucks and each located in 
the heart of a petroleum field. Long 
Beach is just south of Los Angeles, 
on the Pacific Ocean, Bakersfield is 
135 miles to the north, at the base 
of the famed San Joaquin Valley. 
Transports from this facility fan 
northward up through the huge, 
agriculturally-rich valley. 

Transports from the Long Beach 
terminal service 20 Southern Cali- 
fornia bulk plants, some actually 
north of Bakersfield (when moun- 
tain ranges separate them from 
Bakersfield). The terminal also sup- 
plies 22 Petrolane bulk plants in 


Arizona, New Mexico, Nevada and 
Utah, plus three in Mexico, just 
south of the border. Approximately 
60 per cent of the trips are out of 
California. The longest ones, to 
Utah and Nevada, require 48 hours. 
The shortest are right in the Los 
Angeles city limits. 

For years, Petrolane has been 
serving this ever-expanding terri- 
tory out of its Cherry St. installa- 
tion, a combined retail and whole- 
sale operation in Long Beach. The 
two operations were carried out by 
separate Petrolane subsidaries, An- 
drews Butane Co., handling the 
wholesale end and the Oakford divi- 
sion handling retail. 

Petrolane had two big reasons for 
wanting to get out of the Cherry 
St. facility: 

1) It was crowded; and 

2) It wasn’t close enough to the 
sources of supply. 

One year ago, the switch was 
completed and the Cherry St. site 
was sold. The Oakford retail opera- 
tion moved to another Long Beach 
site, one which is adjacent to a 
source of LPG. Merely eliminating 
trucking of the gas from the re- 
finery to the retail outlet is esti- 
mated to have saved the company 
$12,000 to $13,000 in the past 
year! 

Finding the right site for a new 
Andrews Butane home presented 
more of a problem, since the com- 
pany wanted a sizeable piece of land 
near a source of supply. A two-acre 
parcel was located adjacent to a 
major oil company’s absorption 
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aoe Top pertormatice 


For 10 consecutive years the customers of Sid Richard- 
son Gasoline Co. have applauded our top performance. 
They have enjoyed— 


1. On-time shipments through winter as well as 
summer months. 


Top quality product at all times. 


Voluntarily adjusted prices to meet competi- 
tive conditions. 


Undivided loyalty — we have no company- 
owned wholesale or retail outlets to compete 
with you. 


Sid Richardson 


GASOLINE CO. 


629 FORT WORTH CLUB BUILDING ° FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


MARVIN L. 00$S B. £. PATTON 
148 SANDEFER 6444 XERXES SO 


ORchard 4-296 WAinut 7-8092 
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This map of the western states shows how 
Petrolane's five terminals supply LPG to 
ten states and Mexico. Note the extensive 
area covered from the Long Beach facility. 


plant in an unincorporated area of 
Los Angeles County between Long 
Beach and Los Angeles. The im- 
portant thing was that Petrolane 
was able to secure a contract for a 
long term supply of LPG at an aver- 
age daily rate of 20,000 gal. How- 
ever, that’s only about two loads per 
day for Petrolane’s big 10,000 gal. 
truck-trailer transports. And that’s 
only 6.6 per cent of the terminal‘s 
current volume! 


Yet, this seemingly insignificant 
percentage can really count up in 
one year’s time, especially when big 
transports operate at 30 to 35 cents 


per mile. Andrews estimates that 
having just this small supply right 
at hand has saved the company 
3300 to $3900 in one year! 

And it’s all accomplished with lit- 
tle or no effort on Petrolane’s part. 
The oil company brings the gas 
right into the single 30,000 gal. 
storage tank on Petrolane’s prop- 
erty. A 2-in. pipe carries it 1000 ft 
from the refinery to the terminal 
property line, through a chain link 
fence, and into the tank. The op- 
eration is completely automatic and 
incorporates ‘all the latest safety 
devices.” 

Since the tank-filling operation is 
automatic, controls turn the prod- 
uct back to the absorption plant if 
the tank gets full. Usually, how- 
ever, a load is dispatched as soon as 
10,000 gal. accumulates. On the 
average, this is twice a day. How- 
ever, the refinery’s production va- 
ries from 17,000 gal. per day in 
summer to 21,000 gal. in winter. 

The piping system from the tank 
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closely follows the standard Petro- 
lane procedures described and il- 
lustrated in Petrolane engineer Bill 
Richard’s article, “Design Ideas for 
Building a Bulk Plant,” in the No- 
vember, 1959, issue of BPN. A 150- 
gpm pump loads the transports via 
a 3-in. pipe which terminates in the 
concrete bulkhead that is a must for 
Petrolane loading - unloading sta- 
tions (see photo). On the loading 
side of the bulkhead, this line 
branches into two 2-in. hoses which 
simultaneously fill the 4500-gal. 
truck tank and the 5500-gal. trailer 
tank. 

The loading operation takes about 
90 minutes. During that time, the 
driver is absolutely required to be 
in attendance, since he is complete- 
ly responsible for loading his truck. 
He turns on all valves when he ar- 
rives, turns them off when he 
leaves. As can be seen in the draw- 
ing and photos, the loading corner 
of the yard is completely protected 
by a row of steel and concrete posts. 
Along the tops of these posts, above 
head level, there’s a trip wire lead- 
ing to the safety-shutoff valve de- 
scribed in detail in Richard’s ar- 
ticle. Thus, the driver can walk the 
length of his truck and never be 
more than an arm’s length from the 
trip wire. 

The tank has a second outlet. A 
2-in. line leads to a 50 gpm pump, 
which—through underground lines 
—feeds both the truck fueling sta- 
tion on the opposite end of the 
terminal and a resale pump in the 
front, along the street. 

Having the source of supply right 
at the terminal means that often 
very little time elapses between pro- 
duction and delivery to the custom- 
er. For example, it is not uncommon 
for LPG to be in a Mexican cus- 
tomer’s hands seven hours after it 
left the refinery! 

As previously indicated, however, 
about 93.4 per cent of the LPG de- 
livered by the terminal’s transports 
comes from other refineries. There 
are 15 such sources, ten of them in 
the Los Angeles basin, and five in 
the Ventura oil fields, 85 miles to 
the northwest. The monthly supply 
—and number of loads—from each 
refinery closely follow the compa- 
ny’s commitments. Most of the 
LPG comes from a handful of sup- 
pliers, all within five miles of the 
new terminal. 

And that is exactly how the bulk 


of that $40,000 saving is accom- 
plished. The new location is about 
6% miles closer to tke major 
sources of supply. Depending upon 
which way the truck goes after it 
picks up the load, this can mean a 
saving of from 61% to 13 miles per 
trip. At 30 to 35 cents per mile, 
this can add up to an amazing sum 
when approximately 10,000 trips 
are made per year. Andrews figures 
that bringing the trucks 64% miles 
closer to the source of supply saved 
$25,000 to $30,000 in the first year. 

There are many additional sav- 
ings, most of which—though defi- 
nite—are hard to express in dollars 
and cents. One group of savings 
comes from the convenience of the 
location—apart from its proximity 
to the refineries. Roads leading to 
the terminal are relatively lightly 
traveled. And—and this is most 
important in the congested, sprawl- 
ing Los Angeles area—the terminal 
is only two stoplights from the Los 
Angeles freeway system. The re- 
sulting savings are threefold: re- 
duced driving time, reduced wear 
and tear on drivers’ nerves, and re- 
duced chances of accidents. 

As previously indicated, these 
savings are estimated to have added 
up to an amazing $40,000 during 
the terminal’s just completed first 
year of operation. 

How does this dollar-saving 
terminal operate? Simply and ef- 
ficiently, as might be surmised from 
the accompanying plot plan. Termi- 
nal manager, Richard Maine gives 
great credit to “the opportunity to 
design a base as we wanted it” and 
stresses the importance of “proper 
mechanical facilities.” 

Except for the buildings, strips 
of grass, and flower beds, the entire 
150 ft x 600 ft plot is covered with 
gravel. Since all trucks come in one 
gate and go out another (to avoid 
potentially dangerous left turns), 
they have defined in the gravel a 
clearly visible semi-circular road- 
way, indicated by dotted lines in the 
drawing. 

The incoming driver takes his 
truck into the service bay where 
he checks his water, oil, and tires. 
Then he backs it out and parks it 
against the back fence. After only 
one to two hours of rest, the truck 
is filled and fueled by the outgoing 
driver, who then proceeds through 
the “out” gate. 

If minor repairs are needed, they 
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Now MASTER TANKS 


Now, all domestic tanks produced by Master 
Tank & Welding, Dallas, Texas, and Quincy, 
Illinois, will feature a new Multi-Valve® with 
a separate fill valve. This allows a much faster 
filling rate than any current Multi-Valve®. 


This system utilizes splash filling, which creates 
a refrigerated condition and reduces the vapor 
pressuré. Then tank can be filled without using 
a vapor return hose. Also, the direct flow on the 
separate fill valve cuts friction to a minimum 


MASTERPIECES OF 
STEEL FABRICATION 


2000 S. Front St. 
P. O. Box 5146 





are filled 


FASTER 


Master Tanks keep pace 
with larger pumping 
equipment now 

used on propane 
delivery 

trucks 


and reduces the strain on the truck pump. 
Rego engineers, in conjunction with Master 
engineers, have designed this new Multi-Valve® 
for the exclusive use of Master Tank & Welding. 
It cuts the time of each delivery stop and in- 
creases the number of calls each truck can make 
in a day. All this adds up to greater PROFITS. 
Another improvement has been to add a 
check lock to the bottom of the tank for 
liquid withdrawal. 


* Quincy, Illinois * BAldwin 3-5014 
¢ Dallas, Texas © Riverside 7-2441 
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are made during the truck’s layover 
period. The terminal is completely 
equipped to handle all minor and 
major repairs. “Every spare part 
that could possibly be needed” is in 
the parts room. Spare engines and 
transmisions are always ready to be 
dropped in on short notice. A new 
transmission can be installed in two 
hours, a complete engine swap made 
in eight to ten hours. The terminal 
has its own tow truck. 

Staffing the facility are four full- 
time mechanics, a tire and service 
man, and a general helper. All 
work a 7-to-5 day, but if a truck 
needs work in the middle of the 
night, a mechanic is immediately 
called in to do the job. 

Regular maintenance is carried 
out on the following schedule: every 
400 miles, a “‘short lube” (greasing 
the drive lines and checking the 
transmission, rear end, and crank 
case); every 5000 miles, changing 
the oil filter; every 10,000 miles, 
changing both the oil filter and the 
oil; every 15,000 miles, a tune-up 
that includes plugs, points, and 
heat exchanger. 

“Overhauls?” echoes Maine. 
“Some of our Hall-Scotts just go 
and go and go. Usually we drop the 
pan at 100,000 miles and have a 
look. Otherwise, we just keep them 
going until they start using oil or 
making noises.” 

Frequently trucks are commer- 
cially serviced on the road, particu- 
larly on longer trips and during the 
rush season. For the longer trips, 
commercial establishments at Bish- 
op, Calif., and Phoenix, Ariz., have 
been selected for regular patron- 
age. While the truck is serviced the 
driver sleeps at a nearby motel. 

During the peak season, some 
trucks may not get back to the 
Long Beach terminal for a week. In 
that case, they would be picking up 
loads in the Ventura area and de- 
livering them in the northern sector 
of the terminal’s territory. Relief 
drivers would then shuttle up from 
Long Beach in a pick-up. 

Normally, each truck gets back 
to the terminal every day, or at 
least every 36 hours. Yet, amazing- 
ly enough, at “most times, you could 
fire a shotgun right across the 
terminal and not hit anyone,” as 
Maine puts it. This, of course, is a 
tribute to good planning and good 
management. Maine is proud of the 
way the equipment is kept working, 
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|. This view from the front of the Long Beach terminal shows the main building, which 
contains office, garage, and parts room. In the foreground is the small structure housing 
the resale pump that serves drive-in traffic. 
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2. At the back of the main building, the roof is extended to form the service bay. Here, 
an incoming driver pulls in his truck to check his oil, water and tires. Note the overhead 
lubrication equipment and the routing blackboard on the wall. 
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thanks to short, efficient layovers. 

Because of this seeming capacity 
for a much higher volume—and the 
Petrolane penchant for _ rapid 
growth—the question of the com- 
pany’s future plans for the terminal 
is inevitably raised. 

“While we have only 19 trucks 
here now,” Maine says, ‘23 or 24 
operated out of the base all last 


winter. Actually we could probably 
handle 100 trucks if we lined them 
up for lubrication and service and 
hired night service men. In prac- 
tice, we probably will not want more 
than 30 trucks in summer and 35 
in winter. More than that would 
disturb our smooth-running system 
too much—with uneconomic re- 
sults.” & 
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3. Here's an overall view of 
the 30,000-gal. bulk tank which 
is supplied by the neighbor- 
ing absorption plant. Note the 
concrete bulkhead from which 
the loading hoses emerge, the 
storage troughs for the hoses, 
the concrete and steel posts 
on which the troughs are 
mounted, and the safety shut. 
off valve trip-wire along the 
tops of the posts. 


4. Looking at the same con- 
crete bulkhead from the op- 
posite side (standing near the 
tank), we see: ‘the three-in. 
pipe that leads to the load- 
ing hoses, the vapor return 
line, and the safety shut-off 
valve trip mechanism, as well 
as some of the equipment 
mentioned in caption No. 3. 


5. This tank-side close-up shows 
the piping and pumps that 
supply the three-in. line shown 
in picture No. 4. That line is 
visible on the right side of 
this photo. The two-in. line and 
the vapor return line going 
underground in the foreground 
are for the resale pump and 
the fueling station. 


6. Here's how the 30,000-gal. 
tank gets its supply—through 
the two-in. pipe that passes 
through the chain link fence 
and makes a sharp left turn 
to the absorption plant 1000 
ft away. Another two-in. line 
returns the LPG in case the 
tank becomes full, the whole 
operation being entirely auto- 
matic. 
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At left is a single outlet LPG hose reel. This unit is designed 
for hand rewind only. The hose reel on the right has an out- 
board-type swing joint and twin hose connections for liquid delivery 
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Things to consider when 


GF™3.2, Selecting a Hose Reel 


and vapor return lines. Note the compact explosion-proof electric- 
drive motor, vapor-proof junction box and modern micro switch. It 
also has an auxiliary shaft for emergency hand rewind. 


E. J. DOYLE, JR., © President, Ardmore Products Inc. 


ODAY, more than ever before, 

time is truly money. More 
and more dealers are making time 
studies in every phase of their 
business, particularly in customer 
delivery operations, in an effort to 
cut labor costs. 

Whenever such studies are made, 
it is invariably found that time 
consumed in hose handling is criti- 
cal. How much time is consumed 
is largely dependent upon hose han- 
dling facilities. 

One reason why the modern hose 
reel has grown in popularity is that 
it sharply reduces this time ele- 
ment. But it also overcomes these 
two other major problems: 

Fast hose wear. One of the 
quickest ways to wear out a hose 
is to repeatedly kink it or bend it 
beyond the critical design radius. 

Fatigue. Wrestling a heavy hose 
all day is a tiring job. It is hardly 
conducive to a sunny disposition, 
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and customer relations suffer as a 
result. A deliveryman is more like- 
ly to take out his frustrations on 
the customer when he is exhausted 
than when he is fresh. 

Reels are much more than sim- 
ply something to wind a hose on. 
In recent years, they have under- 
gone striking design changes. One 
area, where the greatest advance- 
ment has been made, is in eliminat- 
ing problems peculiar to the reel 
itself. For example, it must be 
compact enough to fit snugly in the 
reel compartment, easily main- 
tained, and dependable under all 
outdoor operating conditions. To- 
day’s hose reel manufacturer is a 
specialist who carefully considers 
such elements as these: 

e Hydraulic design of the reel 
lines to obtain liquid flow with a 
minimum head loss. 

e The range of hose reel types 
and capacities to meet the many 


variables in today’s delivery re- 
quirements. 

e Dimensional limits imposed by 
the reel compartments that are 
built as a part of the truck tank as- 
sembly. 

In an effort to produce reels 
compatible with these _ require- 
ments, the manufacturers have 
worked closely with truck tank 
builders, and have made intensive 
field studies. Following are some 
of the things that have to be con- 
sidered in reel design. 


Design considerations 


1) Availability of space in the 
overall truck tank structure. Space 
is always limited and must be util- 
ized economically. Product pump 
and reel cabinet dimensions are 
critical, affecting overall truck tank 
length. 
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“We're Closing 7 out of 10 Premium Sales...” 


reports 

MR. RON ECKLES, Sales Manager 

C & H Home Service > 

Des Moines, lowa ...with the 


Permaglas 
MajieHlet- sone 


La 
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This impressive device, available to all Permaglas warm air heating dealers, 


“Asa Permaglas heating dealer, we’re able to offer our enables Ron Eckles to simulate the actual operation of 2 Permaglas winter 
: se A air conditioner with Magic-Heet. The gas flame is automatically lowered 

customers a great big plus when it comes to comfort, as the heat-sensing element is warmed in Mr. Eckles’ hand . . . rises again 
ad as the bulb is allowed to cool. The Magic-Heet demonstrator (equipped 

— Ron Eckles, but comfort can be a pretty hard with a handy carrying case) is compact enough to be taken into customers’ 
thing to describe ... much less prove. That’s where homes, and includes blower, thermostat, controls and other operative com- 


our ‘old reliable’ Magic-Heet demonstrator takes over.”’ —— 


And how it takes over! Since taking on the Permaglas 
line and building their sales presentation around the 
Magic-Heet demonstrator, Ron Eckles and his crew es Lacon 
have been signing up 7 out of every 10 prospects. Even styles... Hi-Boy, Lo-Boy and Down-Flow. 
last January (normally a slow month), C &H sold en caaemee icme«_,” 
18 Permaglas installations ...every one a replacement 
and every one at full profit. “About the only thing Steen deal gy. ned 


our Magic-Heet demonstrator won’t do,’’ declares 
Ron Eckles, “‘is sign the order.” A 0. Smith 
. . aie . EcORP ORATION J} 

Magic-Heet, of course, is A. O. Smith’s exclusive PERMAGLAS DIVISION 
method of assuring uniform indoor temperature and KANKAKEE, ILLINOIS © NEWARK, CALIFORNIA 
near-continuous air circulation by actually ‘‘tuning”’ the A. 0. Smith International S.A., Milwaukee 1, Wis. 
flame higher or lower in response to constantly changing aaanei 

. . A. ©. SMITH C ATION 
heat losses. As an important consumer benefit, Magic- Permaglas Division, Dept. BP-860 
Heet puts Permaglas winter air conditioners in a class Kankakee, Illinois 
by themselves. As a valuable selling feature that can Gentlemen: Please send me full information on Permaglas gas-fired winter 
. ° oe air conditioners with Magic-Heet. 

be easily and dramatically demonstrated, it’s unbeatable. 





You, too, can turn lookers into buyers... convert 
price-shoppers into quality-conscious ee. ° sali 1 Heating Contractor () Heating Wholesaler 
when you make Permaglas your profit line for the ’60s. Type of Operation: — |» Gas Dealer Other (specify) 
See your nearest Permaglas Distributor or return the 
attached coupon without delay. 





makers 





AUGUST, 1960 





2) Placement of the hose reel 
relative to other equipment in the 
cabinet and relative to cabinet 
ports or doors. Hose reels are made 
in choice of top and bottom wind, 
left or right hand inlet, and left or 
right hand rewind drive to meet all 
conditions. 

3) Size of delivery hose to be 
used. The bending radius of hose 
varies with diameter and construc- 
tion. The drum diameters of hose 
reels must fit the hose to avoid 
flattening and crimping, to protect 
the hose, and to prevent unwanted 
back pressure. The ideal drum 
diameter for LPG hose has been 
found to be 10 in. Diameters ma- 
terially less than this tend to cause 
a “springing out” of the hose, re- 
ducing reel capacity. 

4) Internal design of the hose 
reel piping and fitting assembly. 
Every 90-deg. standard pipe elbow 
provides the same amount of resis- 
tance to liquid flow as 15 ft of 
straight pipe. The modern hose 
reel is carefully designed to pro- 
vide a minimum of internal piping 
and fittings. In addition, material 
for the assembly is selected in 
proper relation to line pressures to 
be employed. For LPG reel instal- 
lation, piping and fittings are 
usually of the non-seamless type, 
and are supplied for absolute re- 
sistance to pressures about two 
times the highest pressures actual- 
ly employed on LPG delivery 
trucks. 

5) Rewind drive units. A variety 
is available consisting of hand- 
crank, explosion-proof electric mo- 
tor, and hydraulic. Power rewind 
reels are all built to permit hand- 
crank rewind in emergencies. 

6) On-and-off switch control for 
electric reel drives. Switches are 
not only explosion-proof, but should 
be weather-tight as well. Modern 
switches are built with a rubber 
boot over the push button, to pre- 
vent entry of vapor in cold weather 
that could condense and freeze in- 
side the mechanism and make the 
switch inoperable. 

7) Selection of swing joint. This 
is one of the most critical parts of 
the hose reel, since malfunction of 
this part affects the entire fuel 
handling operation. It of course 
must be leak-proof. Bearing as- 
sembly design must be such that 
wear can be held to a minimum. 
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There are two basic swing joint 
designs, and selection will depend 
upon user preference. One type 
combines the swing joint and bear- 
ing in a single compact assembly; 
its advantage is that a rigid, 
theoretically more leak-proof con- 
nection can be made between inlet 
pipe and swing joint providing 
care is taken in mounting the unit. 

The second type consists of bear- 
ing assembly separate from the 
swing joint, with the swing joint 
mounted as an outboard extension 
from the reel. This design does not 
require exact alignment of inlet 
piping with swing joint; in fact, 
a flexible joint must be made. As 
a result, bearing wear is auto- 
matically minimized since acci- 
dental misalignment is impossible. 

Seals for swing joints must have 
proper chemical and physical prop- 
erties for LPG application. One 
recommended type is a 666W Hy- 
car winterized seal, which main- 
tains proper physical character- 
istics in a temperature range for 
—60 deg. F. to 100 deg. F. 

8) Rigidity and weight. Modern 
hose reel design combines maxi- 
mum strength with minimum over- 
all weight. For example, to prevent 
side pressure of the hose from 
causing deflection of the reel discs, 
each disc usually has a formed 
beading at the midpoint of the disc 
radius. This results in the same 
disc rigidity as that of a much 
thicker gauge, heavier weight steel. 


Tips in hose reel buying 


Decide upon use, maintenance 
and capacity when buying hose 
reels. Consider both today’s needs 
and your needs in the immediate 
future. In certain areas, it has 
been found that each year, a long- 
er hose is required than the year 
before. A reel bought today that 
may be larger in hose capacity 
than needed, may be a more eco- 
nomical investment in the long 
run. Your truck tank builder can 
usually advise you of trends in 
your particular market. 

The question of  rigid-versus- 


flexible connection between swing 
joint and pipe connection has never 
been fully settled. There still are 
two viewpoints. From an installa- 
tion standpoint, a rigid connection 
is only practical when a combina- 
tion swing joint and bearing as- 
sembly is used. However, align- 
ment of the pipe outlet and 
connection to the swing joint must 
be accurately made; otherwise, ex- 
cessive bearing wear is liable to 
occur. 

The advantage of a rigid connec- 
tion is that chance of leakage is 
held to a minimum (in contrast to 
flexible connections). When the 
swing joint is separate from the 
bearing assembly, extending out- 
ward from the reel, a flexible joint 
must be used. Exact alignment be- 
tween the piping and a rigid joint 
is too difficult to obtain, and exten- 
sion of the swing joint acts as a 
lever relative to any alignment 
error, causing rapid bearing wear. 
In the final analysis, which type of 
connection you select is up to you 
and your truck tank builder. 

Swing joints must be lubricated 
regularly. A grease fitting is al- 
ways installed. However, care must 
be taken not to over-lubricate. The 
best way to control this is to use 
a hand operated gun; never use 
service station pressure lubrication 
equipment. 

Hose reels have several grease 
points that must be regularly ser- 
viced. Sometimes these points are 
hard to reach. The job can be made 
easier by replacing the grease fit- 
ting with a plastic tube extending 
outward to a convenient location, 
and installing a grease fitting at 
the end of the tube. 

On short drop deliveries (where 
little hose length is needed) urge 
your drivers to unwind as much 
hose as possible. A lower back 
pressure results and delivery is 
faster. Difference can be as much 
as 5 gpm. 

When replacing swing joint 
seals, always be sure to use the 
right type. An incorrect seal can 
become useless in a little more 
than a week. For butane or pro- 
pane, recommended seal is 666W 
Hycar (or equivalent) winterized 
to fit wide temperature range. 
Type supplied usually is for tem- 
peratures from —60 deg. F to 
100 deg. F. * 
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why 
SG 64 
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GAS HEATER LINE 
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1 Exclusive High-Fidelity Heat — available with 
all Martin vented heaters. Insures more 
even heat distribution. 


2 Continental Console Cabinet Design — beauty 
that creates new customers on sight. 


3 Lifetime Porcelain Finish and Lifetime 
Guaranteed Cast Iron Burners — quality that 
keeps customers sold. 


4 New Duo-Vent Thru-the-Wall Models — two 
sizes. Combines advantages of central heat 
with the economy of a space heater. 


5 Vented Circulators — 2 series, six sizes, one 
series with Continental Console styling. 


6 Vented Radiant Circulators — 3 sizes, all with 
Continental Console styling. 


7 Safety Cabinet Series — safe for children, pets, 


draperies. “Touch-cool” after hours of 
operation. 3 sizes, all with Continental 
Console styling and porcelain finish. 


8 Vented Wall Heaters —5 models. Combustion 
chambers carry 20-year guarantee against 
burnout. 


9 Floor Furnaces —3 models, 20-year guarantee 
on combustion chambers. 


10 Unvented Space Heaters — 3 radiant series. 
9 sizes, 


11 Gas Fyrelogs — available in oak or birch. 
Two sizes. Available with andirons. 


12 Odorless and Smokeless Gas Incinerators — 
5 models, including outdoor builders model. 
Choice of brick or ceramic coated steel 
lining, both guaranteed 5 years against 
burnout. 


Where else but at Martin can you find so many features, so many 
models, so much beauty and value? To profit most, handle the complete 
Martin line. Catalogue and full information on request. Write today. 


MEMBE KR 
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HUNTSVILLE, ALABAMA 
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A challenge to your records 


What is the “average dealer's’ 
financial picture? 


The author combined income statements and balance sheets for 
a group of dealers to establish composite averages. Here's what 


he found. 


E. R. BOLLINGER, JR. 


USINESS records may be 

thought of as either histori- 
cal and interesting to look at but 
of little use in developing plans 
for future operations, or both 
backward and forward looking. Let 
us look into the implications of 
“both backward and forward look- 
ing.” 

Generally, they relate to past 
activity (thus are backward look- 
ing). But, if there is some basis 
or standard with which compari- 
sons can be made, then some 
conclusions may be drawn as to 
what was done well in the past and 
therefore should be continued. At 
the same time, management can 
spot those things that apparently 
were not done well, and so should 
be either discontinued or revised 
to meet specifications of manage- 
ment planning. 

One of the major weaknesses in 
the L. P. gas industry—from the 


managerial viewpoint—is that no 
comparative device or measuring 
stick has been developed against 
which performance might be com- 
pared. One of the answers fre- 
quently given for this criticism is, 
that the nature of operations in 
different geographic areas is so 
different that a standard cannot 
be constructed. To this there may 
be two answers: 

1) There is a surprising “like- 
ness” in operations widely sepa- 
rated geographcally. 

2) Standards should be set for 
different types of operations in 
different geographic areas. 

There is actually a much more 
meaningful reason for the absence 
of comparative standards in this 
industry. Accounting records are 
not sufficiently uniform to permit 
ready comparisons. I am not re- 
ferring now to either the brand of 
records used or to the brand of 
machines and other equipment re- 
lated to them. I am speaking of 


the nature of the accounts and 
records maintained in terms of 
consistent handling of a particular 
account. 

For example, what kinds of 
transactions are entered in (a) 
advertising, (b) maintenance and 
(c) taxes? The data that our ac- 
countants “grind out” is simply 
not sufficiently uniform to be com- 
parable. As a result, each of us 
comes to the end of the year, and 
our accountant tells us that we 
have made so much profit, and 
have so much income tax to pay, 
etc. But—and this is an open 
question — what should we have 
made? Where could we have op- 
erated more efficiently? What 
changes are indicated in order 
that next year shall be an even 
better one? 

As a result of this situation, one 
group of dealers with reasonably 
similar types of operations decided 
to submit details of their opera- 
tions to an independent consultant, 





Let's establish standards for profit making: Part 3 


Standards of performance set up within a single, 
individual company are only part of the story. 
The ultimate goal is a set of composite standards, 
developed from the records of groups of dealers 


whose situations are sufficiently similar, to make 
comparisons meaningful. The author has made a 
good start toward developing such composites, and 
the results are reported in this final article. 
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EAST, WEST, NORTH OR SOUTH-— 
THE STORY’S ALWAYS THE SAME 


a 


Kelle Oil Company 


Oklahoma Distributor has | Braman, Okla. 
250 Tractors on 
Cities Service LP-Gas 


Farms run big in Oklahoma ...some being de- 
scribed in miles instead of acres. Kelle Oil Company 
sells 90% of its Cities Service LP-Gas for farm use. 

Aubrey Kelle, partner in Kelle Oil states, “Farms 
are good year-round customers... and they’re 
permanent. Oklahoma farmers use LP-Gas for 
everything from heating to air conditioning. Cities 
Service was a great help to us when we were first 
getting started in 1951. Technical help has contin- 
ued to be excellent and service couldn’t be better.” 


Michigan Distributor 
Celebrates 20 years 
with Cities Service 


The Hubbard brothers, partners in Spe-D-Gas, 
have been selling Cities Service LP-Gas since 1939. 
Now, as it was two decades ago, Spe-D-Gas sells 
most of its Cities Service LP-Gas in cylinders. 
Serving the Hudsonville area out of their plant, 
Spe-D-Gas has hundreds of customers for bottled 
gas. W. G. and L. C. Hubbard have conveniently 
located their plant near the Cities Service two-way 
pipeline from East Chicago. “Our main storage is 
over there,” says W. G. Hubbard, indicating the 
Cities Service storage terminal. Cities Service has 
several such terminals strategically located through- 
out the Midwest to serve distributors of LP-Gas. 
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What's the "average dealer's” financial picture . . . (cont.) 





COMPOSITE AVERAGE INCOME STATEMENT 


Year Ended Dec. 31, 1958 





Appl 


iances 


SALES $5 
Cost of goods sold 


45,045 


Per cent Fuel 


Per cent 


Total 





6,477 23.2 


18.5 


$186, 702 
101,788 


76.8 
41.9 


$23,179 
146, 833 





Gross profit $1 


1,432 4.7 8h, 914 34.9 


96, 346 





OPERATING EXPENSES 

*Officers' salaries 

Other salaries 

Insurance 

Rent 
*Advertising 

Maintenance (trucks and cars) 
Other equipment repairs 
Depreciation 

Telephone 

#*Postage 78 
sHeat, light, power and water 

License and taxes 

Payroll taxes 

#*Accounting and legal 99 
Travel expense 
Supplies used 

*Dues and subscriptions 
*Miscellaneous 


TOTAL OPERATING EXPENSE 
NET PROFIT BEFORE INCOME TAX 


9, 7b 12,655 
23,339 30,311 
256 5,256 
1,512 1,963 
1, 30h 1,694 
4,542 4,542 
111 
10,703 10, 703 
1,210 


1,210 
263 342 
622 808 

2,771 2,771 
8,7 87 
330 429 
632 


632 
1,231 1,231 
233 


303 
1,836 2, 38h 
$11,816 4.9 $66,375 $78,191 
(384) (.2) $18,539 $18,155 


*These expenses have been apportioned to fuel and appliances in the same ratio as sales of the two. 
tionment is open to some attack, 


2,911 
6,972 


451 
390 


111 


- 
Per Oe a i ee 
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70 
548 





we 
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° 


7.7 





This appor- 


From these figures a "cost per gal. delivered" may be obtained as follows: 


Cost of fuel 
Operating expenses 
Add loss on appliances 


Total 


$101,788 
66,375 
384 
$168,547 


Last year (1957) cost/gal. was 17.62¢ per gal. 
Gal. delivered (1958) = 1,07),26 
$168,547 + 1,074,426 =15.69¢ per delivered gal. 








COMPOSITE AVERAGE BALANCE SHEET 


December 31, 1958 





LIABILITIES 


Current: Current: 
Cash 

Accounts receivable 
Inventories: 
Appliances and tanks 
L. P. gas 

Prepaid expenses 
Notes receivable 
Investments 


$ 2,413 
43,476 


17,407 
6,156 
648 
11,759 
900 


Accounts payable 
Accrued liabilities 
Deposits 


$17, 333 
1,710 
578 


Total current -- -- $19,621 


Total current $82,759 


Fixed: Fixed: 


Bulk plant $41,489 
less allow depreciation 13,47 


Notes payable (bank) 
$28,0h2 Notes payable (officers) 
Tanks $37,272 
less allow depreciation 16,7)2 


Trucks and cars $2), 850 
less allow depreciation 1,886 


Total fixed 
20,530 Total liabilities --- 

Met worth (equity). <<<... . cs 6 ccccns. OO52e2 
9,96l 


Land and buildings 
less allow depreciation 


$ 3,972 


906 3,066 


Furniture and fixtures $ 3,017 


less allow depreciation 1,656 1,361 


ee 
TOTAL OO alicia ETN 
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TOTAL LIABILITIES AND NET WORTH ------- - 
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How to interpret income statement and balance sheet 





ANALYSIS 





(1) Working capital = current assets = current liabilities = 
1957 1958 

$113,111 - $28,0)6 =$85 ,065 $82,759 - $19,621= $63,138 

This indicates the average of long term funds, either 

through capital investment or long term borrowing, that 

is available for current operations. 

(2) Current ratio= current assets ; current liabilities = 
1957 1958 

$113,111 = $28,046 = 4.03 to 1 $82,759 + $19,621=.22 to 1 


The average dealer is able to meet his current debt through 
available assets 1.22 times. 


(3) Ratio of current assets to total liabilities = 

1957 1958 
$113,111 = $73,817=1.53 to 1 $82,759 = $57,401=1.h) to 1 
This suggests that in a state of liquidation, current assets 
(if inventories and other non-cash assets could be liquida- 
ted at book value) would cover 1.) times the total debt. 
(4) Assets acquired through: 

Investment =net worth = assets = 

1957 1958 

$121,440 = $195,257 =62.19% $88,321 = $145,722 = 60.61% 
Borrowing =liabilities = assets = 

1957 1958 
$73,817 + $195,257 =37.81% $57,401 + $145,722 #39.,39% 
(5) Turnover of: 

Appliances = cost of sales = average inventery 

1957 1958 

$73,476 + $22,688 = 3.24 $45,045 = $17,725 = 2.5h 
L. P. gas 
$113,150 + $7,152 = 15.82 $101,788 = $6,811 = 14.9) 
(6) Distribution of current assets (% of total current assets) 
1957(%) 1958($) 1958(%) 

soraiasuaitenie te * eure 2°53 


Inventories 24.65 23,563 28.47 
Prepaid expenses 55 648 78 
7 11,759 


Notes receivable 4 14.21 
Investments 1 900 1,09 
$52,759 


100.00 


100.00 





(7) Distribution of fixed assets (% of total fixed assets) 
1957(%) 1958($) 1958(%) 
46.67 $28,042 Lk.5k 
39.50 20,530 32.61 
7.97 9,964 15.82 
3,066 4.87 
1,361 2.16 
$72,963 100.00 

(8) Distribution of total assets (current and fixed) 
1957( 4) 1958($) 1958(%) 
$82,759 56.79 

62,963 


43.21 
y 722 {00.00 


Bulk plants 

Tanks 

Trucks and cars 

Land and building 
Miscellaneous 
Furniture and fixtures 


———_—— 


100.00 





Current 
Fixed 





(9) Average return on investment =net profit before tax + 
net worth 
1957 1958 


$8,492 + $121,440 = 6.99% $18,155 = $88,321 = 20.56% 


‘10) Ratio of sales to investment sales = net worth 
1957 1958 


$318,947 + $121,440=2.63 $243,179 + $88,321 =2.75 
This ratio has particular significance when viewed along 
with certain other ratios. It may be closely related to 
“average return on investment." 


This computation shows turnover of net worth in terms of 
sales. The larger the net sales compared with net worth, 
the less favorable the situation is likely to be from the 
point of view of conservation and safety because the busi- 
ness operates too extensively on borrowed capital. From 
the point of view of doing a large volume of business on 
a small investment, the larger ratio may be favorable be- 
cause it leads to higher profits. As long as sales volume, 
and a fair return on the sales are maintained, a minimum 
of net worth may be ample. However, when unfavorable 
sales conditions develop, a relatively small net worth 
cannot absorb resultant losses. 


HOW TO USE THIS ANALYSIS 





An analysis of financial statements may be either in- 
ternal or external. Each method may reveal important 
information to management. 


An internal analysis compares ratios and amounts on one 
statement with similar amounts and ratios on previous 
statements of the same firm. 


An external analysis is based on information obtained 
from outside the firm. One source of such information 
lies in composite of statements from a group of compan- 
ies engaged in the same business and having operating 
characteristics similar to yours. 


As an aid in the interpretation and analysis of these 
statements, all income statement items have been conver- 
ted to a "percentage of sales" so you may compare these 
with similar percentages arrived at from your own state- 
ments, Furthermore, a number of ratios have been estab- 
lished, and explained as to their significance. Your 
ratios should be cempared with these. 





so that a “composite” might be 


the group members compared his 


ence. Previous references to 


made. In order that this composite 
might have real meaning, uniform- 
ity of terminology and methods 
was needed. To accomplish this, the 
dealers had to adjust a lot of their 
submitted material. 

Once this was done, a composite 
or average for the participating 
group was prepared, and each of 
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company’s figures with the group 
average. In this way, each could 
conclude either, “I’m about aver- 
age,” “I’m below average,” or “I’m 
above average,” as to individual 
items and composite totals. This 
composite could be thought of as 
a kind of standard, though, con- 
ceptually there is a distinct differ- 


“standard” have carried the con- 
notation, “this is what should be’; 
it would be a mistake to conclude 
that an average is what should be! 

The result of this particular 
composite study appears on this 
two-page spread and should be 
studied in terms of what was done 
and the information provided, 
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Financial picture (cont. ) 





rather than in terms of “what 
should be.” Note that this com- 
posite is compared with a similar 
analysis previously performed for 
the same group. 

Following the analyses, each of 
the participating firms then met 
with the consultant, and discussed 
specific meaning of certain items 
and the application of this infor- 
mation. Questions were raised and 
observations made that seemed ap- 
propriate and helpful to the group 
involved. It is reasonably certain 
that this particular group would 
highly recommend this kind of 
group undertaking. 

Further analytic possibilities ex- 
ist with this type of material, but 
it must be emphasized that before 
information can be averaged, with 
the result having significant mean- 
ing, a certain amount of wniform- 
ity is essential! 

There obviously is a _ feeling 
among many of us that “individu- 
ality” is a characteristic to be re- 
spected. To this there is no argu- 
ment, but, if we are insisting on 
“business individuality” at the 
risk of being one of those statis- 
tics called ‘‘business failures,” 
then there is some question as to 
the purity of individuality. The 
suggested uniformity does not re- 
quire that all firms in the L. P. 
gas industry “lock-step” in their 
organizations, or in their operat- 
ing objectives and philosophies. It 
simply suggests that better man- 
agement appraisal on a compara- 
tive basis can be attained where 
there is reasonable uniformity in 
the recording of results of opera- 
tions. 

Seasonal patterns for geo- 
graphic areas can be established. 
Fixed and variable cost analyses 
can be more meaningfully used. 
The effect of volume and price re- 
lationships can be more accurately 
determined. Cost of delivering a 
gallon of LPG can be more accu- 
rately determined. Each of these 
and many other ‘‘management 
tools” can be the logical out- 
growth of good comparable rec- 
ords. 

In an industry that has grown 
as rapidly as the L. P. gas indus- 
try has and which has so many 
individually operated, relatively 
small business units, it is most 
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LPG to the 


Inside the  trans- 
formed warehouse, 
35 suspended Reznor 
heaters face front 
and rear walls of 
the building. The 
rear wall heaters 
complete the pat- 
tern which circulates 
air counter-clock- 
wise, maintaining 
continuous move- 
ment of the air 
throughout the 
building. 


rescue in 


warehouse renovation 


OCATED on a reclaimed salt 
marsh near New Bergen, 
N. J., a 75-year-old structure 
was purchased for use as a 
warehouse. Formerly occupied 
by the soap products division of 
a meat packing firm, the build- 
ing was abandoned because tide 
conditions turned roadways into 
mud flats. The new owners eas- 
ily solved this problem by an 
extensive land fill program. 
The next question confront- 
ing them was, “How to efficiently 
heat a building of this size (81,- 
700 sq ft)? Boilers were too ex- 
pensive for this type of opera- 
tion. Tide conditions prevented 
underground storage, and local 
ordinances prohibited installing 
oil tanks above ground. Utility 
lines were not available. 
Heating contractor Harold H. 
Stuhrmann, Union City, N. J., 
had the solution—propane. Four- 
teen 500-gal. tanks were in- 
stalled near the warehouse. The 
fuel was piped to the building 


essential that there be encouraged 
a real industry purpose—a com- 
mon goal. Above all, there should 
exist a feeling of indignant objec- 
tion to “fly by night” operations 
that cast indelible shadows over 
the reputations of conscientious 
service-directed firms. 

Our association activities have 
gone far to develop this esprit de 
corps, but even more must be done. 
One of the beneficial outgrowths 
of group cooperation is the en- 


through 2-in. plastic pipe. 

Stuhrmann chose 32 Reznor 
twin-fan suspended units of 
300,000 Btu capacity and three 
single-fan 225,000 Btu heaters 
for the installation. 

Circulation of the large vol- 
ume of air was assured with the 
twin fan heaters. They main- 
tained the average temperature 
of 50 deg. F, which is required 
in the building. 

Even though the warehouse 
sits only a few inches above the 
water level, the propane-fired 
Reznors kept it comfortably 
heated. 

The heating contractor’s pre- 
scription of gas-fired unit heat- 
ers fed from a battery of L. P. 
gas tanks contributed to the suc- 
cess of a modernization program 
which transformed a renovated 
structure into a commercial 
warehouse. It also permitted oc- 
cupancy a full year before man- 
ufactured gas was available for 
heating. e 


couraging of more cooperation and 
“compatible competition” within 
the industry. This result in itself 
is sufficiently important to justify 
the nominal outlay of time and 
money required by this type of 
group project. 

Above all, your firm deserves 
good management, and your cus- 
tomers have a right to expect it. 
If they don’t find it in your firm, 
they are likely to look elsewhere 
for it! & 
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Launched with great new advertising and merchandising in: GOOD HOUSEKEEPING, AMERICAN HOME, 


SUNSET and BETTER HOMES AND GARDENS fo prese// your heating prospects! 


You can 
attord the 
timeless 
beauty and | 
7 a ih, 
reliability 7% 
of the new 


ROBERTSHAW 


aw, > 
elédante * 


WALLC THERMOSTAT of Mm 8 <, Sin Giles youe 


builder or heating 
contractor! 


New magnetic switch— Styled slim... 
P | to wall 
sealed in glass— large, oasy- 
provides trouble-free operation, tiietencaees 


needs no leveling— 


Beautiful, reliable UNITROL 
water heater controls 





Why there is 
a one best 
switch in 
central 
heating... 


ROBERTSHAW § 














featuring the Best switch/ 


HERE'S HOW IT WORKS: 


The new Robertshaw @kGante wall thermostat 
features an exciting new concept in low voltage 
switches, Sealed in glass, this patented switch 
(above) is actuated by a magnet brought into 
proximity of the contacts. Simplicity and a mini- 
mum of moving parts —plus the sealed in glass 
principle (protects from dust and moisture) — 
make the new Robertshaw @kante the most 
reliable wall thermostat ever developed! 


When you specify the exciting new 
Robertshaw CléGante, you can be 
sure that you are giving your customer 
the finest, most tested wa// thermostat 
ever produced. 


NEWEST, BEST 
SMARTEST 

MOST RELIABLE 
EASIEST TO INSTALL 
MOST BEAUTIFUL 
MOST COMPACT 
NEEDS NO LEVELING 


EASY TO READ — EASY TO SET 


Operates in any position — needs no leveling. 


The new Robertshaw €kante wall thermostat 
features classic architectural design and timeless 
beauty which will be in style for many, many 
years to come. 

This new switch principle guarantees long life 
and trouble free operation. In addition, Robert- 
shaw’s years of engineering experience in the 


controls industry assures consumer satisfaction. 


BIGGEST 
CENTRAL 
HEATING 
NEWS 

IN YEARS! 








All new full load fan and limit switch 
offers you more new features! 


Ask about the new Robertshaw full load Fan 
and Limit Switch (*% hp—14 amp.)... 
incorporates many new engineering ideas— 
saves you inventory and installation costs! 


Py : GRAYSON CONTROLS DIVISIO 


Long Beach 5, California 


2 
; 








OPERATING AN |) ciccctrc rose vocame 
L.P. GAS Business 


A Handy Reference Library of 
12 Practical Booklets 


Each booklet is a collection of the best 
articles on the titled subjects which have ap- 
peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 





1. Problems of Management 

2. Bulk Plant Design and Operation 

. Fuel Transfer with Pumps & Compressors 
. Servicing Domestic Appliances And only Hannay gives 
- Consumer Bulk Systems 


you ALL of these features 


. Selling 
. Commercial Applications 
. Industrial Applications 





. Farm Applications 
Poultry Brooding and Incubating 
Power Dependability, long life and main- 
tenance-free performance are the 
features you want in your LP-Gas 
hose reel, and these features are 
built-in on every Hannay reel. The 


full-flo hub assembly et is contour 
a ORDER FORM Se eer : formed for the lowest possible flow 


BUTANE-PROPANE _— restriction. The rugged tru-circle 


drum is reinforced with pipe and 
198 S. Alvarado St., Los Angeles 57, Calif. tie rods to withstand all pressure 
extremes. Weight of reel and hose is 
not carried on leak-proof swing 
joint . Flexible connectors, stand- 
ard with every LPG reel simplify 
installation and maintain alignment. 
Positive controlled rewind power 
with your choice of explosion-proof 
electric, hydraulic or spring motors. 


- Town Plants 


Available separately or as a set 








Please send me, postpaid, the booklets ordered below. 


1 enclose $ in full payment. 
(In California add 4% sales taz.) 


(-] Complete set of 12 


INDIVIDUAL BOOKLETS 


[] No. 1—$1.00 C] No. 

[J No. 2—$1.00 [) No. 

[] No. 3—$1.00 C] No. 

[] No. 4—$1.00 [] No. 10— . 
[] No. 5—$1.00 C] No. 11—$1.00 
C] No. 6—$1.00 


Be sure you get everything you want 
in a hose reel. Be sure you specify 
Hannay. 


Write for new FREE booklet on 
Efficient Hose Handling for L-P Gas 
Delivery. 





Hose Reels by 


Address 


SS SS SS SS SSS SSS SSS SSSSSSSS SSF Se Vveeeseseeeeees, 
ee em mmm me 


City & State a | | CLIFFORD B. HANNAY & SON, INC., WESTERLO 3, N. Y. 
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J. W. Gotcher talks about weeding control with flame cultivation* 


How—and why—flaming works 


Why does the flame eradicate the weeds without damag- 
ing the crop? How do you go about flaming major crops 
such as cotton? In this sequel to last month's article, 
"The Big Push in Flame Cultivation," Mr. Gotcher answers 
these and other questions. 


LAME cultivation is nothing 

more than selective burning. 
Many row crops withstand more 
heat, properly applied, than most 
of the grasses, weeds, and vines 
that are constantly fighting these 
crops for the essential plant foods, 
moisture, and space in the culti- 
vated row. By directing a blast of 
heat through the cultivated rows 
at the base of the plants, flaming 
destroys young tender weeds, 
grasses, and vines without injury 
to the older and hardier cultivated 
crops. 

Flame cultivation is not in- 
tended to consume the weeds and 
grasses in the cultivated row. The 
object is to create, temporarily, a 
temperature high enough to dehy- 
drate or rupture the plant cells, 
resulting in the death of the weeds 
without injuring the cultivated 
crop. 

A plant’s resistance to heat is 
dependent upon its size, age, shape, 
and structure. Young tender 
weeds and grasses, especially seed- 
lings, are many times easier to kill 
than older, tougher ones. Also, a 
round object is more resistant to 
the killing effect of the heat than 
a flat one. This can be well illus- 
trated by igniting paper: a flat 
sheet is consumed quickly, but the 
same paper tightly rolled is hard 
to light. 

Some of the large, tough va- 
rieties of weeds and vines can be 
controlled only when they are in 
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the seedling stage, while others 
can be controlled by flame when 
they are larger and older. It is 
easier to drive the heat completely 
through the grass blades and ten- 
der broad leaves than through 
woody stems and tightly rolled 
joints and stalks. 

Weed control is not obtained by 
one flaming alone. Rather it is 
a series of burnings which elimi- 
nates each new crop of seedlings. 
It is important to remember that 
flame cultivation does not begin 
in most crops until the cultivated 
plants have reached a size, age, or 
shape which permits flaming. 

Mechanics of flame cultivation: 
To realize the best results from 
the use of flame cultivation, or any 
other method of weed control, it 
is important to bear in mind cer- 
tain principles governing the ger- 
mination and growth of weeds and 
grasses. 

Students of weed control believe 
that up to 90 per cent of the an- 
nual small seeded grasses and 
weeds that emerge from an undis- 
turbed bed during the growing 
season are those whose seeds lie 
within one-half in. of the surface 
of the soil. The deeper seeds, with 
certain exceptions, will not ger- 
minate unless the soil above them 
is disturbed. 

If that part of the drill area that 
has been exposed to the flame is 
left undisturbed and no fresh dirt 


is thrown up into it, the flarce will 
kill off the young weeds and 
grasses emerging from the seed 
that is in the most advantageous 
position to germinate. Succeeding 
flamings will eliminate later crops 
of seedling weeds during the lat- 
ter part of the season, and few 
seed, if any, will be left in position 
to germinate and infest the crop. 
But any loose dirt thrown into the 
drill area will contain millions of 
weed seeds which will germinate 
and infest the crop as soon as it 
rains or as soon as the crop is 
irrigated. 

With certain planting and cul- 
tivating practices, it is necessary 
to throw dirt into the drill area 
to form a bed, or to shape a fur- 
row for irrigation. Under these 
conditions, the earlier in the grow- 
ing season this can be completed, 
the better will be the control of 
the weeds in the latter part of the 
growing season, and the cleaner 
the crop will be. 

The flame is more effective 
when the drill area is relatively 
flat or slightly rolling. Clods or 
ridges thrown into this area by the 
cultivator will both protect the 
small weeds from the flame and 
deflect it up into the lower 
branches of the crop plant. 


*J. W. Gotcher is president of Gotcher 
Engineering &€ Manufacturing Co., Clarks- 
dale, Miss. 
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Can Motorola 2-way radio cut my bills? 


If you operate vehicles, you bet it can! Here’s how: 
Drivers radio-in from their vehicles and are dispatched 
directly from job to job. The result: less backtracking, 
less ‘“deadheading’’— you get more for your money from 
men and vehicles—and you cut phone bills, gas and oil 
bills and maintenance bills. 


But am I big enough for 2-way radio? Yes... even 
if you operate only one or two vehicles, 2-way radio 
saves money, mileage, time—gives you more calls per day 
—and much better service for your customers. 


Can I afford it? If your drivers phone in just a few 
times a day, your radic will pay for itself. You can own 
or lease Motorola 2-way radio for less than $1.00 per 
day per vehicle. That charge covers everything—equip- 
ment, installation and maintenance. 


Can you prove it? We'll be glad to! Call in your local 
Motorola representative (see Yellow Pages under “Radio 


Communications’’). He will show you the dollars and 
cents proof of how Motorola can build profits for your 
business. He will give you a demonstration of a nearby 
system in action. Let him show you why Motorola 
equipment is more advanced, more reliable, more eco- 
nomical. Ask him about service and factory responsibility 
for your system. You’ll see why, with the most experi- 
enced buyers—police, fire, railroads, utilities, etc., 
Motorola outsells all other makes combined! 


GET THE FACTS...MAIL THIS COUPON TODAY! 


Motorola Communications & Electronics, Inc. 
A Subsidiary of Motorola Inc., 4501 Augusta Bivd., Chicago 51, Ill. 


(1 MAIL ME FULL FACT KIT ON 2-WAY RADIO 
( HAVE REPRESENTATIVE TELEPHONE FOR APPOINTMENT 


NAME—_—________ ____ TITLE 


No. VEHICLES 


AODRESS_____________ PHONE 


COMPANY 


CITY —___ ZONE STATE. 








Setting the burners: There are 
no exact specifications to follow in 
setting the burners, the regulator 
pressure, or the speed of the trac- 
tor. Each depends somewhat on the 
conditions of the row and the vege- 
tation to be controlled. The object 
is to set the burner in such a way 
that the flame entirely covers the 
drill area, keeping it clean, with 
enough heat applied to the vegeta- 
tion at a high enough velocity to 
control it. 

Normal practice is to set the 
burners at an angle of from 30 to 
45 deg. with the ground. The end 
of the burner should be six to eight 
in. from the cultivated plants, di- 
rected so that the flame strikes the 
ground approximately two in. on 
the near side of the base of the 
cultivated stalk. The flame will 
travel along the ground to the far 
side of the drill area. The burner 
on the opposite side of the row is 
set in the same position. This as- 
sures that the center of the drill 
area will be covered twice and the 
entire surface of the area covered 
at least once by the flame. 

The pairs of burners, one at each 
side of the row, are set in a stag- 
gered pattern so that two flames 
will not strike each other and be 
deflected up into the crop. 

Where the drill area is flat or 
practically flat, many set the burn- 
ers so the flame strikes the near 
edge of the drill area and passes 
across the row and beyond the crop. 
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The cotton flaming 
apparatus 
here is designed for 
older models of the 
Ford and Ferguson 
tractor. The LPG 
tank is mounted 
over the tractor 
axle, because the 
weight of both the 
tank and flamer 
would tip the trac- 


shown 


tor if mounted on 
the rear. 


This is often done in the late sea- 
son flaming of such crops as cot- 
ton because the burners, if set too 
close to the crop, would drag 
against the lower branches of the 
plant and injure them. 

Regulator pressure and tractor 
speed: The fuel pressure and the 
speed of the tractor are governed 
by the type, size, and nature of the 
vegetation to be controlled. The 
higher the pressure, the harder the 
heat is driven into the plant. The 
slower the tractor is driven, the 
longer the heat is applied to the 
grass and weeds. 

A rule-of-thumb pressure setting 
would be from 30 to 35 lb at a trac- 
tor speed of from two and one-half 
to three mph. A little observation 
and experimenting will show which 
speed and pressure setting will kill 
the vegetation back fastest. 

The fuel: Propane or a butane 
mixture is used as the fuel, al- 
though propane seems to give bet- 
ter results than the butane mix- 
ture. A two-row flame cultivator 
will normally cover from one and 
one-half to two acres per hr, the 
four-row unit from three to four 
acres, and the six-row unit from 
four and one-half to six acres. The 
fuel consumed would be from five 
to six gal. per acre. 

These figures are for average 
conditions. Where the vegetation is 
quite small, the speed can be step- 
ped up, with resulting decrease in 
fuel consumed per acre. 


Cultivating and flaming simul- 
taneously: The row crop cultivator 
can be used advantageously to cul- 
tivate the middles in the same op- 
eration with the flaming. This will 
reduce the total crop production 
cost, eliminating the use of an ex- 
tra tractor and driver to clean the 
middles. It will also shape the mid- 
dles so that the skid shoes of the 
skid-type units will run in a more 
exact relationship to the crop row, 
holding the burners in the best 
possible position. 

Where the Model T, or rear tool 
bar model unit, is used, the sweeps 
may be attached to the bar to cul- 
tivate the middles at the rear of 
the tractor in the same operation 
with the flaming. This is of par- 
ticular advantage where it is de- 
sirable to eradicate the tractor 
wheel tracks. The front cultivator 
gang may be used for additional 
cultivation at the same time. 

Flame _ cultivation of cotton: 
When the cotton plant has reached 
a height of from six to eight in. 
or a diameter of 3/16 in. at the 
base, it will tolerate the heat of the 
standard flame cultivator. Flaming 
should be repeated at intervals of 
from seven to ten days, or as often 
as necessary to control the weeds 
and grasses as they emerge. 

Whether the middles are culti- 
vated in the same operation with 
the flaming or as a separate opera- 
tion, care should be taken not to 
throw dirt into the drill area. 
Otherwise, grass and weed seed 
will be brought in, and will germi- 
nate when it rains. The dirt will 
also interfere with the operation 
of the flame itself. 

The early flamings will cause the 
lower leaves to scorch and drop off. 
This will in no way affect the ma- 
turity date or yield of the crop. 

Should excessive rains cause a 
heavy infestation of weeds that are 
getting beyond the seedling stage, 
the crop can be flamed without 
damage as often as is required to 
eliminate them. 

For the best weed and grass con- 
trol, flaming should be continued 
as late in the season as possible to 
eliminate the late weed vegetation 
that will interfere with crop har- 
vest. This will also control weeds 
which could go to seed and create 
a problem the following season. 
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Adding new heating customers is mighty profitable. That’s 
why Skelgas is backing up its dealers with a hard-hitting 


new heating promotion that includes big full-color ads in 
national magazines. 
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Do You Get Extra Heating Sales Help 
Like This From Your Gas Supplier? 


Read How Skelgas Uses Big 
Pre-Season Sales Push To Attract 
New Heating Customers For Its Dealers 


To take the lag out of summer sales this year, Skelgas 
is giving potential heating customers good reason to 
order early—with the biggest heating promotion in Skel- 
gas history! Skelgas dealers will cash in big by selling 
extra heating equipment and adding vital new bulk gas 
customers. 


Exciting full-color, double-page ads in Saturday Eve- 
ning Post and Farm Journal will offer special “Bonus 
Gifts,” plus pre-season savings to folks who buy their 
heating needs before Sept. 30. More than 3 million copies 
of these ads will go into homes in Skelgasland. 


But that is only the kick-off. Farm papers and 
magazines will repeat the offer millions of times 
more during this hard-selling 10-week promotion. 


Each participating Skelgas dealer also gets a complete 
kit of local promotion aids to “bring the business home.” 
This kit is available through the Skelgas Cooperative 
Advertising Plan. 


Aggressive consumer promotions like this really work. 
Nobody knows that better than Skelgas dealers who par- 
ticipate often in these special sales-building promotions. 


If you aren't getting this kind of effective sales 
help from your gas supplier, it will pay you to look 
into a Skelgas franchise right away. You'll see why 
it can be so much more profitable to sell the big 
seller. 
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Here are just a few of the advantages that help Skelgas 
dealers make more money: a protected franchise ...a 
full line of full-profit, private-label home appliances . .. 
the best accepted brand name in the business . . . expert 
technical and financial assistance from the world’s most 
experienced LP-Gas supplier. 


Decide now to find out more about why “You're 
Better Off With A Skelgas Franchise.” Just send for 
the Free Booklet (below). Mail your coupon today! 


You’re better off with a 


SKELGAS 
FRANCHISE 


S, 

"ep 2 
l re 
YS Jon com’ 


Dependable Products 


SKELGAS MARKETING 
SKELLY OIL COMPANY 

P. O. BOX 436 

KANSAS CITY 41, MISSOURI 


Please rush me your new fact-packed 
free booklet that tells how a Skelgas 
franchise can help me make more 
sales and profits. 


Name 





Address 





Flame cultivation, when properly 
used with pre-emergence chemicals, 
provides the grower with the most 
economical and effective weed con- 
trol available. 

With the use of flame cultivation 
the cultivating sweeps are run ata 
more shallow depth and further 
from the plant, thereby reducing 
damage to the root system and in- 
creasing the yield. 

A crop can often be flamed to 
control the weeds when the field is 
too wet to cultivate. 

When flame cultivation is prop- 
erly and systematically used over a 
period of years, annual weeds and 
grasses will be reduced markedly. 

Flame cultivation provides a con- 
siderable measure of insect control 
by destroying the pests knocked to 
the ground while the flaming is in 
progress. Many growers report 
that the reduction in the cost of 
insecticides is greater than the en- 
tire cost of the flaming operations. 
Flame cultivation, however, should 
not be considered as a replacement 
for a well-planned insect control 
program. 

Flame cultivation offers particu- 
lar advantages when the crop is 
harvested mechanically. 

With the use of flame the crop 
will have less weeds at harvest time 
and afford a much cleaner sample. 

Flame cultivation causes fruit to 
set higher on the stalk without de- 
creasing the yield or maturity date 
and allows the picker to do a faster 
and more economical job. With the 
drums set higher from the ground, 
wear and breakage to the machine 
will be reduced. 

Flame cultivation of corn: A 
drill area might become foul with 
weeds in the early stages of a corn 
plant’s growth. From the time it 
emerges until it has reached a 
height of from one and one-half to 
two in., the flame cultivator burn- 
ers may be turned directly down 
the bed to kill the weeds. The corn 
plant will be killed back to the 
ground level, but it will emerge 
again within a few days. This burn- 
ing back of the corn will have no 
effect on either the yield or ma- 
tnrity date. 

After the plant is from 10 to 12 
in. in height it can be flamed in a 
similar manner to cotton. 

Flame cultivation of grain sor- 
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Flaming grain sorghum crops is highly ad- 
vontageous, since the shallow root system 
is left undisturbed. This is preferable to 


ghum: The corn flaming technique 
is also used with grain sorghum, 
forage sorghum, sugar cane, and 
similar crops. 

Sometimes, with sorghum and 
maize, dirt is thrown up onto the 
drill area to cover weeds. This is 
done as a control measure. But 
both crops have a very shallow root 
system. Cultivating deeply enough 
to obtain the needed dirt can de- 
stroy a considerable portion of the 
roots. Therefore, flaming should 
help increase production of both 
crops. 

Flame cultivation of soybeans: 
The midget flame cultivator attach- 
ment may be used with soybeans 
when they are six in. high. Nor- 
mally, however, they are first 
flamed with the standard flame cul- 
tivator when they are from 10 to 
12 in. high. One or two more ap- 
plications are made at intervals of 
a week. If the standard flame culti- 
vator is used for the first time 
when they are around 10 in. high, 
the regulator pressure should be 
set at about 25 lb and the tractor 
speed at three mph. Later flamings 
can be made at higher pressures. 

Pre-emergence flaming: Some- 
times the weed and the grass popu- 
lation will emerge before the crop. 
This vegetation can be controlled 
by pre-emergence flaming. 

The burners should be adjusted 
to cover the entire drill area, and 
enough heat applied to destroy all 
vegetation that has emerged. This 
job will be most beneficial if it is 


controlling weeds by covering them with 
dirt, a process that requires a deep cut 
which damages the roots. 


done as close as possible to the time 
the crop will emerge. It is a tech- 
nique that is particularly effective 
with cotton. 

Conclusions: Flame cultivation 
should not be considered to be a 
cure-all. Nor will it always succeed 
in salvaging a crop that has al- 
ready become highly infested with 
older weeds and grasses. If given 
a chance to grow undisturbed, 
many varieties of weeds become as 
tolerant to the flame as the culti- 
vated crop. 

Flame cultivation offers several 
advantages not found in other 
methods of practical weed control 
work. Of these the chief advantage 
is economy. Few chemical or me- 
chanical treatments can be applied 
at as low a cost per acre as flame. 

The effectiveness of flaming can 
be quickly determined. Results are 
quickly evident. This insures the 
user maximum efficiency for each 
flaming. 

The flame cultivator can be used 
as often as needed in cultivated 
crops with no harmful effects to 
the crop or to soil. An _ ineffec- 
tive flame treatment can be recti- 
fied immediately. 

When a crop reaches flaming 
size, it may be flamed any time the 
ground is dry enough to support 
a tractor. eB 
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Introducing...a new range of ideas: The new UNIVERSAL by WASTE KING UNIVERSAL. Drey- 


fuss-designed to look better—a new shape to the burner grates...new back guards with a 
look as fresh as tomorrow. Totally NEW...with design by Henry Dreyfuss, 
world-famed industrial de- signer. Fresh designs that have 
already received wide ac- ev. claim from professional design 
groups. WASTE KING UNIVERSAL-engineered to cook better— smart, work-saving features with 
traditional Universal quality. The automatic Roast Guide & Oven 


Timer...push button easy, controlled mm mmm by time, size 


or type of meat. “Air-Conditioned ~s Sa Baking” eli- 


minates oven hot spots and cold cor- 22-2 9 _997} ners.Smoke- 
Sem (ees red Le saeaae ee ommend 


Proof, Flare- Proof broiling with taal exclusive 


“Swirl-Design” that keeps grease from smoking and reaching the 














burners with 





flash point. ( somplete choice of burners: Double-Duty 
unlimited flexibility, “Burner-with-a-Brain” (A.G.A. Trademark). 


Exclusive Obedient —=-==—qE = CBurners with precision-point flames. 





It’s a complete line , = ~ =e} with 21 LP models from the big,Gold 
Star Award 40° ye _—————— | perial to models for the most penny- 
conscious budget. And we're backing the line with complete merchandising packages, 
including colorful point-of-purchase, and hard-hitting advertising. 
For complete information, call or wire collect or write today to: 
WASTE KING CORPORATION, Los Angeles 58, California. 
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SAFTI-VENT SAFTI-VENT SAFTI-VENT we” “ae DESERT uN H.C. LITTLE H.C. LITTLE H.C. LITTLE 
wv GWT GwR Recessed Wall Water Heaters Boilers Incinerators 


and now... 
TWO NEW PRODUCT LINES BY eee 


"bitte 


BURNER 
COMPANY, 
INC. 


DESERT SUN 


GAS-FIRED FLOOR FURNACES 


Again, H. C. Little adds two new lines for 
increased sales volume through profit-minded 
dealers. Each line is supported by the proved 
H. C. Little “package for profit,’ a complete 


merchandising program that makes profitable 


sales volume almost automatic. Get with the dual, half-dual and 


most aggressive merchandiser in the industry— flat, from 25,000 to _ 
57,000 BTU input. 
the most aggressive, by far! 


H. C. LITTLE BURNER CoO., Inc. 
203 Woodland Ave., San Rafael, Calif. 


We're profit-minded. We'll listen. Send particulars. 


NAME 





ADDRESS 
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Don't jump into uniforms! 


The right uniform can make your employees 
walking advertisements for your company 
and promote your business in many other ways. 


JOSEPH KIRSHBAUM « President, Institute of Industrial Launderers 


ORK uniforms affect your 

business in more ways than 
you might imagine. The right uni- 
form for your business can im- 
prove your public relations, cus- 
tomer relations, safety record, em- 
ployee morale, employee productiv- 
ity, sales, and profits. However, 
the most immediate, obvious ad- 
vantages appear to be company 
identification, advertising benefits, 
and safety. 

Your customers, for the most 
part, live in remote areas. When 
your man arrives at an isolated 
home, the housewife appreciates 
seeing him ina neat, attractive uni- 
form that assures her he really is 
from your company. An imagina- 
tive or nervous woman might take 
a sloppy-looking man in nondescript 
clothing for an escaped convict or 
a molester. Even if she sees his 
truck, she still might not have 
complete peace of mind. 

Besides identifying your man, a 
uniform with a specially designed 
emblem identifies your company 
and its product. It converts every 
man on your staff into an effective 
—but inexpensive—walking adver- 
tisement. If you already have a 
fairly complete advertising pro- 
gram, uniforms may be the missing 
link. If you have no such program, 
uniforms can be a good start. 

Even more important is safety. 
Accidents generally seem to be in- 
creasing and compensation claims 
are skyrocketing. Save one serious 
accident and you have saved the 
cost of a uniform rental program 
for years and years. Men in non- 
descript clothes invite accidents. 
Often, an employee’s work clothes 
are the oldest, shabbiest, most 
spotted, most ill-fitting things he 
owns. He may wear them to work 
because they “aren’t good for any- 
thing else.” Consider the role of 
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such clothes in one of the most com- 
mon of accidents—the fall. Loose, 
floppy, shabby clothes or trousers 
with cuffs can easily get caught and 
cause a fall. It is only too easy for 
the results to be serious. 

Selecting the correct work uni- 
forms for your employees is not 
always as easy as it may seem. 

One nationwide petroleum prod- 
uct merchandiser adopted a _ uni- 
form it was confident would make 
its thousands of employees the best 
dressed men in their field. On a 
model, in the offices of a top execu- 
tive, it looked wonderful. It was 
styled after the uniform of a 
famous general and had even more 
“fruit salad” than the original. 
Chosen by public relations and ad- 
vertising executives who had no 
uniform experience or expert im- 
partial advice, the uniform simply 
was not suited to on-the-job con- 
ditions. The employees who wore it 
pumped gas, greased cars, and did 
many other jobs never done by the 
general. Furthermore, the _ uni- 
form had to be dry cleaned—at the 
employees’ expense. Some resented 
this and wore the uniform for 
weeks or even months between 
cleanings. Others tried to launder 
the uniform at home. In no time 
at all, the majority looked terrible. 
The uniform was finally abandoned 
after considerable financial loss. 

The same unhappy result could 
well happen to any company select- 
ing the wrong work clothes. The 
moral of this story is that uniforms 
should be practical and suited to 
the conditions under which they 
are to be worn. 

Before selecting a uniform, it is 
wise to test it to see how long it 
will hold up. The uniform sales- 
man, anxious to make a sale, is 
often not the ideal person to con- 
duct the tests. Laundering at low 


temperatures in mild soap is not 
an adequate test either. Uniforms 
should be washed several times 
under the actual conditions they 
are likely to meet. Then, observe 
for shrinkage, color fastness, and 
tensile strength loss. 

On the basis of considerable ex- 
perience, the member companies of 
the Institute of Industrial Laun- 
derers offer these general recom- 
mendations for work clothing: 


e All workers who deal with 
the public should always be in 
uniforms — clean, attractive 
uniforms. 

e Cotton is usually the best 
material because it stands up 
well, can be laundered cheaply 
and easily, and looks good for 
its lifetime. 

e Standard colors are usually 
best, but a wide assortment is 
available. 

e Fancy “fruit salad” features 
should be avoided because they 
are often expensive, impracti- 
cal, and hard to launder—and 
nearly always end up looking 
unattractive. 

e Eye appeal and company 
identification is most easily 
obtained with attractive, well- 
designed emblems on simple 
uniforms which focus the eye 
on the emblem and its message. 


If you are interested in adopting 
a uniform or changing your pres- 
ent uniform, you can use the con- 
sulting service offered by the In- 
stitute of Industrial Launderers 
(1833 Jefferson Pl. N.W., Wash- 
ington, D. C.). Hundreds of com- 
panies have used our free, im- 
partial service. No strings or obli- 
gations of any kind are attached 
to this offer. No specific recom- 
mendations are made on any indi- 
vidual brand of uniform or an in- 
dividual laundry. We simply rec- 
ommend general specifications to 
make sure your new uniform will 
meet your on-the-job conditions. 

The institute offers this service 
for several reasons. Perhaps the 
most important is that we don’t 
want people like you to choose the 
wrong uniforms, have an unhappy 
experience, and give up the idea 
of attractive, freshly-laundered 
uniforms. If we can get you to 
think before you jump into the 
project, we'll be happy—and so will 
you! te 
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COASTAL BUTANE. GAS COMPANY 
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When the sun goes down, 
Coastal's profits go up! 


* By utilizing a retired ser- 
viceman and off-duty fire- 
men and policemen, this 
Georgia firm has found a 
way to make 24-hour service 
profitable. 


IKE firemen, many L. P. gas 
dealers must always be on call. 
The best-planned routing systems 
and the most accurate degree-day 
bookkeeping are hard put to pre- 
vent all emergencies from arising. 

It’s a costly situation, and one 
that is constantly getting worse, 
what with rising wages. Most 
dealers would be happy to be rid 
of this 24-hours-per-day, seven- 
days-per-week service. 

But not Coastal Butane Co. For 
while round-the-clock service is a 
burdensome cost to most, for 
Coastal it is actually profitable. 

Coastal is headquartered just 
outside the city limits of Savan- 
nah, Ga. It has five branch offices 
and covers 18 counties over a ra- 
dius of 75 miles in Georgia and 
South Carolina. The overall op- 
erations are headed up by three 
brothers, B. A., R. C. and H. G 
Haupt. Branch offices in Claxton 
and Pembroke, Ga., are managed 
by William H. Farris; in Spring- 
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WILLIAM T. HARPER « Eastern Editor 


field and Sylvania, Ga., by Laborn 
F. Nease; and Haupt Brothers 
Gas Co., in Hardeeville, S. C., is 
managed by H. L. Richards. The 
company started operating in 
January, 1945 and now has about 
5000 customers. 

It was the very nature of the 
working hours of a vast majority 
of their customers that got the 
3rothers Haupt thinking about 
making the ‘‘overtime hours” 
work as an asset instead of a liabil- 
ity. The area surrounding the old 
port city of Savannah is highly 
industrialized. Employees in the 
plants in this area are working 
right around the clock, 24 hours 
a day, seven days a week. In many 
cases, both the husband and wife 
are working the “swing” or 
“graveyard” shifts. This means 
that these people are coming and 
going at odd hours. It also means 
that they are more likely to dis- 
cover their gas shortages and 
other emergencies at these same 
odd hours. Coastal used to call 
drivers in from their homes to 
make such deliveries and had to 
pay double-time salary rates for 
this. 

To meet the needs of these cus- 
tomers, the Haupt brothers de- 
cided in 1957 that they would 
have to hire someone on a full- 


time basis; someone to be on the 
job from the time the regular of- 
fice force closed in the evening 
until it opened again the next 
morning. Ordinarily, it would be 
easy to get a man to fill this bill 
but the pay scale would be tre- 
mendous as so much of his time 
would have to be paid at an over- 
time rate. Ordinarily, that is. 

But, the Haupt brothers are not 
exactly ordinary. They decided 
that, if you can’t make the job fit 
the man, make the man fit the 
job. In other words, get someone 
to whom these odd working hours 
would be appealing. 

Howard Galipeau was that man. 
Galipeau retired from the Air 
Force as a Sergeant after 25 
years. He was already drawing a 
pension that brought him 50 per 
cent of his service pay. All he 
needed and wanted was something 
to augment this. The “all night 
watch” at Coastal Butane was 
just the thing for him. 

Galipeau started his career in 
the LPG business by working in 
the warm weather months on a 
4:30 to 8 p.m. shift (the real need 
for the “all night watch” is, of 
course, during the winter months 
when calls for home heating are 
predominant). He also worked on 
Saturdays from noon to 8 p.m. 
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THE TRUCK PUMP DESIGNED 
FOR USE ON TRUCKS... 


CORKEN 


THESE FEATURES MAKE THE CORO-VANE EASY 
TO INSTALLL AND OPERATE—EFFICIENT, DEPENDABLE, 
ECONOMICAL AND LONG, LONG LASTING 


All parts, including the long 

wearing hydraulically actuated Internal relief valve set for 125 
blades, easily accessible without PSI, easily adjustable while 
disturbing piping. operating. 





Universal mounting bracket Reversible side plates 
(ductile iron) permits mount- double life. 
ing pump at any angle. 


Rigid pressed-fit steel shaft and Precision ground cam. Extra 
ductile iron rotor assembly large inlet and outlet ports for 
combine to form solid unit. No maximum capacity. Easily re- 
holes, no pins to wear out. placeable. 


MODEL 502-2” OR 2'/,” 


Double extended shaft permits 
either direction PTO drive. 


Ductile iron flanges eliminate 
unions, make installation easy. 


New improved unitized mech- 
anical seal and bearing car- 
tridge assembly. Gives years of 
trouble - free service. Can be 
replaced in a jiffy—by any- 
body. 


UP TO 80 GPM AT 950 RPM THE BEST DISTRIBUTORS IN THE WORLD 
MODEL 1002-3” OR 4” y SELL AND SERVICE CORKEN PUMPS 


UP TO 180 GPM AT 950 RPM 


€ @) R 4 E N’ S | | P.O. BOX 1062 e pn. cesses 


IN C O & Pe awe Ff. E— OD OKLAHOMA CITY, OKLA. U.S.A. 
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Coastal Butane .. . the night men get 





things ready for the oncoming day shift 





and on Sundays from 8 a.m. to 
4 p.m. During these months he 
was taught the rudiments of the 
business. With the arrival of win- 
ter and the increase in “emer- 
gency” calls (which have now be- 
come almost routine in this area,) 
Galipeau went on a full-time ba- 
sis. His hours then became 8 p.m. 
to 7 a.m., seven days a week. For 
this he is paid a flat $1.25 per 
hour. 

It was not long after Galipeau 
started with Coastal that the 
Haupts discovered that one man 
was not enough to run the opera- 
tion through the night. “Emer- 
gency” calls (mostly outages) 
were averaging about 20 per 
night. “And these just weren’t 
blind calls,” R. C. Haupt relates. 
“We did, and still do, get some 
false alarms where the customer 
still has 20 to 30 gallons left. But, 
we found that we were getting 
anywhere from 15 to 25 calls a 
night from people who were hon- 
estly out of fuel.” 

With all these customers need- 
ing gas, the man in the office 
couldn’t be making deliveries on 
the road and be available in the 
office at the same time. So, Coastal 
decided to make the “all night 
watch” a two-man operation. For 
the second man, the Haupts put 
on one of the regular employees, 
Harold G. Willis, who had been 
with them for 15 years. Working 
these hours makes Willis the com- 
pany’s highest paid employee and 
his bosses figure he’s worth every 
cent of it. Willis handles all the 
outside work—deliveries with a 
combination cylinder-bulk truck, 
adjustments, repairs, etc. 

Galipeau works inside. He acts 
as a dispatcher for Willis. He takes 
the orders from the customers 
when they call in. Then, too, he 
has provided his employers with a 
bonus. Galipeau is very adept at 
bookkeeping. And this is where 
part of the profitable situation 
mentioned earlier enters. During 
those early hours of the morning, 
Galipeau does a good deal of the 
company’s bookkeeping. He checks 
credit ratings. He sets up sched- 
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ules and routing for the oncoming 
day shift. And he sells gas at the 
door, too! 

The night shift workers like to 
come in to pay their bills when 
they finish work. Quite often they 
will buy a cylinder of gas while 
there. Galipeau has taken in as 
much as $400 in sales and collec- 
tions in one night. 

Willis keeps busy throughout 
his shift, too. Just as Galipeau 
does chores during lulls that will 
ease the work of the day shift, so 
does Willis. If there are no deliv- 
eries to make, he loads the bulk 
trucks and has them ready to roll 
when the regular drivers come on 
in the morning. This gets the 
trucks right out on deliveries the 
first thing in the morning and 
eliminates the waste of time while 
the drivers stand idle waiting for 
their trucks to be loaded. With 
nine delivery trucks in the fleet, it 
is easy to see what time (and 
money) savings can be made here. 


Speaking of money savings, 
R. C. Haupt estimates the com- 
pany has saved from eight to ten 
thousand dollars annually in the 
first two years, using this system. 
“For instance,’ he notes, “with 
Galipeau doing all that paper 
work, we’ve been able to let two 
regular office day workers go. 
That alone has been saving us 
$5000 a year.” 

Naturally, even as valuable to 
the company as he is, Galipeau 
does like to get some time off dur- 
ing those winter months when he 
puts in so many hours. The same 
applies to Willis. The latter, due 
to the mechanical technicalities 


of his job, calls in one of the 
other regular employees, N. H. 
Parrish, to fill in for him. This 
is not necessary in Galipeau’s 
case. What is needed here is an- 
other “man to fit the job.” Since 
Galipeau was first hired, the 
Haupts have found a huge “reser- 
voir” of such men—the local fire 
department! 

“The firemen themselves 
brought the idea to us,” R. C. re- 
calls. “They came here looking 
for some part-time work and they 
fit in very nicely with our plans.” 
One of these off-duty firemen fills 
in for Galipeau as dispatcher 
when he wants a night off. The 
firemen are paid the same salary 
they are making on their regular 
job. This again eliminates costly 
overtime pay. 

Realizing they have a_ good 
thing going, the Haupts don’t stop 
there. They also use the firemen 
as bill collectors. Coastal used to 
employ a man on a full-time sal- 
ary basis to make collections. 
There were times when this man 
was idle (believe it or not!) but 
he was still drawing his full sal- 
ary. Now, when collections pile 
up somewhat, the Haupts just call 
in one or more of the firemen and 
they go to work collecting, aver- 
aging about three days a week. So 
now, Coastal is paying these sal- 
aries only when necessary. If a 
real emergency arises—such as a 
sudden, severe cold snap—Coastal 
has the telephone numbers of all 
these firemen and can call them in 
to help with deliveries or filling, 
etc. R. C. Haupt estimates that 
this system has already saved the 
company seven or eight thousand 
dollars in two years. 

Off-duty firemen and policemen, 
retired servicemen, Social Secu- 
rity and other pensioners, and in 
some cases, disabled persons, can 
be a big help to L. P. gas dealers. 
These people are willing to work 
at moderate salaries and most of- 
ten do not demand overtime rates, 
fringe benefits, etc. They can 
help overcome the peaks in per- 
sonnel requirements. They can 
help you offer more complete and 
additional service to your custom- 
ers. And who knows, they may 
save you money in the process. 
They did for Coastal Butane Gas 
Co. & 
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FROM FLOOR TO CEILING 


Arkla-Humphrey Multi-Directional unit heaters are accepting congratula- 
tions now. At long last, industry's toughest heating problems have beer 
solved by the Multi-Directional ! 


Tests show a 15.38% fuel saving with only a 3° temperature differential 
from floor to 18’ ceiling! Smoke photo above shows you why. The Multi- 
Directional is the first and only unit heater to discharge heat straight 
down, out in front, or from either side, or any combination of these three! 
Pulling the heat from the ceiling with top mounted fans eliminate over- 
heated ceilings, too. 
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Write for complete information. 


MANUFACTURED BY PUR mem en, ROR m nek, Fh, Rcmmesel. 2.203, 7 Maser, | 
GENERAL OFFIC meV -1' 4 &.\ SHANNON BUILDING) LITTLE ROCK, ARKANSAS 
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Electric utilities’ househeating 
goal: 20 million by 1978! 


Response to questions on electric 
heating competition was quick and 
spirited at the BPN Sales Round- 
table. Everyone there was very 
much aware of the threat. 

Lee Brand, vice president of Em- 
pire Stove Co. and author of the 
“Advance the Gas Flame” pro- 
gram, told of the emphasis the elec- 
tric utilities and manufacturers 
are placing on this lead. The fol- 
lowing is excerpted from his re- 
Roundtable, held 
April 30 in Chicago (and reported 
on in detail in last month’s issue): 


marks at the 


During the 25 
years prior to 
1957, electric 
heating had 
progressed slow- 
ly up to the 
point where there were 300,000 
homes with electric heating. But 
by the end of 1958, there were 
571,000. 

The electric industry’s goal is 20 
million by 1978. 

This year they have allocated 
some $20 million to promote elec- 
tric heat. For a great many years 
they have promoted electric cook- 
ing and an electric water supply. 
But you will not see any ads this 
vear on electric cooking or water 
heating. All the ads you will see 
are on electric heating. 

They feel that if they can cap- 
ture the heating market from you 
gas men, the water heating and 
other loads will just naturally fall 
into place. In other words, all the 
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Lee Brand, vice president of Empire Stove 
Co., emphasizes the theme of “fresh air" 
heating to combat electric competition, 
before the BPN Sales Roundtable. 


heat energy in that home would be 
electricity. 

The Edison Electric Co. has $3 
million appropriated for that pur- 
pose. Westinghouse also has $3 
million—and that’s only two com- 
panies. 

Now, AGA has taken a good look 
at this. I think many of you saw 
their ad in the Saturday Evening 
Post—in the April 7 issue, I be- 
lieve. They have given you the cue 
to follow. They start out at the 
top of that ad with, “Don’t settle 
this year for stale heat.”” Emphasis 
on fresh air heating is one way to 
combat electric heating. 

But we are also forgetting to 
advertise and promote the moder- 
nity of gas. The electric people are 
promoting modernity. We seem to 
forget that people will pay more 
money for something they think is 
new and modern than they will for 
something they think is old. 


What are aggressive dealers do- 
ing to combat the threat of electric 
Wally Schuette, one of 


the best, is not using defensive 


heating ? 


measures. He has simply taken a 
good idea, the Hausgas Heating 
Institute (Schuette runs Hausgas, 
Inc., in Mo.) and 
given it some new twists, and has 


Washington, 


found the program may be even 
more effective in warding off elec- 
tric threats than it was in chasing 
oil heating dealers to the hills. 


We now have 149 homes in our 
county that are electrically heated. 
So we have tried to devise a way 
to fight the battle at the marketer’s 
level. 

Maybe you recall some years ago 
when we came up with the idea 
called the Hausgas Heating Insti- 
tute (for a full story, see BPN for 
July 1955). In this, we tried tc put 
into small-town operation some- 
thing the big-city people did years 
ago. We were promoting heating 
contractors into selling gas heat. 
It was successful. 

Our whole heating program has 
been built around the building con- 
tractors, and this heating institute 
idea has never stopped from that 
time on. 

We started it by first proving to 
the heating contractor that we 
were interested in dealing with 
him as a heating installer. He was 
an ally. And now we find he is in- 
terested in ws because, when you 
go to electric heat, many times the 
heating contractor is bypassed. The 
electrician is getting to be one of 
his most formidable competitors. 

Through our heating institute, 
we are staying married to the heat- 
ing contractor. We entertain him, 
take him to ball games and other 
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Paul Gottlieb, President of Milwaukee Gas Appliance Sales, demonstrates ’61 Hamiltons in his new showrooms. 


These 61s have an eager-for-business look! 


We don’t say these Hamiltons are brand new in every way. (After all, the company which invented 
the automatic dryer can hardly re-invent it every year!) 





But there’s plenty of new “‘try me’’ appeal...plenty of new features to hold ’em still for your 
floor pitch. And there is, as always, the fine 
Hamilton loyalty to quality that translates 
into low servicing costs for dealers. With 
other costs rising...isn’t that your best 
promise of margin protection? 














Recent rocmmaneastate 


Hamilton step-ahead convenience! New Fabri-Dial 
ee ae ae , twists to 5 different drying heats. Washer offers high- 
Isn’t it time you joined the sales-making, appeal automatic bleach dispenser. 


profit-making Hamilton Dealer organization? 











When It Comes To LP Appliance Business 
YOU'RE A STEP AHEAD WITH HAMILTON 


Hamilton. 


AUTOMATIC WASHERS * AUTOMATIC CLOTHES DRYERS « HAMILTON MANUFACTURING COMPANY + TWO RIVERS, WIS. 
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events. We have carried on a con- 
tinuing advertising program in all 
the papers in our county. 

This year we are trying some- 
thing just a little different—the 
lure of trips, going somewhere 
without it costing anything. 
Through our heating institute we 
are offering trips to New Orleans. 
It represents a pretty nice deal, in 
that it covers five days for a man 
and his wife. 

We have a drawing for the trip. 
This is what a person has to do to 
qualify: If a builder puts gas in 
the house he builds, he gets a tick- 
et. The heating contractor gets 
one, too. And our store manager, 
or the manager in the area, gets 
one too. So it’s a sort of three- 
way-interest deal, with three people 
getting tickets on the trip. 

If the contractor puts heat and 


hot water in, he gets two tickets; 
if he puts in a built-in range, he 
gets three. 

These tickets are put in a hat, 
and at the end of November we 
will pull out the ticket of the lucky 
winner. 

We also tie the whole thing to- 
gether a little more closely in our 
advertising. In the program we 
have carried on for some time, we 
felt we had run the gamut of in- 
stitutional jobs. Se we have started 
a program this year which we call 
“Household Hints.” (Since our 
name is Hausgas, this title ties in 
pretty well.) 

This is the first part of the ad, 
and its only purpose is to get the 
housewife to read the entire ad. 
The first week, the rest of the copy 
is devoted to the heating con- 
tractor. (The “hints” themselves 
may not, in some cases, have any- 
thing to do with heating or the 
heating contractor.) Somewhere 





Should you 
buy or lease ? 


In June, tax expert E. H. 
Mitchell discussed some deprecia- 
tion problems, and in July he out- 
lined a few situations where the 
“sale-and-lease-back’’ transaction 
might furnish both tax and busi- 
ness advantages. This month he 
treats briefly the possible advan- 
tages to be obtained by the origi- 
nal leasing of plant or equipment, 
or both. 


HEN you ac- 

quire title to 
plant or equipment, 
the cost must be cap- 
italized and, theoret- 
ically, recovered by 
depreciation deductions during the 
useful life of the property. On the 
other hand, rents and other items 
paid to or for the owner for the 
use of such property in your busi- 
ness are deductible in full. 

Leasing capital equipment (in- 
cluding autos, trucks, machinery, 
containers, etc.) has these advan- 
tages: (a) the renter postpones 
large capital outlays; (b) he es- 
capes the expense of maintenance; 
(c) he can use new, efficient mod- 


COUNSEL 
AT YOUR 
ELBOW 
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els; (d) in the face of seasonal 
business fluctuations, he can avoid 
being over-equipped and _ under- 
equipped; and (e) he can deduct 
his rental costs as a business ex- 
pense, thus cutting taxes. 

While the cost of renting is nec- 
essarily higher than depreciation, 
the difference is partly offset by 
the lower investment in capital 
equipment and by tax savings. If 
yours is a bonafide lease (and 
not a sale), rentals are 100 per 
cent deductible from ordinary in- 
come. This means that if rental 
costs are $50,000 a year, your 
actual cost, at the 50 per cent tax 
rate, is only $25,000. Other bene- 
fits are often the avoidance of ex- 
tra bookkeeping and more free- 
dom from time consuming details. 

The popularity of the “lease” 
transaction has grown rapidly 
during the last two decades. Its 
use has spread to many types of 
properties from truck fleets to ma- 
chinery and most other business 
appliances and equipment. Tradi- 
tionally, they are acquired only by 
purchase. 

Of course, if your cash position 
is strong, you may prefer pur- 
chase and an accelerated write-off. 
You might make the purchase 
choice if you are threatened with 
an “accumulated-earnings” surtax. 


in the ad, both his name and ours 
appear. 

The next week we work strictly 
on the new home angle, and a new 
home builder is tied in. The third 
week, the ad is devoted to our own 
business—the things that we sell. 

We get the contracting people to 
participate in this program by in- 
teresting their wives. We tell our 
men that we don’t want them to go 
out to see the heating contractor 
when he is on the job. He may be 
up on the roof with a hammer, 
and may have only 15 minutes to 
give us. The contact has to be 
made at night when both the con- 
tractor and his wife are at home. 

Our program calls for a mailing 
each month about the trip to Mrs. 
Builder or Mrs. Heating Contrac- 
tor. We sort of take her down 
there to New Orleans and she 
brings her husband along. 

That’s one way we are combat- 
ting electric heating competition. 


Purchase ties up capital for busi- 
ness needs. Leasing, on the other 
hand, makes earnings available for 
distribution. In other words, when 
leasing, watch out for an unrea- 
sonable accumulation of earnings. 

Let us assume now that you 
need some new equipment with a 
life expectancy of 10 years; that 
this equipment can be either bought 
for $18,000 or rented for six years 
at $3600 a year; and that you have 
a 50 per cent tax rate. 

Under the purchase arrange- 
ment, and using the straight-line 
method of depreciation, your net 
cash outlay over the six-year pe- 
riod can be accurately and quickly 
projected. Depreciation would be 
$1800 each year, without change. 
Here is the tabulation: 


Original cost $18,000 
Minus % the depreciation. . 900 


First year’s net cost.... 17,100 
Minus % the depreciation. . 900 


Second year’s net cost.. 16,200 
8rd, 4th, 5th and 6th years 
—recovery by depreciation 
(4 times 900) 


Net cost, end of 6th year. .$12,600 
Thus, under the straight line de- 

preciation method, your net out- 

lay, after taxes, would be $12,600 
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Moisture-free Dehydration 
Top Quality Fittings 

Fast Jet Filling 

Profit Plan Financing 

Stocking Point Program 
Merchandising and Sales Aids 


Here’s your answer to slashing upkeep costs on LP-Gas systems. 
Beaird’s new $100,000 Weather-Weld enamel finish has set a 
new record for durability and sparkling beauty. Resistant to stains, 
scuffs and moisture damage, its long lasting attractiveness builds 
Satisfied customers as it saves you money on maintenance. 


The secret of this tough bonded-to-metal finish is Beaird’s new 
assembly line shot blasting equipment. Now every inch of plate 
used in a Beaird LP-Gas system is scoured clean of mill scale and 
foreign particles. Paint adheres more tightly to the carefully 
prepared surface; weld quality is improved and overall finish is 
smoother. Result is an even finer LP-Gas system and another 
reason why Beaird is first in sales. 


See your Beaird representative for additional information on 
profit-building Beaird products. 


THE J. B. BEAIRD COMPANY, INC. 


A subsidiary of American Machine & Foundry Company 
Shreveport, Louisiana e Clinton, lowa 


















USES BEAIRD T-1 


Payliner Bonus Features: 


BEAIRD 


D. E. Daggitt, President 


FOR TOP PROFIT HAULING 


You know Producers Transport, Inc. as operators of the largest 
LP-Gas fleet in the world. Or, perhaps as ranking 20th in the 
nation in petroleum hauling revenue. PTI operates over 450 
petroleum units of every type (57 LP-Transports). But, did 
you know that the last 19 T-1 transports ordered by PTI were 
Beaird Payliners? Or, that this included one with 11,121 w.g. 
capacity that is believed to be the largest T-1 transport ever 
built? 


An important factor in PTI’s success has been the know-how 
that has gone into purchasing new equipment, a task super- 
vised personally by D. E. Daggitt, President. Every transport 
purchased has been measured by exacting standards for safety, 
dependability and final pay out. Beaird T-1 Payliners have met 
these standards and have proved profitable additions to the 
expanding PTI fleet. 


Get top profit hauling for your company — see your Beaird 
representative about a T-I Payliner. 


THE J. B. BEAIRD COMPANY, INC. 


A subsidiary of American Machine & Foundry Company 
Shreveport, Louisiana e« Clinton, lowa 









Management Portfolio 





at the end of the sixth year. The 
total net outlay at that time under 
the accelerated methods of depre- 
ciation would be somewhat smaller. 

If you lease the same equipment 
for six years, each year’s outlay 
would be $3600, minus the 50 per 
cent tax saving due to such rent- 
al’s deductibility. In other words, 
the net annual cost would be 
$1800; and, at the end of the six- 
year term, the total net outlay 
would be $10,800, after the tax 
savings. 

Thus, over the six-year term, 
the purchase would cost $12,600 
(or a few hundred less, if depre- 
ciation is accelerated) while the 
lease transaction, over the same 
period, would cost $10,800, or 
$1800 less. These dollar figures 
are pointed out here merely to 


illustrate one method of consider- 
ing the economic factor involved in 
making a choice. Furnish your ac- 
countant with the proposed financ- 
ing terms, both purchase and lease, 
and he will draft for you a year- 
by-year chart for comparisons. 

Before making a choice, con- 
sider carefully all of the factors 
pointed out above, plus any and all 
others that are peculiar to your 
own business. 

To choose the lease arrange- 
ment, you must first be reasonably 
certain (a) that it will be the 
more advantageous, and (b) that 
the Internal Revenue Service will 
allow the rental deductions. Such 
deductions will not be allowed 
should the so-called “lease” be le- 
gally construed to be, in substance, 
a “sale and purchase.” In other 
words, the lease must be real and 
must be between “non-related” 
taxpayers. es 


August-December taxpayers’ calendar 


August 10 

Extended date for quarterly re- 
turns: 

Employers who made timely de- 
posits of income and social se- 
curity taxes for the 2nd quarter, 
file 2nd quarter return. Use Form 
941 or 941-T. 

Manufacturers, retailers and 
others who made timely deposits 
of all excise taxes for the 2nd 
quarter, file 2nd quarter return. 
Use Form 720. 


August 15 

Employers liable for income tax 
withheld and social security taxes 
in excess of $100 for the month 
of July must deposit such taxes 
with a depositary. Use Form 450. 


August 31 

Highway vehicle owners or op- 
erators must pay the Federal use 
tax on motor vehicles used on the 
public highways. Use Form 2290. 
Manufacturers, retailers and 
others liable for more than $100 
of excise taxes for July must de- 
posit such taxes with a depositary. 
Use Form 537. 


September 15 


Individuals must pay 3rd install- 
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ment of 1960 estimated income tax. 
Corporations must file 1960 declar- 
ation of estimated income tax and 
pay 1st installment of 25 per cent 
of such tax. Use Form 1120-ES. 

Employers liable for income tax 
withheld and social security taxes 
in excess of $100 for the month of 
August must deposit such taxes 
with a depositary. Use Form 450. 


September 30 

Manufacturers, retailers and 
others liable for more than $100 
of excise taxes for August must 
deposit such taxes with a deposi- 
tary. Use Form 537. 

Motor fuel users file claim for gas 
tax refund. Use Form 843. 


October 

During the month you may deposit 
income tax withheld and em- 
ployer’s and employee’s social se- 
curity taxes (Form 450), also re- 
tailer’s and other excise taxes 
(Form 537) — regardless of 
amounts withheld or collected— 
for the month of September, and 
gain an extension of time in which 
to file quarterly returns for such 
taxes, provided such taxes for 
July and August were timely de- 
posited. See November 10. 


October 31 

Employers file quarterly return of 
income tax withheld and social se- 
curity taxes for the 3rd quarter 
and pay such taxes. If the taxes 
were timely deposited see Novem- 
ber 10. 

Manufacturers, retailers and 
others file quarterly excise tax re- 
turn for the 3rd quarter and pay 
the tax. If the tax was timely de- 
posited see November 10. Use 
Form 720. 


November 

Employers should request the fil- 
ing of a new income tax withhold- 
ing exemption certificate, Form 
W-4, by each employee whose with- 
holding exemptions will: be dif- 
ferent in 1961 from the exemp- 
tions claimed on last certificate. 


November 10 

Extended date for quarterly re- 
turns: 

Employers who made timely de- 
posits of income and social secur- 
ity taxes for the 3rd quarter, file 
3rd quarter return. Use Form 941 
or 941-T. 

Manufacturers, retailers and 
others who made timely deposits 
of all excise taxes for the 3rd 
quarter, file 3rd quarter return. 
Use Form 720. 


November 15 

Employers liable for income tax 
withheld and social security taxes 
in excess of $100 for the month 
of October must deposit such 
taxes with a depositary. Form 450. 


November 30 

Manufacturers, retailers and 
others liable for more than $100 
of excise taxes for October must 
deposit such taxes with a de- 
positary. Use Form 537. 


December 

A corporation which meets certain 
requirements* may elect, at any 
time during the month, not to be 
taxed as a corporation for 1961. 


December 15 

Corporations must pay 2nd install- 
ment of 1960 estimated income tax 
which amounts to 25 per cent of 
total estimated tax. 

Employers liable for income tax 
withheld and social security taxes 
in excess of $100 for the month 
of November must deposit such 
taxes with a depositary. Form 450. 
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industry news 


Case study shows savings in 
gas heating over electric 


A comparative study of two func- 
tionally identical schools—one 
heated by gas, the other, electricity 
—showed the gas system cost less 
to install and operate. The schools 
are in Angola, N. Y., five miles 
apart, near Lake Erie. Each was 
operated in its normal manner for 
the 1958-59 academic year. The 
heating season totaled 6859 degree 
days. 

The gas-heated school’s heating 
load requirements and weekly use 
schedules were higher than the elec- 
tric. At night and over weekends, 
the electric-heated school’s tempera- 
ture was set back to 50 deg. while 
the gas school’s was set at 60 deg. 

Despite the fact that the gas- 
heated school was used 30 per cent 
more for non-academic purposes 
after class hours than was the elec- 
tric school, the annual cost of heat- 
ing with gas was $3,008 as com- 
pared to $6,140 using electricity. 

The school board’s records show 
a difference of $6,500 in favor of 
the gas installation. It cost $138,- 
790, the electric system, $145,291. 

Copies of “Gas and Electric Heat- 
ing in Two Schools at Angola, N. 
Y.: School Year 1958-1959” (Cata- 
log No. 25a/U) are available from 
American Gas Assn., 420 Lexing- 
ton Ave., New York 17, N. Y., at 
15 cents each. Heavier stock (Cata- 
log No. 25b/U) are 25 cents each. 


Mobilization plan would 
include LPG dealers 


Government defense mobilization 
planners are going to concentrate 
next on the fuel and energy indus- 
tries. They’ve come up with a new 
“defense plan” to guide state and 
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local authorities in setting up sys- 
tems to mobilize fuel and energy 
resources in any type of national 
emergency—from “extreme _ inter- 
national tension” to a nuclear at- 
tack. 

The plan calls for a series of 
meetings to start soon between the 
Office of Civil and Defense Mobili- 
zation, the Interior Department 
(which handles fuel and energy 
problems), state and local civil de- 
fense officials, and fuel and energy 
firm executives. 

Purpose of the program is to 
recruit and train executives, in- 
cluding L.P. gas dealers, to take 
over “emergency management” of 
resources in such situations. They 
will be given assignments and loca- 
tions to go to in event of an emer- 
gency. Then they would assess 
damage to fuel supplies, locate re- 
maining supplies, and allocate 
(through priorities) the available 
fuels and energy resources. 

While waiting for an emergency, 
the OCDM will use its fuels and 
energy mobilization organization to 
try to “insure adequate supplies to 
meet emergency needs.” This side 
of the program could eventually 
mean government storage of some 
fuels or expanded production ca- 


This is part of the 
group of 160 attend- 
ing Green's Fuel 
Distributors’ Con- 
vention in New Or- 
leans. The conven- 
tion theme was LPG 
carburetion. The men 
were taken through 
processing plants 
and _ underground 
storage facilities for 
L. P. gas. 


pacity under government loans or 
grants—if congress will put up 
some money. 

Such programs have been con- 
ducted in the past for a host of 
industries. But many resulted in 
a glut of government stockpile ma- 
terials, excess industrial capacity, 
or both. Congress now is a little 
wary of such programs. 


"LPG carburetion" theme at 
Green's Fuel Convention 


The Roosevelt Hotel in New Or- 
leans was the convening point for 
the 1960 Annual Green’s Fuel Dis- 
tributors’ Convention, June 13 and 
14. Georgia, Florida and the Caro- 
linas were represented by 160 at- 
tendants. 

The first day of the convention 
took the group on an excursion to 
two Union Texas Natural Gas Corp. 
LPG processing plants at Eunice 
and Rayne. A stop was made at 
Anse la Butte where the conven- 
tioneers toured UTN’s_ under- 
ground storage and loading facili- 
ties. 

LPG carburetion was the main 
theme of the convention and was 
discussed at the Tuesday morning 
business session. Tom F. Havens 
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DELIVERY OR TRANSPORT 
The Only Units Built Exclusively 
To Dealer Specifications 
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STEEL CO., INC. 
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The 17 men pictured above represent the LPG industry leaders in Japan, 
according to E. E. Garnsey, vice president in charge of sales for Trinity Steel 
Co., Dallas. The Japanese industrialists toured Trinity’s new Dallas fabrication 


plant on their American trip. 


of International Harvester Co. 
spoke on “Appeal of L. P. Gas Car- 
buretion to Fleet Owners.” J. F. 
Krebs, Marvel-Schebler Products 
Division, Borg-Warner Corp., De- 
catur, Ill., discussed ‘‘Potential 
Load Building Through LPG Car- 
buretion.” An interesting and il- 
lustrated talk was presented on 
“Safety in LPG Carburetion” by 
C. D. Pritchard, director of the 
LPG Division of the Motor Vehicle 
Comptroller’s office, State of Mis- 
sissippi, Jackson. 

Jamaica, British West Indies, 
was selected for next year’s con- 
vention. 


“Festival of Flame" exhibit to 
highlight AGA convention 


Over 200 of the newest and most 
significant technical developments 
in gas utilization and industry op- 
eration will highlight the ‘Festival 
of Flame” exhibit at the American 
Gas Assn.’s 42nd annual convention, 
in Atlantic City, October 9-12. The 
“Festival” exhibit will occupy a 
90,000 sq ft exhibition hall. (The 
Northeast LPGA convention will be 
held simultaneously with the AGA 
convention. ) 

One hundred new developments 
by nearly 50 manufacturers and 
gas companies have been qualified 
and signed up for display. More 
than 20 gas utilization advance- 
ments and nearly 100 items of gas 
operating equipment are expected. 

The gas utilization section will 
focus attention on new residential, 
industrial and commercial gas 
equipment and appliances which 
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have become commercially available 
since October, 1958, or which have 
become prototypes or field test 
models since that date. 

Certain equipment categories— 
gas air conditioners, refrigerators, 
infra-red burners and disposers— 
are deemed so important that each 
manufacturer in these fields is in- 
vited to exhibit one of his latest 
models. 

A “Festival of New Freedom Gas 
Kitchens and Laundries” will be 
exhibited plus a special gas “‘patio”’ 
showing the newest outdoor appli- 
cations of gas, including cooking, 
infra-red heating and water heat- 
ing. 


Sylvester elected president of 
So. Propane's parent company 


Albert L. Sylvester, Cohasset, 
Mass., has been elected president 
of Southern Gas & Water Co., suc- 
cessor by change of name to West 
Virginia Water Service Co. Elec- 
tion of officers took place at the 
company’s annual meeting in 
Charleston, W. Va., in June. Also 
elected to office in the parent com- 
pany was Southern Propane presi- 
dent James L. Harper of Jesup, 
vice president, who will serve on 
the board of directors along with 
Raymond H. Faxon of Milton, 
Mass., and several others. 

The company’s wholly-owned sub- 
sidiaries are Southern Propane Co., 
Jesup, Ga., and West Virginia 
Water Co. Southern Propane, dis- 
tributor of L. P. gas and gas appli- 
ances, has over 50,000 customers in 
Georgia and Florida. West Virginia 


serves industrial, commercial and 
residental consumers in 17 West 
Virginia communities. 


Advertising practices guide 
available from AHLMA 


Recommended advertising prac- 
tices have been voluntarily and 
unanimously adopted by 20 home 
laundry appliance manufacturers 
who account for virtually 100 per 
cent washer and dryer production. 
The new code is consistent with re- 
cently published advertising guides 
of the Federal Trade Commission. 
Its purpose is to bring the highest 
degree of integrity to industry ad- 
vertising and to help upgrade prac- 
tices by manufacturers, distributors 
and dealers. 

The manufacturers which make 
up the American Home Laundry 
Manufacturers’ Assn. represent 
$100 million worth of appliance ad- 
vertising at the national and local 
levels through all media. 

The National Appliance & Radio- 
TV Dealers Assn. and other appli- 
ance groups urge local dealers. to 
use the guide as a model in tailor- 
ing recommended advertising prac- 
tices. Copies of the new guide are 
free along with sections titled: 
FTC Guides Against Deceptive 
Pricing, Guides Against Bait Ad- 
vertising, and Guides Against De- 
ceptive Advertising of Guarantees. 
Write the Association at 20 N. 
Wacker Dr., Chicago 6, III. 


Honeywell to double footage of 
Golden Valley controls plant 


Minneapolis-Honeywell has_ be- 
gun work on a multi-million dollar, 
227,000 sq ft plant addition, which 
will almost double the size of its 
temperature controls plant in Gol- 
den Valley, Minn. When construc- 
tion is completed, July 1961, 1200 
production employees will be trans- 
ferred from two other plants, in- 
creasing employment from 950 to 
2100. 

This addition, increasing the 
plants area to 500,000 sq ft, will 
make it the second largest in Honey- 
well’s organization. It is exceeded 
by the 642,000 sq ft main plant in 
Minneapolis. 


AGA reviews literature 
on infra-red energy 

An evaluation of literature cover- 
ing production and applications of 
infra-red energy by both gas and 
other means is presented in a pub- 
lication issued by the AGA Labora- 
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MATCH 


A 


SAFETY- 


IRE 


SEALED 





IF YOU CAN! 


THE ALL-GAS HEATER WITH All THE 


FEATURES FOR BETTER, SAFER HEATING 


The Saf-Aire Automatic Gas Heater is in a class by itself—no other 
heater offers so many sales-making features! No chimney, no ducts, no 
electricity needed...even if power fails, Saf-Aire continues to operate. 


1. Tested and proved in 12 years of 
operation— 250,000 in use today. 
2. Does not use room air for com- 


bustion...no odors, no gases in 
room. 


Approved for bedroom installa- 
tion—the most critical test of 
safe operation. 


Three kinds of control—manual, 
wall thermostat, Unitrol. 


Modern built-in heater —recessed 
between the studs (not hung on 
the wall). Handsomely finished 
in two-tone enamel. 


Heat exchanger is ceramic 
coated inside and outside for 


Symbol of 


sw 


Excellence 
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protection against corrosive 
effects of condensation. 


7. Easily installed through a 
square hole. 


8. Easy to service—loosening two 
screws permits removal of en- 
tire burner assembly. 


9. Quiet—fins on heat exchanger 
prevent expansion noises: 


10. Nationally advertised in shelter 


group magazines. 


11. Complete assortment of con 
sumer literature, window and 
floor displays, local advertising 


material. 


Dept. AT-80, Lebanon, Indiana 


"ul | 
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THE ONLY GAS HEATER WITH 
A FINNED HEAT EXCHANGER 


Saf-Aire heating surface is greatly in- 
creased by close-set fins, running full 
length of exchanger. Saf-Aire’s vertical 
heat exchanger moves more air across 
hot surfaces—heats faster —heats better. 


STEWART-WARNER 


HEATING AND AIR CONDITIONING DIVISION 





tories. Research Bulletin 83, “Liter- 
ature Review of Infra-Red Energy 
Produced With Gas Burners” de- 
scribes a research study sponsored 
by the AGA Committee on Indus- 
trial and Commercial Gas Research, 
as Phase 1 of PAR Project IA-14, 
“Investigation of Infra-Red Energy 
Production With Gas Burners.” 
Although infra-red burner appli- 
cations have been in use for 20 
years, interest in this energy has 
been rekindled with the production 
of the porous ceramic burner de- 
veloped recently in Germany. Many 
questions occurred which hampered 


the use of these new gas-fired infra- 
red burners. 

For this reason, AGA felt that 
research was necessary to aid the 
industry and to strengthen the com- 
petitive position in industrial proc- 
essing in using gas-fired infra-red 
generators. The bulletin covers the 
first phase of a study initiated at 
the AGA Laboratories in 1958. 

Bulletin 83 presents the physics 
and mathematics of infra-red radia- 
tion and the types of I-R generators 
available. Present applications and 
comments on future possible appli- 
cations which are meant to stimu- 





FOR AUTOS AND TRUCKS USING LP-CAS 


ROCHESTER OF TEXAS 


SOLVES AGE-OLD 
PROBLEM 


Twin Site 
Float Gauge 





Remote Receiver 
nit 


Twin Site Tank Ss F 
Unit yr oi 


Constant liquid-level reading on tank and instrument panel ¢ Allows 


switching of saddle tanks or from LP gas to gasoline before power 


loss occurs. ¢ 


Easy-to-read, fogproof dial °¢ 


Flutterless pointer 


¢ Replaceable dial-transmitter capsule. 


FOR COMPLETE INFORMATION WRITE TO 


S 


UT YIUUTTUTLUU 


ROCHESTER GAUGES, INC. 


OF TEXAS 


2425 CAROLINE 


DALLAS, TEXAS 








late thinking on the use of I-R 
burners are covered. 

Copies of Research Bulletin 83 
are available from the AGA Lab- 
oratories, 1032 E. 62nd St., Cleve- 
land 3, Ohio, for $2 each (Catalog 
No. 35/IR). 


Dearborn to market two 
new central heating units 


Revised 1960 marketing plans 
have been announced by Dearborn 
Stove Co. as a result of the Dallas 
firm’s recent purchase of Sequoia 
Manufacturing Co. (Acquisition of 
the San Carlos, Cal., manufacturer 
of gas-fired central heating equip- 
ment was announced in last month’s 
Highlights. ) 

Dearborn president R. H. Norris 
emphasized that Sequoia fits the 
parent company’s marketing pro- 
gram ideally with a full line of 
quality central heating products. 
Marketing of the new line of central 
heating and air conditioning equip- 
ment will start this year. Plans in- 
clude two central heating lines un- 
der the Dearborn name. One a gas- 
fired gravity recessed furnace, is 
ideal for apartments, small homes, 
multiple units and zone heating in 
large homes. The other unit is a 
horizontal central heating unit, 
available in four models, which will 
fit on an attic platform or in crawl 
space under the floor. 

The central heating units are al- 
ready designed to accept air condi- 
tioning. 

The two Dearborn central heat- 
ing units will be available through 
present regional offices and ware- 
houses. Sequoia will continue its 


Here, Sequoia president H. R. Kramer (I.) 
and Dearborn president R. H. Norris pose 
with part of Sequoia-made gas heating 
equipment. Plans include marketing of two 
central heating lines under the Dearborn 
name. 
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“WEIGH” OUT IN FRONT 


Bey 
Spe 


_ DEPENDABILITY 


~ af 


Anchor weighs facilities against your needs for top service and gas, and 
the result is absolute dependability. Manufacturing, transportation and storage 
are of the most modern and extensive. LPG quality is the best. And Anchor men are 
truly expert in your problems. You'll be “weigh” ahead, whatever your 
LPG needs, when you talk contract with Anchor. Call right now. 
Now Celebrating 20 Years of Service to the LPG Industry . . . 
ANCHOR PETROLEUM COMPANY TULSA 
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~ Facts fo 
[LI2-Ga 
Jobbers 


LP-Gas Jobbers buy direct from Pure Oil—pro- 
ducer of its own LP-Gas. 


PURE ships promptly in any weather in its own 
tank car fleet, or by transport truck. 


PURE owns many sources of LP-Gas to insure job- 
bers of a steady supply; and PURE’s production 
capacity continues to increase. 


PURE’s huge underground storage facilities as- 
sure you a supply of LP-Gas when you need it 
most. 


Rigidly-maintained quality of PURE’s LP-Gas 
guarantees customer satisfaction. 


PURE’s sales representatives will assist you with 
business-building ideas. 


Why not start now to do business with a 
supplier whose reputation and performance 
strengthen yours. Call or write the Pure Oil 
office nearest you. Do it today. 








BE SURE 
WITH PURE 


The Pure Oil Company, 35 East Wacker Drive, Chicago 
1, Illinois * Worland, Wyoming, Box 38 * Minne- 
apolis, Minnesota, 825 Thornton Street S.E. © Fort 
Worth, Texas, Fair Building, Box 2107. 


News (cont. ) 


own marketing operations under the 
Sequoia name. 

H. Robert Kramer, one of Se- 
quoia’s founders, will act as presi- 
dent of the new Dearborn sub- 
sidiary. No personnel changes will 
occur as a result of the merger. 


Whirlpool Corp. has formed a new 
department to carry on and expand 
management and operations training 
for wholesale distributor personnel. 
“Establishment of this new depart- 
ment formalizes a program begun as 
a series of distributor management 
seminars in 1959,” says Jack D. 
Sparks, vice president, RCA Whirl- 
pool appliance sales. He added that 
eventually the distributor develop- 
ment department will expand to in- 
clude a program of management 
training, assistance in solving opera- 
tional problems, and a medium for 
the exchange of information between 
distributors. Robert P. Lewis, re- 
cently consumer relations director, 
will head the new department as 
manager. 


Gabe Marin, president of Sun-Ray 
Oil Burner Manufacturing Co., Ja- 
maica, N. Y., was the winner in 
Minneapolis-Honeywell’s 75th Anni- 
versary “Win-A-Wagon” contest. The 
prize was a full-size working replica 
of a 1901 Oldsmobile. Object of the 
contest was to guess the number of 
times a torture test model of the new 
Honeywell R478 electronic flame safe- 
guard would cycle before it was ar- 
bitrarily stopped at the end of the 
contest period. Marin guessed it 
would cycle 243,821 times, just 11 
cycles more than 243,810 cycles at 
which the device was stopped. 


Two safety awards of merit, in 
recognition of 1,248,000 man-hours of 
perfect safety, were presented to The 
Ju. B. Beaird Co., Inc., Shreveport, 
La., by the National Safety Council 
and Liberty Mutual Insurance Co. at 
a recent employee open house. The 
open house included a plant tour and 
a review of safety displays for the 
employees and their families. 


California Liquid Gas Corp. pur- 
chased the assets of Gholson L. P. 
Gas Service, Mt. Home, Idaho. The 
new company name will be Idaho Gas 
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“T-1” Steel tankers help cut rates 10% 


“No other metal on today’s market does the job as 
economically and efficiently as USS “T-1’ Steel in our 
LPG carriers,” says Mr. John T. Peirick, Director of 
the LPG Division of Producers Transport, Inc., New 
Buffalo, Michigan. 

“P.T.I. covers the entire midwest and east coast. 
Since we purchased the first “T-1’ Steel tanker in 
1954, our fleet of fifty tankers has been completely 
converted. The new carriers weigh 4,000 Ibs. less than 
the old units, but carry 4,700 gallons more propane,” 
reported Mr. Peirick. “This boosted our delivery 
capacity 102% and the reduced dead weight cut 
transportation cost. 

“We have trucks on the road day and night, seven 
days a week. Averaging two trips a day, each carrier 
logs a minimum of 75,000 miles a year. The old units, 
with smaller payloads, would have to make twice as 


This 11,000-gallon LPG tanker made of USS “T-1" Steel at 82% capacity, 
hauls 102% more payload and weighs 4,000 Ibs. less than older units. It 
was built by J. B. Beaird Company, Shreveport, La. 


many trips to handle our deliveries. About this same 
time legal load limits were raised in the midwest 
states,” explained Mr. Peirick, “which increased our 
earnings per mile. 

“The savings resulting from these efficient new car- 
riers and the increase in allowable gross vehicle 
weights were passed along to our customers as a 10% 
rate decrease. We expect to reduce our costs further 
with additional “T-1’ Steel carriers as they are 
needed.” 

USS “T-1” Constructional Alloy Steel has a mini- 
mum yield strength of 100,000 psi. This permits 
design to high working stresses. That’s why you can 
get such large payload increases. Take advantage 
of “T-1” Steel’s strength and weldability. Contact 
our nearest sales office or write United States Steel, 
525 William Penn Place, Pittsburgh 30, Pa. 


USS and “T-1” are registered trademarks 


United States Steel Corporation—Pittsburgh 
Columbia-Geneva Steel—San Francisco 
Tennessee Coal & lron—Fairfield, Alabama 

United States Steel Supply—Steel Service Centers 
United States Steel Export Company 


United States Steel 


> This mark tells you 
‘ a product is made of 
modern, dependablie Steel. 





Co. Valley Propane Service, Nampa, 
Idaho, was also purchased by Cali- 
fornia Liquid Gas. The company 
name will remain the same and Dick 
Fletcher, former owner, will con- 
tinue as manager. 


A major contribution of the 1960 
PAR Public Information Program of 
the AGA to add to gas industry pres- 
tige is a colorful section of The 
New York Times (June 19, 1960 edi- 
tion). The section, telling the gas in- 
dustry story, is presented in editorial 
fashion, carrying “how-it’s-done”’ pic- 
tures. The supplement reached from 
two to three million homes through- 
out the U. S. 


A home builder sales kit for con- 
tractors who want to expand their 
hydronics business in the new house 
market is now available from the 
Better Heating-Cooling Council. The 
kit is designed to prove to the home 
builder that hydronics will help sell 
homes faster and at a greater profit 
to him. The package contains a pro- 
gram with a new approach for selling 
the home builder. It can be used in 
a team approach to the builder by 
the contractor and a distributor and 


FOR 
SALE 
——— 


LESS THAN 2 ORIGINAL PRICE!...REAL BARGAIN AT 


Here’s a Propane Tank that’s ready to go to work for 
you NOW! Perfect unit in all states where 32,000 lb. 
gross on tandem is legal. Designed for tandem tractor. 


manufacturer’s representative. The 
kit sells for $1.60 and includes the 
selling guides, a 60-page handbook, 
sample baseboard sticker, and three 
sample pieces of literature. Write to 
the Better Heating-Cooling Council, 
250 Park Ave., New York 17, N. Y. 


“Safety ... Everywhere... All 
the Time” is the National Safety 
Council’s slogan of a new continuing 
campaign, aimed at making safety an 
around-the-clock family affair. It 
will save industrial firms from con- 
ducting separate on-and-off-the-job 
safety campaigns. The campaign 
symbol is a black circle within a 
yellow diamond. Kickoff for the cam- 
paign is a 23-minute full-color film. 
Reminder items available to em- 
ployees are key-tags, posters, leaflets, 
pocket protectors, safety scoreboards 
for plant and home. For further in- 
formation and suggestions as to how 
to start a campaign, write the Na- 
tional Safety Council, 425 N. Mich- 
igan Ave., Chicago 11, IIl. 


Name the Honeywell Mermaid and 
win a trip to Jamaica for one week, 
with expenses paid for two, during 


‘5 97 00 


October. This is the big prize offered 
in Honeywell’s third contest of 1960 
designed to help dealers sell more 
and better water heaters. For more 
information write “Put Yourself in 
Hot Water,” P. O. Box 431, Chicago 
ST, Ta: 


Brown Stove Works Inc., Cleve- 
land, Tenn., in mid-June announced 
the appointment of the Adams- 
Allison Co., Atlanta, Ga., to handle 
its advertising and sales promotion 
program. 


Dean Distributing Co., Inc., Port- 
land, Ore., has been awarded the dis- 
tributor franchise for Hamilton 
Manufacturing Co. automatic washers 
and clothes dryers in Oregon and 
Washington. 


Hal’s Gas Service Inc., Waterville, 
N. Y., has filed incorporation papers. 
The company sells both LPG and gas 
appliances. 


Reconditioned 
Propane Transport 


| 
SPECIFICATIONS 


® 9,000 Gallons 
(water level) 





®@ Working Pressure 
—265 P.S.I. 


@ I. C. C. MC330 
@ Air Brakes 
®@ Spoke Wheels 


® 10/20 Roadable 
Tires 


®@ Tri-Cover 
Manhole 





Call or Write: Bob Costello 


FRUEHAUF TRAILER COMPANY 


5330 W. 47TH STREET @ CHICAGO 38, ILLINOIS @ LUdlow 5-5600 
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Meet A.R. Blossman, Sr. and Jr. 


“Fred” Blossman, Founder-President, Blossman Hydratane Gas, Inc., Covington, La. 
“Skeets” Blossman, Vice-President, pilot and executive board member 


25 years a Shell LP-Gas Jobber=-with a perfect delivery record 


Heading up one of today’s largest LP-Gas 
operations in Dixie is a far cry from Fred 
Blossman’s early days. His first five years 
were a struggle . . . included everything 
from policy making to truck dispatching. 
And it really paid off for Fred—he ac- 


quired over 1000 satisfied customers. Of 


course, by this time, he had become a 
contract customer himself—for Shell Pro- 
pane. But this was only the beginning. 





Reminiscing about his 25-year associa- 
tion with Shell, Fred says: ‘Shell has 
always maintained the wise policy of con- 
tracting to sell propane only within its 
capacity to supply. This policy has cer- 
tainly paid off for me—a 100% delivery 
record from Shell—and for my customers, 
too. As for Shell service—you simply 
can’t beat that either!” 

Today, the Blossman organization 


boasts of some 40,000 customers in two 
states, who are served over 20 million 
gallons of LP-Gas annually. He has more 
than 250 employees and operates a fleet 
of 168 vehicles (equipped with two-way 
radios) from 24 Blossman distribution 
plants. Fred, too, is justly proud that his 
home town of Covington chose to give 
him its “Outstanding Citizen Award” 
in 1953. 


It pays to be a Shell LP-Gas Jobber 


—and your nearest Shell office will be glad 
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to tell you why. Ask for the District Manager 





a 








For further information on any items in 


this section use the convenient Univac 


Readers’ Service postcards on pages 89, 90. 


New Products and 
Free Literature 


Cap protects 
cylinder valves 


Circle 1 on Readers’ Service Card 

Protection of cylinder valves, 
particularly needed on construc- 
tion jobs, is provided by a cap 
(GEC 820) which screws directly 
onto the threaded neck of the cylin- 
der. Pressed Steel Tank Co. 


Chain wrench grips 
without crushing 


Circle 2 on Readers’ Service Card 

Chain wrenches for work in ex- 
tra tight quarters, feature ratchet- 
like action in either direction and 
from either side. The wrenches 
(GEC 770) tightly grip any shape 
without crushing it. Ridge Tool 


Co. 
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FLAMMABLE 


Decals apply 
in seconds 
Circle 3 on Readers’ Service Card 
Pressure-sensitive identification 
and safety decals (GEC 710) go on 
in seconds and stay on for years. 
They meet state regulations, and 
are ideal for all equipment, glow 
when light hits them. Wetmore Co. 


Filter contains 
built-in magnet 
on Readers’ Service Card 
Low-profile, large-capacity filter 
(GEC 350) designed especially for 
fork lifts, incorporates bulkhead 
fitting into filter base. Built-in 
magnet attracts iron oxide, pre- 
venting its getting into solenoids. 
Algas. 


Cirele 4 


Combination valve 
reduces piping 


Circle 5 on Readers’ Service Card 
Piping is reduced to a minimum 
with “Midgitrols”’ (GEC 820) 
combination valves for trailer and 
home. Midgitrol is four valves in 
one; power is furnished by a pilot 
generator. General Controls Co. 


Deskside intercom 
offers more space 
Circle Service Card 
An optional bracket attachment 
with this intercom (GEC 140) of- 
fers more desk work space. The 
intercom may be placed on the side 
of a desk, a table, or on a wall for 
office and industry. Talk-A-Phone 
Co. 


6 on Readers’ 
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~ uur LPens rn 


( Advertisement) 


With fuel, labor, and other costs going 


up, one of the best ways for an LP-GAS 


dealer to increase profits selling fuel in 


bulk is to improve the efficiency of his 


unloading operations. Several manufac- 


turers who supply this industry are co- 


operating to this end. 


DELIVER 1,000 GALLONS TO YOUR CUSTOMERS’ 
TANKS IN 17 INSTEAD OF 34 MINUTES 





Cutting the loading and unl 


1g time in half may well increase your net profit per truck 


to 400%. Based on figures pare a couple of years ago, and assuming that you can 


increase your deliveries by 50% due to the above speed-up (without adding new 
or more overhead) watch what happens to the net profit. 








a 





Speeded-up delivery and 


adapt the TC-3 to the new high pres- 
sure services, gear and bearing ma- 
terials, as well as the pump case, have 
been strengthened to give added 
safety factor. The TC-3 is not a new 


Present Delivery Rate design so has no “bugs” that haven’t 


already been found and removed. It 
develops excellent efficiency. 


increased volume 








Gross sales of L.P.G. . 
Cost of sales (Gas) 


$65,000 
— 40,000 


$25,000 


Delivery Expense . . . . 11,400 
General Overhead... — 8,600 


$104,000 
— 64,000 


$ 40,000 


— 11,400 
— 8,600 


GROSS PROFIT Recommended Installation 


Inlet piping for the TC-3 (when 
pump is operated at 400 RPM or less, 


oe for 60 GPM output) can be 214”. Use 
Net Profit Per Truck . . . $5,000 $ 20,000 








You can insert your own figures in place of the ones shown and see for yourself how your 
net would be affected by a 50% increase without a change in delivery and general over- 


head expense. 


Valve manufacturers have come out 
with new filler valves for consumer 
tanks that allow 60 GPM fill rates. 
Meter manufacturers have new 11,4.” 
meters to take up to 60 GPM. Vapor 
space filling to cut down back pres- 
sure in consumer tanks has been de- 
veloped. It has remained for a pump 
manufacturer to come up with a prac- 
tical high-pressure, high-volume pump 
that will double delivery rate with min- 
imum of added cost, low upkeep, ete. 


Practical Pump Found 

In searching for the best way to 
solve this problem, engineers of the 
Smith Precision Products Company 
investigated many new types of de- 
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signs including multiple-piston, heavy 
vane, 2-stage turbine and worm screw 
designs, but after careful study found 
the ideal solution right in their own 
stock in the TC-3 pump. 


TC-3 Pump 
The FC-3 was originally designed 


for large transport trucks, and service 
records show a pumping average of 
10,000,000 gallons between factory 
overhauls. The delivery rate (100 
GPM at 500 RPM) would be too high 
for the 60 GPM requirements, but 
when this pump is operated at slower 
speeds (300 to 400 RPM) delivery 
will be just right, service life will be 
longer because of the lower RPM, 
and operating noise less. To better 


= Rego 7539FR excess-flow check valve 


in tank liquid outlet, 214” angle or 
globe shut-off valve (or 2” if straight- 
through valve, such as Okadee) and 
a 214.” strainer. Pump may be oper- 
ated in either direction (or both di- 
rections) of shaft rotation, has four 
optional inlet and outlet ports to 
make piping easy. Bypass valve, 11/,” 
set 125 lbs. and piped to return to 
truck tank(s). The TC-3 is available 
in either Underwriters’ Approved or 
“regular” models. THIS PUMP IS 
A NATURAL FOR DEALERS IN- 
TERESTED IN IMPROVING THE 
EFFICIENCY OF THEIR DE. 
LIVERY TRUCKS. Buy a new TC-3, 
or have your TC-2 pump converted 
to a TC-3 at the factory at lower cost. 
Write to Smith Precision Products 
Company, 1135 Mission Street, South 
Pasadena, California, for new 20-page 
booklet on “How to Speed Up Fuel 
Deliveries.” No obligation. 





ardmore 


HOSE BELO 


in hand wind 
and power drive 


When you order hose reels, 
specify “Ardmore”... for quality, 
proper performance and years 
and years of trouble-free 
service. Complete choice of 
types and capacities to meet 
your exact need. 


ARDMORE PRODUCTS 

1855 Shermer Road 

Northbrook, Illinois. 

Eastern Office: 612 Commerce Road 
Linden, New Jersey 


International Sales and Service 


Write for Bulletin 101 


i ee 
ae 


“Mighty midget” boiler 
rated higher by AGA 
Circle 7 on Readers’ Service Card 
Features of the _ re-designed 
“mighty midget” boiler (GEC 420) 


| include staggered water passages 
| to extract maximum heat; slotted- 
| type, instead of drilled, ports and 


three one-piece cast iron burners; 
mixture throat and burners are in 
one piece. These features brought 
high AGA rating. Peerless Heater. 


Direct connection 
of quick coupling 
Circle 8 on Readers’ Service Card 
This cylinder valve (GEC 820) 
permits direct connection of a 
quick coupling for fork lift trucks. 
Excess flow check is part of the 
valve as a safety feature to prevent 
accidental discharge of gas should 
the connection break. Selwyn- 
Pacific. 


Compact pressure regulator 
constructed of die-cast zinc 
Circle 9 on Readers’ Service Card 


A low-cost pressure regulator 
(GEC 700), constructed of die-cast 
zinc, may be used as a two, three, 
or four-way regulator. It’s avail- 
able in 144 in. sizes only. Internal 
parts are of brass and the dia- 
phragm and disc of oil-resistant 
BUNA-N. Watts Regulator Co. 


Sealed vent gas heater 
installs in a window 
Circle 10 on Readers’ Service Card 
This gas heater that installs in 
a window operates with a sealed 
burner, in which the gas flame and 
pilot burn in a chamber away from 
room air. The heater (GEC 420) 
has a capacity of 20,000 Btu, and 
measures 10 x 18 x 26 in. It may 
be removed when desired. H. C. 
Little Burner Co. Inc. 


One gpm recovery claimed 
for 40-gal. water heater 
Circle 11 on Readers’ Service Card 


This automatic, 40-gal. storage- 
type water heater (GEC 860) de- 
livers 127 per cent more hot water 
per hr than comparable units. The 
Hotstream J-40 has a recovery rate 
of more than 1 gal. per min at 100 
deg. rise. It measures 64 in. high 
and is suitable for home and com- 
mercial use. Hotstream Heater Co. 


Phenolic paint 
stops rust 
Circle 12 on Readers’ Service Card 
Formula L-122 stops rust on 
cylinder foot rings and other areas 
where surface preparation is im- 
possible. A_ plasticized phenolic 
paint (GEC 610) it resists chemi- 
cals, acids, earth organisms and 
bacteria and does not oxidize. 
Spatz Paint Industries. 


BUTANE-PROPANE News 





For further information on these products use the Univac Readers’ Service postcards on pages 89, 90 


Burner bowls removable 
for easy cleaning 
Circle 13 on Readers’ Service Card 


Clean styling, easy to use con- 
trol panels, and oversize oven door 
windows are features of this free- 
standing gas range (GEC 240). 
The roast guide gives automatic 
roasting by dialing the weight and 
type of meat, the clock control does 
the rest. Chrome plated burner 
bowls are removable for washing. 
Waste King Corp. 


Heater combustion air 
taken from outside 
Circle 14 on Readers’ Service Card 


Safety is the idea in this Martin 
Duo-Vent wall heater (GEC 420), 
since combustion air is taken from 
the outside rather than _ inside. 
Venting is straight through the 
outside wall, eliminating venting of 
the wall and roof. The heaters are 
finished in lifetime porcelain en- 
amel, and can be used as a table 
top. Martin Stamping and Stove Co. 











Gas dryers carry 
multiple features 

Circle 15 on Readers’ Service Card 

Automatic gas dryers (GEC 120) 
feature twin air streams, three- 
cycle rotary timer with separate 
cycles for a variety of materials 
and a no-heat air setting. They 
have a zinc-bonded tumbling drum 
and double-pass lint control. Carry 
a one-year parts warranty. Match- 
ing gas washers are available. 
Hamilton Manufacturing Co. 


No rattles . .. Not ever! One piece, ‘‘Uni-Weld"’ frame 
eliminates rattles! No bolts, no screws to shake loose! 
Enterprise is sturdier . . . lifetime built! 
Same top quality construction . . . all models! 
Rust-proof porcelain finish, inside and out! 
Backguards with interchangeable colors! 
FREE FLOOR PLAN! 


Generous co-op advertising! 


(CENTENNIAL 
Colne 
——™ 


Get full details on the Enterprise range 
line . .. your money-maker with the fea- 
tures that SELL! Write for new 1960 
catalog! 


PHILLIPS & BUTTORFF 
CORPORATION 


ae Nashville, Tennessee ... Since 1858 
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*Pre-Vent” 
by TEMCO 


America’s most beautiful, 
most wanted, most practical 
thru-the-wall gas heater 


Here’s why: 


STYLE—for today’s finest homes 
—gleaming cabinet of handsome, 
contemporary design. 


OUT FRONT CONTROLS— 
easy access to the finest in con- 
trols, Minneapolis-Honey well. 


CERAMICLAD HEAT Ex- 
CHANGER~-a TEMCO exclu- 
sive—warranted against rust and 
burn-out—standard equipment 
on the “Pre-Vent” 


)}) SAFE—hermetically sealed—no 
flue or chimney needed—uses 
only outside air for combustion. 


)) PROFITA BLE—dealers report 
less service calls on the TEMCO 
“Pre-Vent” than on any other 
thru-the-wall gas heater. 


and you sell everybody! 


TEMCSO, inc. 


NASHVILLE 9, TENNESSEE 


Gas Healing Specialists for the Naiion” 


Mail this coupon for name of your nearest 
TEMCO distributor! 
TEMCO, Inc., Dept. BP, Nashville 9, Tenn. 


NAME 





STORE 





ADDRESS 





CITY & STATE 








| Ascot No. 


Compact range mounts 
on cabinet or wall 
Circle 16 on Readers’ Service Card 
A compact 40-in. range may be 
mounted on a metal or wood cabi- 


net or hung on the wall. The eye- 


level control panel houses controls 
for the oven, broiler and burners 
as well as the thermostat, auto- 


' matic clock, roast control and ro- 
tisserie. The range (GEC 240) in- 


cludes an all-chrome oven, separate 
“grill-a-vater” broiler and four top 
burners. The Tappan Co. 


Wall-mounted boiler 
saves housing space 
Circle 17 on Readers’ Service Card 
For space-saving in split-level, 
ranch or duplex construction, the 
924 hydronic boiler 
(GEC 420) is wall-mounted. It fea- 
tures a combination valve which 
incorporates the automatic pilot, 


| automatic main valve and pressure 


regulator in one compact unit. 
Ascot Gas Water Heaters Inc. 


Hand cleaner 


| has dispenser 


Circle 18 on Readers’ Service Card 
Little Doc Disolvit, a paste 
waterless hand cleaner (GEC 500) 
removes oil, grease, paint, ink, tar, 
shellac and asphalt. The 100-oz 


| container may be mounted with a 


dispenser in its wall bracket any- 


| where and costs less than $5.00. 


Schaffner Mfg. Co. Inc. 


Non-ferrous waterways 
reduce boiler corrosion 
Circle 19 on Readers’ Service Card 


This commercial boiler has four- 
pass heat-exchangers that send wa- 
ter at high velocity through three 
1-in. copper fin tubes in an “over- 
back, over-back” pattern. Damage 
to the boiler (GEC 410), caused by 
lime and corrosion, is highly re- 
duced because of its all-copper wa- 
terways. It operates at 160 psi with 
in-put ratings from 800,000-to-21%4 
million Btu. Raypak Co. Inc. 
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Stand-up fork lift 
maneuvers easily 
Circle 20 on Readers’ Service Card 
Stand-up fork lift truck (GEC 
530) has zero inside turning ra- 
dius, 360 deg. steering with three 
cylinder L. P. gas engine. It fea- 
tures easy maneuverability, econ- 
omy, and low maintenance. Minne- 
apolis-Moline Co. 


Aluminum pump 
saves 139 Ib 
Circle 21 on Readers’ Service Card 


A four-inch rotary pump (GEC 
660), offered in iron or aluminum 
has a nominal capacity of 300 gpm. 
The aluminum model weighs 86 lb, 
as compared to 225 Ib in nodular 
iron. Model LG4, offered as a 
truck pump and a base mounted 
unit (iron) has helical gear drive, 
for bulk plant service. Blackmer 
Pump Co. 
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FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered... 
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Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information 
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your name, title, company and address PLAINLY and 
drop the card in the mails. No postage is needed. 





FIRST CLASS 
PERMIT NO. 36 
Philadelphia, Pa. 











BUSINESS REPLY MAIL 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY 


— Readers’ Service Dept. 


c/o UNIVERSITY OF PENNSYLVANIA 
THE COMPUTER CENTER 

P.O. BOX 8211—30TH STREET STATION 
PHILADELPHIA 4, PENNSYLVANIA 


BUTANE-PROPANE 


ws READERS’ SERVICE DEPARTMENT 


Please send me further information about the items circled below... 


1 
15 
29 
43 
57 


2232 43. © F @rov elt we wo 
16 17 18 19 20 21 22 23 24 25 26 27 28 
30 31 32 33 34 35 36 37 38 39 40 41 42 
44 45 46 47 48 49 50 51 52 53 54 55 56 
58 59 60 61 62 63 64 65 66 67 68 69 70 


@ PLEASE PRINT 


NAME 





COMPANY 





ADDRESS 


CITY & STATE 








August, 1960 @ Void after 90 days 


UNIVAC SERVICE 
Electronic Processing of Inquiries 


@ 





FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered 


use these time-saving READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information : 
about items that interest you, circle the corresponding F electronically processed 5 
number on the Readers’ Service Card, then PRINT : oe by UMIVAC .- : 
your name, title, company and address PLAINLY and a ‘ 

drop the card in the mails, No postage is needed. 


Your inquiries” 


for high speed" 
., __ Service to you 


BUTANE PROPANE | 
| ee READERS’ SERVICE DEPARTMENT | 


Please send me further information about the items circled below... 


: 2 S08 6-46. 7. @ 2 Wt te te 
13 .4@>:17. WS 19 2 21. 22.23: 24 25 20 27 
29 30 31 32 33 34 35 36 37 38 39 40 41 42 
43 44 45 46 47 48 49 50 51 52 53 54 55 56 
57 58 59 60 61 62 63 64 65 66 67 68 69 70 


© PLEASE PRINT Circle the ."| 





w 
2 
a 
S 
Us 
A 
re 
ws 
y o 
¥ 
>a 
ee 
ra 
= r-) 
be 
oe 
2 
ad 


NAME Number and 
PRINT plainly a 





COMPANY 








ADDRESS CITY & STATE 


August, 1960 e Void after 90 days 








@ 





FIRST CLASS 
PERMIT NO. 36 
Philadelphia, Pa. 














USE THESE 
POSTAGE FREE 
POST CARDS 


. BUSINESS REPLY MAIL 


No postage necessary if mailed in the United States 














POSTAGE WILL BE PAID BY 


wee 5 Readers’ Service Dept. 


c/o UNIVERSITY OF PENNSYLVANIA 
THE COMPUTER CENTER 

P.O. BOX 8211— 30TH STREET STATION 
PHILADELPHIA 4, PENNSYLVANIA 





Four Cures for Obsolitis * 


gd *A serious malady affecting owners of 
obsolete delivery equipment. 


Here are four sure ways to cure obsolitis, the dangerous “affliction” that may be cutting 
into your profits. If your equipment runs up heavy repair bills each year, or carries less 
payload than you need for maximum profit, here’s good news for you: The Mississippi 
Tank line is designed with your transportation problems in mind. No matter what you 
seek in L-P Gas equipment . . . top payload .. . faster pumping . . . economy .. . dura- 
bility . . . there’s a Mississippi Tank model to fit your needs. You’re losing money every 
day you operate obsolete equipment, so contact Mississippi Tank right now about your 
requirements. 


T-1 LOAD-KING TRANSPORT 


Extra payload and strength at no increase in gross 
weight in this model. Exclusive design assures perfect 
weight distribution and maximum loading. Available 
in 7,600 to 11,000 w.g. capacities custom built for your 
area of operation. 


T-1 TITAN 


Its extra capacity—-3,075 w.g. on a single 18,000- 
Ib. axle enables the Titan to pay for itself in a 
matter of months. Lightweight T-1 steel construc- 
tion, 76%” inside diameter tank, fully X-rayed and 
sand blasted. 


TITAN, JR. ATLAS DELIVERY 


2,600 w.g. capacity—weighs less than 23,000 Quality designed and precisely balanced for maximum 
lbs. loaded! The secret is Mississippi Tank per- payload capacity at low cost. Finished with many 
fect-balance design. 72” inside diameter tank, deluxe features you’d expect to find only in higher- 
fully X-rayed and sand blasted priced models. Capacities: 2,000 to 2,400 water gallons. 


Mail coupon for literature on the 
latest in profit-designed equipment 


MISSISSIPP! TANK COMPANY, Inc. 
Hattiesburg, Miss. 
Without obligation, RUSH literature on: 

Cj T-! Steel Transports 

) Delivery Units 

[1] Domestic and Bulk Storage Systems 
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MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss. JUniper 3-0262 


Name 
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WASCOT | 


the boiler 
that mounts on the wall 
«+» Out of the way 


- 
MODEL 924 


APPROVED 


VK 
~n 
NEW! 


ASCOT GAS BOILER 


PUTS PROFIT BACK 
in HOT WATER HEATING 


Hydronic heat for the home? 
Hot water for a commercial job? 
... then consider ASCOT 


Consider the space saving flexibility, low initial 
cost, one man installation, high efficiency and lack 
of maintenance. 


Ascot is built and priced to bid even against budget 
warm air systems...and still build a profit for youl 


EASILY INSTALLED — light weight 
— one man can do the job. 
EFFICIENT — AGA rated, now 
available up to 120,000 BTU’s. 
FULLY AUTOMATIC — featuring 
BASO & PENN Controls. 
QUIET — Ribbon flame burner for 
quiet combustion. 
INSTANT HEAT — response at ra- 
diators within 30 seconds. 
ECONOMICAL — ASCOT cuts in- 
stallation costs and eliminates 
call backs. 
ASCOT is backed by 25 years of heater ex- 
perience in North America and Europe. 
Write for FREE literature 


ASCOT 


GAS WATER HEATERS, INC. 
222 W. Pittsburgh Ave., Milwaukee 4, Wis. 


SOUTHERN STATES: Southern Heater Co., 844 Barone St., New Orleans 
PACIFIC COAST: Equipco Sales, Inc., 1238 N.W. Glisan St., Portland 


A Radiation Company with offices in 
London, Sydney, Montreal and Milwaukee 


92 
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Through-the-wall heater 
occupies little space 
Circle 22 on Readers’ Service Card 


Pre-Vent gas heater (GEC 420) 


| gives the safety of a hermetically 
| sealed unit and through-the-wall 


vent, for small room heating. The 
unit measures 714 in. thick, 24 in. 
high and 22 in. wide. Models of 
10,000, 20,000 and 30,000 Btu are 
available. Temco Inc. 


Torch's flame spreader 


| provides uniform flow 


Circle 23 on Readers’ Service Card 

The “Waikiki” gas torch (GEC 
470) has a stainless steel flame- 
spreader for uniform flow, heavy 
steel construction and a weather- 
proof finish. The torch measures 
11 by 15% in. Arkla. 





FREE LITERATURE | 


ke a. 
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Sharp Flame hand torch 

Circle 24 on Readers’ Service Card 

Specifications and prices of the 
sharp flame hand torch (GEC 780) 
are described in Bulletin PM-E 59. 
The literature illustrates a cut- 
away view of torch construction, 
the flame range and the holder. 
Bethlehem Apparatus Co. 


Aluminum case L.P. gas meter 
Circle 25 on Readers’ Service Card 
The American AL-110-LPG Alu- 

minum case L. P. gas meter is de- 

scribed in detail in Bulletin 307. 

The meter is rated at 110 cfh pro- 

pane, 5 psi working pressure and 

designed for medium sized homes 
and small commercial loads. (GEC 

560). American Meter Co. 


Valves description, application 
Circle 26 on Readers’ Service Card 
P-K Paul Control valves, hose 

valves and Ludeman rotoflo valves 

are all described in a_ two-color 
bulletin No. GV 101. The booklet 
includes introductions, operating 


features, mechanical operation, flow 
charts and specifications. General 
Kinetics Corp. (GEC 820.) 


Mirth-provoking Laugh Book 
Circle 27 on Readers’ Service Card 
For those who make an occa- 

sional speech or address, the pocket- 

sized Laugh Book is of particular 
value. Included are cartoons by 
famous artists and “heard in the 
locker room” jokes by Precision 
Equipment Co. (GEC 450.) 


Standard and custom clamps 
Circle 28 on Readers’ Service Card 
Illustrations and condensed in- 

formation on the standard Wittek 

clamp line (GEC 430) including a 

few of the custom-made types are 

contained in a 16-page, three-color 
booklet. Wittek Manufacturing Co. 


Community relations programs 
Circle 29 on Readers’ Service Card 
Methods for setting up commu- 

nity relations programs that work 

are described in “Building Success- 
ful Community Relations.” The 
booklet (GEC 450) points out the 
need to build a better community 
and tells how businessmen can get 
into this activity. Cities Service. 





CORRECTION 


The May issue of BPN car- 
ried an article, “LPG Makes 
Deliveries Soft for Softee,” 
wherein it was stated that 
the equipment for the con- 
version of Softee trucks was 
furnished by J & S Carbure- 
tor. 

We erred. Karl F. Deck, 
service sales manager for Ze- 
nith Carburetor Division, 
Bendix Corp., writes as fol- 
lows: 

“The entire Softee engi- 
neering was handled by our 
Mr. Charles R. Meyers, east- 
ern representative, and Mr. 
Ray Landis of the John E. 
Landis Co., Lancaster, Pa. 
The equipment that has been 
presently supplied has been 
billed through our distribu- 
tors, John E. Landis Co... . 
and Motor Ignition Co., Phil- 
adelphia. 

“In addition, we have sold 
several hundred carburetor 
assemblies to the D. W. Onan 
Co. for application to the 
engines supplied by Mr. 
Softee.” 
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F. T. LUNDIN—from sales manager 
of the Eastern Division of The Dri- 
Gas Co., Hinsdale, IIl., to vice presi- 
dent of sales. FRANK DRaAGOoUN, for- 
merly Eola, Ill. district manager; 
and RoBert SWAN, formerly Lafay- 
ette, Ind. district manager; are new 
co-sales managers to work under 
Lundin. 


F. T. Lundin A. Christiansen 
Dri-Gas Co. Day & Night 


AL CHRISTIANSEN is the new dis- 
trict manager, headquartered in Fort 
Worth to manage sales of water 
heating, heating and air conditioning 
for Day & Night Manufacturing Co., 
La Puente, Cal. 


GEORGE ZIMMERMAN succeeds Char- 
les Ruelle as service manager for 
Hamilton Manufacturing Co., Two 
Rivers, Wisc. DON KASSNER replaces 
Zimmerman as product service en- 
gineer. A. J. BERKEY is in the newly- 
created position of adjustment super- 
visor for product service. 


RALPH R. MENDELSON, who has 
served in various administrative ca- 
pacities for Hotstream Heater Co., 
is new executive vice president, to 
head all executive and _ divisional 
heads of manufacturing, sales and 
administrative programs in Cleve- 
land. 


GEORGE L. FREELAND, JR. is sales 
representative in the Denver area for 
Janitrol Heating and Air Condition- 
ing, undef the direction of W. R. 
Egan, western regional sales mana- 
ger. 
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COSTS °°: 
LP-Gas Pumps 


Bulk Plant 


Fueling and Bottle Filling 


-guarantees a longer 


to handle your fall and 


winter demands 


You cut costs because Viking sup- 
plies the right size and type of pump 
for efficient operation on every job. 
No compromising applications. 

Truck mounting pumps come in 
three sizes—28, 38 and 70 G. P. M. 
Bulk plant pumps come in twenty 
models, to meet every need. Fueling 
and bottle filling pumps in 5, 10, 20 

_and 30 G. P. M. sizes. 

You cut costs, too, by having longer 
pump life and full capacity operation 
because of the many exclusive Viking 
features . . . *automatic pressure lu- 
brication of idler bearing, automatic 
return-to-tank valve, the original Viking 
“‘gear-within-a-gear’’ pumping princi- 
ple, and a simple non-leak mechanical 
seal and O-ring gaskets. And these are 
just a few of the reasons. 

Sound interesting? Send today for new 
Viking LP-Gas Catalog HB. 
Patent Pending 

= 

All Viking al » 

“U"' Pumps a Ly 

Carry This Marker @X & 
aoe 


“tay on 


‘ 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A 
In Canada, It's ‘‘ROTO-KING’’ Pumps 


See Our File in Butane-Propane Catalcg 


lasting. more brilliant finish 


GAS CYLINDER 
ALUMINUM PAINT 





AS 2c PER FOOT! 


616 B STREET +* CALL COLLECT, FE 6-4404 + PERRY, OKLA. 


PSC RCN RRR ag ema te nace tnmoRtaRE mpmgieR eos ee 


“In my opinion, you always 
benefit most when dealing with 
a supplier who is a specialist. 
That’s why my LP-gas contract 
is with Union Texas Natural...” 


says Fred Lewis 
Liquigas Company, Inc. 
Cartersville, Georgia 


SPECIALIZATION AT UNION TEXAS NATURAL MEANS 
@ quality products produced only in natural gasoline processing plants 


@ delivery and storage facilities directed only to serving the needs of 
LP-gas dealers 


@ a marketing organization completely familiar with every problem of 
dealer operations 


@ a-specialized engineering staff immediately available to any dealer 
large or small 


All of these specialized services are yours with a Union Texas Natural contract. 


Talk to your nearest representative for complete 
] 
WIN 


details. 
UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BUILDING TULSA OKLAHOMA 





Texqas 
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STANLEY J. NELSON — from man- 
ager of operations, Minneapolis, to 
manager of residential operations 
for Minneapolis-Honeywell Regula- 
tor Co. in Los Angeles. R. S. FRIES 
—from manager of the appliance 
controls division, Los Angeles, to 
manager of commercial operations, 
Minneapolis. RALPH L. ALLEN—from 
manager of the branch sales office 
operations to manager of the appli- 
ance controls division, Los Angeles. 
J. E. REMINGTON—from corporate 
credit manager, to manager of the 
branch sales office operations, Min- 
neapolis. 


S. J. Nelson R. S. Fries 


Minneapolis-Honeywell 


E. W. DIssLeER—from vice presi- 
dent and manager of Canada-Cities 
Service Petroleum Corp. to manager 
of exploration in Delaware. He suc- 
ceeds REFSE H. TUCKER, recently 
elected vice president of the parent 
Cities Service Co. C. E. CoLe is the 
new exploration manager of Canada- 
Cities Service Co., Calgary, Alta. 


Dick T. FENwWick—from assistant 
manager of the Denver division of 
Sinclair Oil & Gas Co., to assistant 
to vice president L. G. Rheinberger, 
head of the gas and gas products de- 
partment, Tulsa. C. H. McCLuRE— 
from assistant manager of the Tulsa 
division to assistant manager of the 
Denver division. 


JoHN H. SmitH—from Pure Oil 
Co.’s wholesale marketing division 
general office, Chicago, to the north- 
west wholesale marketing division 
office in Minneapolis. Tom MONROE 
—from southeastern LPG wholesale 
representative to wholesale market- 
ing of propane sales, Minneapolis. 


Swwney A. Norwoop—from Sys- 
tems Nelson, Inc., Clarksdale, Miss., 
to head the new bulk plant service 
for the LPG and AA Industries for 
Squibb-Taylor Inc., Dallas. 
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RICHARD KENNETT — from head- 
quarters manager, Bridgeport, to 
vice-president of Sid Harvey of Conn. 
Inc. JOSEPH KNoB—from purchasing 
agent, York, Pa., to vice president 
of Sid Harvey of Pa. Inc. GERARD 
BURCHELL—from purchasing depart- 
ment of Sid Harvey Supply Inc., to 
purchasing agent for Sid Harvey, 
Ine. 


E. O’KEEFE, pioneer of the LPG 
industry in South Carolina and own- 
er of Coastal Natural Gas Co., Wal- 
terboro, S. C. was elected to the 
Clemson College board of visitors as 
one of two representatives from the 
first congressional district. 


DANIEL P. CARLIN—from manager 
of mid-Atlantic sales district to east- 
ern sales manager for John Wood 
Co.’s heater and tank division, Con- 
shohocken, Pa. 


MIKE F, GraceE—from district sales 
manager, Chattanooga, to product 
sales manager of central heating con- 
trols for Grayson Controls Division 
of Robertshaw-Fulton, Long Beach, 
Cal. ARTHUR G. Baitz—from di- 
rector of sales training in the Fulton 
Sylphon Division, Knoxville, Tenn., 
to the new post of director of en- 
gineering planning, Richmond, Va. 


M. F. Grace R. E. Roberts 


Robertshaw-Fulton Pyrofax Gas Corp. 
Ross E. ROBERTs, 64, executive vice 
president of Pyrofax Gas Corp., sub- 
sidiary of Union Carbide Corp., pass- 
ed away on June 1, in Bowling Green, 
Ky. Mr. Roberts joined Pyrofax in 
1927 and held various sales positions 
throughout the mid-West and East 
until 1938 when he became sales 
manager in New York. In 1950 he 
became manager. He was elected 
vice president of Pyrofax in 1953 and 
in 1957 was made executive vice 
president. He was a member of the 
LPGA and the Ancient Gassers. 


Travis E. Moster—from sales rep- 
resentative in Chicago, to sales rep- 
resentative in Moline, Ill. for Wol- 
verine Tube. 
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CONTROLS 
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mR LEVEL HEAT CIRCULATION 
QUBLE “FUEL-SAVER™ 
ONT GLOW HEATING 
ERATURE 


MODEL DR-75 
70,000 BTU 


| SPACE HEATERS 


FOR EVERY HEATING NEED! 





QUEEN PRODUCTS DIVISION 


KING-SEELEY CORPORATION 
515 FRONT STREET ° ALBERT LEA, MINN. 








The HIDY DEGREE-DAY RECORDER WILL 


SAVE YOU UP T0 30% 


ON TRUCKING AND BOOKKEEPING COSTS 


Would you pay $95 a year rental or a modest purchase price to save 
up to 30% on your bookkeeping and trucking costs? That’s what hun- 
dreds of users of the HIDY degree-day system are saving every year. 
With this system you can deliver more gallons per mile--make fewer 
trucks do the same job Can be bought or leased. In use in all parts of 
the country. The most accurate, easiest to install, simplest to main- 
tain degree-day recorder on the market—and that statement is hacxed 
by $1000 reward for anyone who can prove otherwise! Write for full 
story of this money-saving, work-saving plan—ask for Bulletin JBP. 
Please state whether you already operate on Degree Day system. (Note: 8 terri 
tories still available 
for sales representa- 
tives. Write for in- 
formation. ) 


6988 FIVE MILE 
RD. CINCINNATI 
OHIO 


HIDY-BROWN RECORDER COMPANY 











THE WORLD'S ONLY 
VAPOR OPERATED 
GAS TRANSFER PUMP 


Power 1s extracted from a small quantity 

of high pressure gos. Uses only 1/20th of 1/10th 
@s much gos os the bleeding method. Vapor loss 
extremely low. Transfers up to 24 gallons per 
minute in the field without danger. 


Dependable Farm 
Equipment Since 1886 


JOHN spay: CO., INC. 
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Mac T. FINLEY, retains his post 
of assistant to the president of 


| American Bosch Arma Corp., as well 


as serving as the newly-elected sec- 
retary of the corporation. 


Davip B. FARMUN is newly ap- 
pointed sales manager for Welbilt 
Air Conditioning and Heating Corp.’s 
Michigan district as well as sections 


| of Ohio and Indiana, where he will 
| organize distribution and promotion. 


JAMES A. BAILEY, JR.—from mana- 


| ager of hydraulic hose sales to as- 


sistant manager of the hose sales de- 
partment, North Chicago, for Good- 


| year Tire & Rubber Co. DONALD E. 


HARRINGTON—from sales engineer to 
manager of hydraulic hose sales. 


GILBERT N. BELL — from general 
sales manager, Sprague Meter Co., 
Bridgeport, Conn., to vice president 
and general manager of sales. 


WALTER W. WEEKES has_ been 
elected secretary of Hauck Manufac- 
turing Co., Brooklyn, N. Y. 














INSTALL THEM IN WINDOW OR WALL 


— like an air-conditioner — 


Suburban NOVENT 
and 
DYNAVENT 
GAS HEATERS 


No other heater has ALL 
these money-saving, space- 
saving, fast-heat features: 


Power vented — need no flue or 


chimney * Sealed combustion chamber — 

Burn no room air * Even heat floor to ceiling — “i 

wall to wall » SAVE UP TO 30% and more, in 

fuel costs * ALL the controls of a Forced Warm Air Heating 
System + Choice of built-in or wall thermostat 


Three models — 20,000 BTU — 35,000 BTU 
— 45.000 BTU. Available for all gases. 
Approved by AGA, , o Leading 
Utilities and LP-Gas Marketers. Write for 
details to Dept. BP—860. 











SUBURBAN APPLIANCE CO. 


Morristown 


New Jersey 
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associations 


TBDA group activities 
still ‘bigger, better’ 


S the Texas Butane Dealers 

Assn. wound up another year 

of accomplishment with its 15th 

annual convention (Dallas, June 

29-July 1), it could well afford to 

stick out its chest in typical Texas 
“bigger and better’ pride. 

Certainly, the year had been a 
full one. Activities got under way 
mere days after J. L. “Red” 
Weathers had taken over the gavel 
at the convention last June. 

In July, hundreds of firemen 
from almost every fire department 
in the state attended the annual 
LPG Division of the Texas A & M 
Firemen’s Training School. One 
of the three co-sponsors of the six- 
day school, TBDA has developed 
this public service gesture into one 
of its most noteworthy continuing 
projects. 

Then in September, a series of 
Better Business Clinics began. 
This was a new project developed 
by TBDA’s Ethics and Industry 
Improvement Committee. A _ six- 
hour, one-day course covering Cus- 
tomer Relations and Credit and 
Collection Procedures was pre- 
sented by two University of Texas 
instructors. Designed to be taken 
into the field, the course was given 
10 times for well over 100 dealers 
and their employees. 

The following month, TBDA de- 
cided to beef up its membership. 
Dealers from all over the state at- 
tended a two-day mid-October 
meeting called by President Weath- 
ers. The first step in Weathers’ 
program was to select those non- 
members who would be issued an 
invitation to join. Then, a booklet 
describing the association’s activi- 
ties was prepared and sent to 
these prospects. Finally, dealer 
members followed up with a per- 
sonal call. To add incentive, the 
Pat & Chuck Supply Co. announced 
that the individual making the 
best showing in the membership 
drive would be awarded a trip for 
two to Mexico City. The net re- 
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sult, announced at the January 
mid-winter meeting, was that 70 
new members signed up! Bill Tay- 
lor, Gene Bumpus, Inc. (Plain- 
view), won the trip. 

It was also in October that 
TBDA’s official publication, “Texas 
Butane News,’ won two awards, 
as the best association publica- 
tion in the southwest and as the 
best marketing and merchandising 
publication in the same area. Like 
so many other bigger and better 
things from Texas, this monthly 
publication is really outstanding. 
It’s current issue, for example, 
has 56 pages. 

In December, when a possible 
future butane shortage had sud- 
denly become a _ much-discussed 
subject, Weathers called a special 
two-day meeting of the board of 
directors. Representatives of all 
major LPG producers were in- 
vited, each man being allotted one 
hour to present his opinions. This 
information was kept confidential, 
but the board summarized its find- 
ings for the membership and pre- 
sented this summary at the mid- 
winter meeting in January. 

At least three other noteworthy 
happenings occurred at the mid- 
winter meeting. The group was 
presented a life insurance pro- 
gram, it took a close look at the 
threat of unionization, and _ it 
elected a dealer of the year. 

Since Texas life insurance laws 
prohibit an association from spon- 
soring a group program, TBDA 
could only investigate and recom- 
mend the life plan. (A hospitaliza- 
tion insurance plan set up by the 
same agency 14 months ago now 
has 169 dealerships signed up and 
has already paid out $88,018 in 
claims. ) 

Unionization was studied at a 
session open only to bonafide deal- 
ers. The board of directors has 
continued to review the situation 
and is exploring the possibility of 
securing a labor attorney “to se- 
cure the fullest possible degree of 
legal protection should the organi- 
zation of the Texas LPG industry 
become a reality.” 

The Dealer of the Year, chosen 
from 18 district nominees, was 
Aaron Smith, manager of Blu- 
Flame Gas Co. (Troup). He was 
cited for being “largely respon- 
sible for the active interest of north 
and northeast Texas dealers,” ac- 
complishing this by “originating 
fellowship meetings and providing 
programs of great interest.’’ 
Known for his “excellent judg- 
ment in the business world,” he is 
“constantly called upon by fellow 
dealers for advice and counsel.” 
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NOW YOU CAN SELL MORE GAS LIGHTING WITH 


OF GENERAL GAS LAMPS 


otnnouncing 


the NEW 


“MATCHED PAIR” 


for modern, gracious 
outdoor gas lighting 


Now—the new ‘‘Gay-Lawn”’ (left) and ‘“‘Cheer- 

Glo” (right) added to the popular line of Humphrey 

“Opalite” gas lamps give you more gas lighting sales op- 
portunities than ever before! No other maker offers both indoor 
and outdoor lamps for so many uses at such competitive prices. 


The Gay-Lawn. Lights the way for friends 
and discourages intruders. Sell it for patio, 
garden or driveway use. Famous No. 8 in- 
verted super-bright mantles are bright as a 50 
watt bulb—far brighter than most “upright” 
mantles. Exclusive Humphrey ‘‘spiral post’ 
adds distinction offered by no other lamp. 


The Cheer-Glo—Says “welcome” at the door 
or mounts on outside wall facing patio, porch 
or garage. Same high quality as Gay-Lawn. 
Both lamps have non-corroding aluminum 
burner parts with brass valve and removable 
plug for easy lighting. Rust resistant coated 
steel post, enameled finish. 


HUMPHREY Caalilos 


BRING YOU GAS LIGHTING 


for indoors, too! 


Three styles to choose from ... Wall bracket, 
Single Pendant and Double Pendant ... for 
cottage, cabin, mobile home or travel trailer use. 


Three lustrous anodized finishes available. 

Choose from hand copper, gleaming brass 

or polished aluminum trim to suit any decora- . 
y tive scheme. Other superior Humphrey fea- ee 


i sh ‘ tures: ‘‘Oven type glass’’ globes, ceramic 
Ww) burner noses, shock resistant ‘Beret’ mantles a & 
No. 3-1P — and non-rusting construction. WY) No. 3-2P = 


WRITE FOR FREE LITERATURE. 


er REY PRODUCTS DIV. 


. General Gas Light Co., Kalamazoo, Mich. 
P.O. Box 2008 Kilgore at Sprinkle 
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F. O. B. 
Oshkosh, Wisc. 
*Brakes & tires, extra 
*Pat. #2,772,010 
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HYDRAULIC TANK TRAILER 


YES—ONE MAN—CAN FRISK your tanks with a FISK trailer. Easy to operate and 
maintain. The hydraulic system does all the work. Save muscles—time and money. Fisk 


will transport tanks up to 1260 w.g. 
= Sees FISK TRAILER SALES CO. 
P. O. Box +3093, Madison, Wis. 


@ Lowers level 
@ No up-ending 











Cell. 


BEAUTY AND 
COMFORT 
INSURANCE 


i 

Stnasine, 

Sa the New Armstrong 200 
Series Vented Gas Heaters beside 
a modern Hi-Fi console and you'll 
agree “it’s at home in any home” 
—with any furnishing decor. 
it’s Armstrong beauty that closes 
sales and rings your cash register. 
AGA Approved—Sizes 15M to 30M 
btu—Finest drill port, cast burner 
—Optional controls. 
Beautifully finished in durable, dark 
tan “Mochatone” enamel and gold 
silicone enamel expanded metal 
front. 
Write or wire for information on a 
truly complete line, 8,000 to 70,000 
btu’s, vented and unvented. 


Armstrong Products Corp. 
Huntington 12, W. Va., Tel. JA 3-0165 





PRESSURE.-TITE 
Connections... 


Heot and vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble. Makes 
all assemblies leak- 
proof ond pressure- 
tight. Prevents rust, 
corrosion and joint 
seizure. 


BRUSH-ON 


ndlouw type 








ON- HARDENING 
, Sa 
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SkET g yoIN! | 
WG compoury 











LOOSENS 
RUSTED BOLTS 


A powerful blend of fast- 


for LEAKPROOF 


| 


| 
| 


acting solvents thot liter- | 
ally “melt the rust away” | 


—safe on all metals and 
alloys. 


RADIATOR SPECIALTY CO. 
CHARLOTTE, N. C. 
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April was service school month 
and the 21 schools held that month 
were termed “one of the most suc- 
cessful projects ever undertaken 
by TBDA.” Jointly sponsored by 
TBDA and Robertshaw-Fulton 
Controls Co., the schools attracted 
nearly 650 students. 

Also in April, the board of di- 
rectors reported that it had com- 
pleted its study of collection agen- 
cies’ plans for “aged accounts.” It 
authorized a contract for the best 
plan and that plan is now in full 
operation. 

May was management’s month 
for education. The 15th Annual 
Management Workshop attracted 
44 students, eleven of them for the 
first time, six for the second year, 
ten for the third year, nine for the 
fourth year, and eight for “post 
graduate” work. The faculty in- 
cluded many teachers and profes- 
sors from the University of Texas. 
Among the subjects covered were: 
Butane Dealer Ethics, Manage- 
ment Essentials, Credit and Col- 
lection Procedures, Analyzing Ac- 
counting Reports, Business Law 
for the Butane Dealer, How to 
Train Employees, The Power of 
the Written Word, and Butane 
Dealer Problems. 

The day after the Management 
Workshop closed, many Texas LPG 
dealers and their agricultural cus- 
tomers went to Harlingen to watch 
a two-day flame cultivation pro- 
gram sponsored by High Plains 
Research Foundation. (This is the 
same project that has been covered 
in a two-part BPN series ending 
this month.) Interest in the dem- 
onstration ran high, with many 
farmers actually traveling hun- 
dreds of miles to attend the activi- 
ties. 

That brings the association year 
around to June and the annual 
convention. Since it is taking 
place as these words are written, 
no account of convention activities 
can be presented here. Indications 
are, however, that it will be the 
biggest and best yet, even for 
Texas. Here’s one indication. In 
1958, TBDA decided to boost in- 
terest in its convention trade show 
by announcing a $500 award 
which would go to some lucky pur- 
chaser of LPG equipment in the 
show. Sales totaled $160,000. In 
1959, the same Treasure Chest 
was adopted, followed and sales to- 
taled one-quarter million dollars. 
This year, the prize is a new com- 
pact car and the goal is one-half 
million dollars! 


New NGAA tests, 
specs in the mill 


The Natural Gasoline Association 
of America expects the 1960-61 
year to be the greatest in its 40- 
year history. Many NGAA com- 
mittees are now hard at work on 
new and _ continuing projects. 
Among these, the following are of 
interest to the LPG industry. 


Extensive revisions to “LPG Speci- 
fications and Test Methods,’ NGAA 
Publication 2140, were recently ap- 
proved. The new edition, to be 
published this summer, will reflect 
these changes: 

1) The existing two weathering 
tests (‘‘Weathering Test Butane 
and Butane-Propane Mixture” and 
“Weathering Test for Commercial 
Propane”) will be combined into a 
single test method for butane, pro- 
pane, and B-P mixtures. The 95 
per cent boiling point for propane 
will be changed from —38.5 deg. F. 
to —37 deg F. 

2) Because of the adoption of 
the combined weathering tests, the 
old “mercury freeze” test will even- 
tually be discarded. It will be con- 
tinued in the revised 2140 as a 
supplemental test since it appears 
in many old contracts. 

3) A new test method, defining 
the “end point index” will be in- 
cluded. It will be labeled “for in- 
formation only” at present, and 
will determine the non-volatile resi- 
dues that have caused consumer 
complaints about products. A speci- 
fication, based on this test, will 
come after industry has had suf- 
ficient experience to determine 
proper limits. 


Further study of LPG Specifica- 
tions includes several methods that 
would limit ethane content of bu- 
tane-propane mixtures. One of 
these methods is a formula based 
on vapor pressure and specific grav- 
ity of the mixture. Objective of 
the study is to hold the ethane per- 
centage of B-P mixtures of low 
butane content to about that nor- 
mally present in commercial pro- 
pane. 


A new and simpler test for deter- 
mining moisture content, which, if 
practical, will replace the cobalt 
bromide and dew point tests. 


A research project to obtain ex- 
perimental enthalpy data for light 
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hydrocarbons has_ been’ recom- 
mended. Preliminary work indi- 
cates an appalling lack of data, par- 
ticularly at low temperatures, says 
NGAA. Figures have been pre- 
sented showing costs of inadequate 
data and the returns possible from 
research. Tentative plans call for 
placing selected phases of the work 
at universities with suitable per- 
sonnel and equipment. Beginning 
phases will be on a modest scale, 
becoming a full-blown project in 
1961. 


A revised edition of the “Engineer- 
ing Data Book” and a joint edi- 
torial committee (NGSMAA- 
NGAA) will be created. Nearly 
30,000 copies of the 1957 edition 
are in use and a second reprinting 
is being contemplated to meet de- 
mand. The committee wants sug- 
gestions from users for new mate- 
rial that should be included. Send 
suggestions to NGAA officers. 


A comprehensive, indexed bibliog- 
raphy of the literature on physical 
properties and design data for light 
hydrocarbons will be published this 
summer. References and abstracts 
for years 1946-1959 are included 
for articles dealing with such prop- 
erties as enthalpy, thermal data, 
activity coefficients. 


Manual of Recommended LPG 
Loading Practices is being devel- 
oped. The manual will cover all 
phases of product handling includ- 
ing operations, equipment and reg- 
ulations from the plant storage site 
to the loaded truck, tank car, barge 
or other transport. A final draft 
for the Technical Committee’s ap- 
proval is planned for the 1961 meet. 


Richard Carver elected 
president of Arkansas LPGA 


Richard Carver of Little Rock, 
Ark., was elected president of the 
Arkansas LPGA at the meeting in 
Memphis during the recent mid- 
South LPGA convention and trade 
show. 

Cy Carney, Jr., Fayetteville, is 
first vice president; M. C. Ras- 
berry, Helena, is second vice presi- 
dent and Larry D. Linder, Little 
Rock, treasurer. The new officers 
will be installed at the mid-winter 
meeting of the Arkansas group in 
Little Rock in January for the cal- 
endar year of 1961. 
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Write for 
Descriptive Folder 
and Name of 
Nearest 
Distributor 


Superior LP Gas Pumps give top perform- 
ance at differential pressures up to 300 
psi. Now you can pump more gas... 
and at lower cost. Up to 100 g. p. m. 
single hose delivery from bobtails, or up 
to 300 g. p. m. in bulk plants. 

Superior precision pumps eliminate vapor 
hose . . . shorten delivery time . . . in- 
crease profits. 


Superior LP Gas Pumps are precision 
engineered. You are assured positive pump- 
ing action with sliding self-adjusting, self- 
lubricating plastic vanes. 
Sliding vanes may be replaced quickly 
. without removing pump from truck 
or base. No spares needed . . . pump 
efficiency restored easily without new 
pump expenditure. 


Superior LP Gas Pumps are leakproof. 
Patented mechanical seals guaranteed for 
one year. No springs or push rods. Smooth 
sliding vanes are pressure activated . . . 
hydrostatically-balanced. You're assur’ 
superior performance . . . superior work- 
manship with Superior ‘precision’ ‘patented’ 
rotary pumps. Try one. 


MUpPpEeUgt 


LPG Precision Rotary Pump 
A PRODUCT OF 
SUPERIOR INDUSTRIES, INC. 
1007 National Bank of C 





Bidg. + New Orleans 12, La. 





dy 


Keep Up with L. P. gas 
Developments Each Month 


by subscribing to 


BUTANE: 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


( Check herewith 


Name ... 


- re 


C) | yeor $2.00 


..Zone ......State 


[J] 2 years $3.00 
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Speedy Therm has a secret 
and... 


it's a GASSER! 


SPEEDY THERM INC. 
1505 RACE ST., PHILA. 2, PA. 











g Broyhill 


HANDI-HEATER 
Keeps Stock Tanks 


ICE-FREE 





Or 























Fits Any Tank 
Lights Quickly 
and Simply 





Stock BROYHILL HANDI-HEATERS for 
increased sales and for customer sat- 
isfaction. Operates from bottle gas. 
AGA approved Automatic Shut-Off 
and Temperature controls. Sell BROY- 
HILL Stock Tank Heaters—perform- 
ance proven on thousands of farms. 


1 GED comrany ONsenasan’” | 








100 

















a 

PROPIANE < 

‘ges iene fa’ x . 7 : 
BRIINE 7 





> — 
SALT BED 


Lo LUNE] ys seer nee 





" Cavity in Salt Structure 
“B" Propane Injection Pumps 


" Compressors for. Loading & Unloading 
to and from Transportation 


Truck & Trailer Transport Equipn.ent 
" Dehydration Facility for Moisture Removal 


"" Above Ground Storage Receiving & 
Shipping Terminal 


'G" Well 
" Brine Disposal Well 





" Brine Reservoir 


" Brine Pumps 








Suburban Gas of Pomona releases 


underground storage project details 


HE west’s first retailer-owned 

underground storage reservoir 
for LPG will look like the drawing 
above when it goes into operation 
in August. Announced in April 
Highlights, the $200,000 facility is 
being built near Moab, Utah, for 
Suburban Gas of Pomona, Calif. 
Initial capacity will be 4.2 million 
gal. 

This new facility will be filled 
during the summer months. by 
transports and trailers operating 
between Moab and_ production 
plants in Bloomfield and Lybrook, 
N. M. Suburban vice president R. 
C. Harris said the Moab propane 
will serve customers along the 
western slope of the Rockies. 

Salt dome storage is not new, 
but is currently enjoying great 
popularity. The mechanics of the 
Moab project, therefore, are of 
timely interest. 

A 2200-ft-deep well was drilled, 
the last 200 ft being in an 8000-ft- 
thick salt bed. Fresh water is now 
being pumped down the well into 
the top 200 ft of the bed. The salt 


dissolves, forming a_ saturated 
brine. This process is continued 
until the dissolved cavity reaches 
the desired size. 

To store propane, special pumps 
force it into the well. Being much 
lighter than the brine, it stays on 
top, forcing the brine to the sur- 
face via a pipe with an opening 
near the bottom of the cavity. On 
the surface, the brine will be stored 
in a reservoir capable of holding 
6.3 million gal. 

To recover the propane, the 
process is reversed. The brine is 
forced underground, pushing the 
propane out. After being dehy- 
drated, the propane is placed in 
conventional tanks for short term 
storage. Above ground storage will 
initially be 38,500 gal. 

At any time, the storage reser- 
voir can be enlarged by pumping 
more fresh water into the cavity, 
dissolving more salt and forming 
more brine. 

Texas Natural Gasoline Corp., 
Tulsa, Okla., is the general con- 
tractor for the project. Ld 
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CONVERT your way 
to PROFITS 





Part 3—How to convert a truck 


JOHN E. HALLBERG Chief Engineer, American Liquid Gas Corp. 


Just about any engine can be con- 
verted to L.P. gas. 

In Part I of this series, I men- 
tioned that the truck field comprised 
but a small percentage of the poten- 
tial LPG market. What I did not 
mention is that one truck conver- 
sion may net you the same profit as 
two or more fork lifts or farm trac- 
tor jobs. 


ITH trucks, even more than 
with other types of power ap- 

plications, it is imperative that you 
never make rash claims about what 
can be expected with LPG. You may 
have to prove your claim. If the 
truck installation doesn’t prove out, 
you’ll have it thrown back at you. 

On a forklift, fuel consumption 
cannot be so readily judged as it 
can be on a truck. But on a truck, 
fractions of miles-per-gallon make a 
lot of difference, because trucks may 
be using a gallon of fuel every three 
miles. The average truck driver will 
tell you (and, in no _ uncertain 
terms) if the engine does not per- 
form to his satisfaction. He will 
notice immediately any change in 
performance and in fuel consump- 
tion, either for better or worse. 

Again let me stress the impor- 
tance of giving the engine a 
thorough checkout, with special 
emphasis on the ignition system. 
Check everything yourself. Study 
what you are going to do. 

Never tie up the vehicle until you 
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On truck conversions, a generous-size tank 
—I'/ times as large as the gasoline tank— 
is recommended. Note the 3-in. flare-end 
copper tubing running from the liquid 
outlet. The braid covering protects the tube 
and also helps prevent heat transfer from 
the exhaust and other sources. 


have everything ready—the correct 
carburetion, tanks, brackets, and 
(one thing often overlooked) 
enough gas available to drive the 
truck to the nearest gas station. 
Small things like that affect your 
reputation and your work. Don’t 
overlook them on any of your in- 
stallations. You always lose money 
if you do. 

There are many things to be con- 
sidered before making a truck con- 
version: 

Should you change the compres- 
sion ratio? What about a cooled in- 
take manifold? What should you do 
about the spark curve? 

Are these things more trouble 
than they are worth? I say they are 
well worth the extra cost in many 
cases. Many truck manufacturers 
think so too. Some have engines 
especially equipped for LPG opera- 
tion. The engine comes with high 
altitude pistons (higher compres- 
sion ratio), cooled intake manifold, 
distributor curved for LPG — the 
works. 


However, the owner of a vehicle 
may kick at going whole hog in the 
effort to convert to L.P. gas. The 
question, then, is: How far can you 
actually go without tearing the en- 
gine down completely, yet still hope 
to have the result compare favor- 
ably with gasoline on power and 
economy? The best plan is explain 
the pros and cons to the owner and 
let him make the decision. But be 
sure he is fully informed, and don’t 
forget you are still a salesman. 

Begin the conversion by giving 
the engine a complete checkout as 
described in the first article of this 
series. Insist on replacing points 
and condenser, and exchanging 
plugs for a set having a colder 
range. Next take compression read- 
ings. 

Large trucks do not usually have 
a dual-fuel set-up, so you will have 
to remove the gasoline tank(s) and 
install one large or two smaller L.P. 
gas tanks. The cost of the tanks 
does not vary much between sizes, 
so choose the largest tank that will 
fit the situation and still look re- 
spectable. It is far better to have 
too much capacity than too little, 
because, although there are more 
L.P. gas stations today, they are 
never quite within walking distance 
when you run out of gas. That in- 
surance of spare fuel is nice to have 
So don’t skimp on tank size. 

After you have sized the tanks to 
the job, and before bolting the LPG 
brackets in place, tack weld them 
to the chassis, just enough to hold 
them. Once you have established the 
correct position for the tank(s), 
drill 1%4-in. clearance holes and bolt 
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A solid gasket was used to block off the bypass. This routes the 
bypass water through the converter before it re-enters the radiator. 
There are no restrictions to flow in this hook-up. 


them in. Do not use a cutting torch 
to make holes; drilled holes are 
much cleaner and more accurately 
sized than burnt holes. 

With the tank in place, the most 
difficult job is over. You now turn 
to the actual installation. If possi- 
ble, remove the gasoline fuel line 
completely from the vehicle; other- 
wise someone may use it, inadvert- 
ently, for LPG. If the fuel pump has 
a vacuum booster for the windshield 
wipers, it will be just as well to 
leave it on the engine; if not, re- 
move it. Make or purchase a plate 
to cover any hole left by the fuel 
pump. Don’t forget a gasket for the 
plate. 

The gasoline carburetor comes off 
next. Most LPG manufacturers 
have replacement carburetors for 
most popular makes of trucks. As an 
alternative, you can use an adapter 
to fit the carburetor to the mani- 
fold. 

The converter and solenoid lock- 
off should be joined together with 
a close nipple. Use a lock-off that 
has a filter combined. It is the easi- 
est type to install, it saves time and 
fittings, and will usually be cheaper 
than separate units. This method 
eliminates one piece of L.P. gas 
hose and fittings, and, at $1.65 per 
ft, this is a worthwhile saving. 

Mount the converter as near the 
carburetor as possible and fairly 
low in the compartment — at least 
lower than the top of the radiator. 
The fender-wall is an ideal place. 

Most systems have a vacuum 
switch which energizes the solenoid 
in the lock-off when the engine is 
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cranked for starting. The same 
switch shuts off the solenoid if the 
engine should die, preventing gas 
from leaking out of the system. Be 
sure to connect the vacuum switch 
into the intake manifold. Do not use 
the distributor vacuum or the power 
brake lines. Neither is a true vac- 
uum. In the power brake lines, there 
will be a fluctuation when the 
brakes are applied; the distributor 
vacuum will die completely when- 
ever the throttle is opened. 

Now bolt an L.P. gas carburetor 
onto the manifold, remembering 
first to insert the gasket. Connect 
the gas hose from the converter 
to the carburetor. Make this as di- 
rect as possible, using straight- 
through fittings wherever possible. 

Next find a suitable water take- 
off for the converter. You will want 
the converter to connect to the pres- 
sure side of the water pump. If you 
use the water hose that runs to the 
heater, make your connection to the 
converter on the straight part of 
the tee, so that the water to the con- 
verter comes from the engine 
straight, but has to make a turn to 
go to the heater. If the heater hose 
is much larger in diameter than the 
converter hose you should restrict 
the larger hose. Tap the inside of 
the tee and screw a threaded bush- 
ing in the water hose connection. 

The water outlet line from the 
converter should be connected into 
the inlet to the water-pump. If 
there is no means of making this 
connection, use the heater return 
line. Here, again, the converter line 
should come straight into the en- 


water and gas lines are of minimum length. 


The converter is mounted on a standard bracket, so placed that 


Note the gentle 


curve of the gas line to the carburetor. 


gine, and the heater return should 
be on the tee. If you tap in for 
water at any other location be sure 
to have a dip-tube on the fitting, 
especially on Ford products. Other- 
wise, you may have bubbles instead 
of water. The dip-tube should ex- 
tend about one in. into the water. 
You will get the idea if you copy 
the dip-tube used on a Ford water 
heater outlet fitting. 

Use No. 18 wire for all the con- 
nections. Always use terminals of 
the correct size. Large terminals on 
small terminal posts do not make 
good connections. Bare the wires 
and double them before crimping 
into the terminal. Begin wiring by 
finding a good 6- or 12-volt source, 
depending upon the system. The 
best place is at the switch. You 
want the terminal that is “hot” 
when the switch is turned on and 
when you are cranking. The ac- 
cessory terminal is hot with the ig- 
nition on, but is cold during crank- 
ing. So be sure to avoid this ter- 
minal. 

Having found the correct ter- 
minal, run a direct line to one ter- 
minal of the vacuum switch. Next 
run a wire from the other terminal 
of the vacuum switch to the “sol- 
enoid lock-off.” If the solenoid has 
two wires protruding, connect the 
spare wire to a good ground. Make 
the wires as short and as direct as 
possible, and where they run to- 
gether tape them. 

Caution: Most 12-volt systems 
have a_ resistance between the 
switch and the coil terminal, which 
has been a constant source of 
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The new system, including updraft carburetor, solenoid lockoff, and converter, is shown 


after the conversion has been completed. The solenoid filter lock-off was mounted on 


the fire wall, at left; note the flared fitting on the copper tube leading to the lockoff. 


Flex-hose was used between lockoff and converter. Since the lockoff is solid to the chassis 


and the converter is mounted on the engine, a copper tube would be subjected to 


flexing, and might harden and crack. 


trouble to the L.P. gas industry. So 
to be safe leave this circuit alone. 
If the system has an electric primer, 
use the same terminal on the igni- 
tion switch that you used for the 
vacuum switch. Run a short wire to 
one side of the primer button, and 
another to the primer solenoid. If 
the solenoid has two wires, connect 
the other wire to a good ground. 

If you have planned to use cop- 
per tubing between the tank and 
the converter, be sure you have in- 
verted or double flares. Compression 
fittings are not suitable for L.P. 
gas at tank pressure. Use sealant 
on all pipe fittings, but not on the 
flares. Be sure to connect to the 
liquid line on the tank. If you have 
fuel in the tank, open the fuel valve 
slowly, and check the fittings to the 
converter for leaks, using a soapy 
solution. 

Set the carburetion to manufac- 
turer’s specifications for starting. 
Usually this will involve opening the 
throttle to fast idle. If there is a 
choke, close it; set the power-adjust 
screw on the rich side. If there is an 
economizer in the system, immobil- 
ize it by unscrewing it. 

Prime the engine for approxi- 
mately one half-second and it should 
start. When the engine has warmed 
up a little you can begin by adjust- 
ing the idling screw back to idling 
speed of about 500 rpm. With a 
tachometer, adjust the idle mixture, 
turning the screw in or out for the 
highest rpm (with a vacuum gauge, 
the highest vacuum is usually the 
best idle.) If you can get 12.8 on 
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the gasoline scale on an exhaust 
analyzer, your setting will be all 
right, but the smoothest idle is 
what you want. 

You should use an analyzer for 
power adjustment. Render the econ- 
omizer inoperative by screwing it 
all the way in. Run the engine to 
1300 to 1400 rpm and adjust the 
power to read 12.5 to 12.8 on the 
gasoline scale. Final adjustments 
can be made on the road. 

If you do not have an analyzer, 
you can set the power in the same 
way, but you must turn the power- 
adjust screw in to lean until the 
rpm begins to drop off. Mark this 
position. Now unscrew it toward 
rich until the rpm begins to drop 
again. Mark this position. Lock the 
screw about midway between the 
marks, or just a little on the rich 
side. 

The economizer should be set at 


the same rpm to 13.6 to 14.2. Using 
the analyzer or a tachometer, do 
the same as you did for adjusting 
power; adjust in until the rpm 
drops, then out until it drops again, 
then set to the middle and lock it. 

Ideally, all settings for power and 
economy should be set on a chassis 
dynamometer. You should have the 
driver check it on one after the in- 
stallation, if there’s one available. 
It won’t cost much, and it will more 
than pay for itself. 

Cooling the intake manifold: V-8 
manifolds are easy to cool. You 
simply cut off the exhaust cross- 
over runners close to the carburetor 
and make two plates to cover where 
the exhaust gases come through the 
cylinder heads. 

Where the intake manifold is also 
the valley cover and there are no 
separations between the intake run- 
ners, such as with some Fords & 
Chevys, you can braze plugs in- 
side the runner to block off exhaust 
gases. 

On six-cylinder engines the best 
method is to install one of the spe- 
cial L.P. gas intake manifolds. If 
the operator does not want to go to 
the expense of the manifold, then 
you can do justice to LPG by sepa- 
rating the intake portion of the 
manifold from the exhaust part and 
brazing a plate over the exhaust 
part. It is difficult to do this with 
some manifolds; in such cases all 
you can do is make the exhaust de- 
flector valve inoperative by discon- 
necting the bi-metal spring from 
its retaining pin, and fitting a 
spring to hold the valve in the closed 
position. This will deflect all the 
exhaust gases through the exhaust 
pipe instead of around the intake 
manifold. 
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Safety Hose Nozzles 


Available with Fixed Acme or P. O. L. Adaptors 


For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 








UNDISPLAYED CLASSIFIED 15¢ a word. 


CLASSIFIED Advertising 


All Classified Advertising payable with order. 
No agency commission or cash discount on 
classified advertising. Copy must reach pub- 
lisher’s office prior to the Ist of the month 
preceding publication. Address: Classified Ad- 
vertising Materials, BUTANE - PROPANE 
ge at S. Alvarado Street, Los Angeles 
, Calif. 


DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 
18, 14, 12, 10 pt. display type for headings. 
Set with 1 pt. border. Maximum ad size 
3”. No cuts permitted. Publisher will set 
ad for maximum effect in space purchased. 











Set in 6 pt. type without border. $6.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of undisplay classified ads, 
a 10% discount is allowed. 








HELP WANTED 


EXPERIENCED DRIVER SALESMAN 
AND Utility man. Must be aggressive, in 
telligent with a desire for permanent employ 
ment. Appreciate profit sharing and _ fringe 
benefits conducive to family security. Old line 
company in San Joaquin Valley which is ex 
panding. Furnish complete details regarding 
education, age, work background, family and a 
recent photo. Also any other pertinent infor 
mation you think of value. All applications 
confidential. Reply Box 36, BUTANE-PRO 
ANE News, 198 So. Alvarado St., Los 
Angeles 57, C alif. 





DEALERSHIPS OPEN: EXPERIENCED 
MAN IN LPG, bottles and bulk. Agency 
Agreement. Good opportunity if has railroad 
siding and spur. RESTRICTED TERRITOR 
IES. WE FURNISH EVERYTHING. Tank 


Car material. Butane or Propane. Ross Oil, 


Inc., Belleville, Tlinois. 


HELP WANTED—Cont. 





EXCELLENT OPPORTUNITY FOR HON- 
EST, hard working family man who wishes to 
get ahead. Must be a self-starter requiring a 
minimum of supervision and have had at least 
2 years L. P. Gas service and installation ex- 
perience. Reply stating qualifications in own 
handwriting to: Liberty Propane Co., 2450 
—— Rd., Arcata, Calif. 





SALESMEN NEEDED: FASTEST growing 
organization in Ohio needs 3 experienced men 
versed in carburetion sales to Industrial and 
Commercial accounts. Also 2 experienced men 
for domestic sales. Send complete resume with 
current picture. State salary requirements. Our 
employees know of this ad. Reply Box 40, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





of an expanding product line. 





CHIEF ENGINEER 
LP-GAS PRODUCTS 


An imminent retirement is making available an impor- 
tant engineering post for major producer of liquefied petroleum 
gas, hardware, valves and regulators. 


We require a graduate engineer with a minimum of 10 to 
15 years’ experience in this field who is thoroughly familiar 
with government regulations applicable to this equipment 
and who is capable of designing and guiding the development 


Our employees know of this ad. Please send complete res- 
ume including salary requirements to 
Box B-P 1426, 125 West 41st Street, New York 36, N. Y. 





BUSINESS OPP. OFF.—Cont. 





FOR SALE: GAS and APPLIANCE busi- 
ness. 24,000 el storage, 2 trucks, 1 pickup, 
140-100 Ib. cylinders. Population of town 2300, 
in heart of irrigation district. No nat Ry 
in town or area. Reply Box 38, BUTANE- 
PROPANE News, 198 So. Alv arado : go 
Angeles 57, Calif. 





FOR RENT or LEASE 





6,000 to 30,000 PROPANE STORAGES for 
sale, rent or lease. Financing and installation 
available. Reply Box 16, BUTANE-PROPANE 
ne 198 So. Alvarado St., Los Angeles 57, 
alif. 





FOR SALE — TRUCKS - TRAILERS 





USED or ale DELIVERY TRUCKS, 
1200 GALLONS W. C. Presently in use and 
being replaced Sith larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne- 
apolis 16, Minnesota. 





FOR SALE 
USED PROPANE TRUCKS 


Several late model, 1000 to 1500 gal... . 
re-conditioned and ready to roll. Easy 
Terms. We Trade. New Trucks too. 


WHITE RIVER DISTRIBUTORS 
Phone RI 3-2374—Batesville, Ark. 











BULK TRUCK — 1800 G ALLON TWIN 52 
GMC tandem axle-Viking Pump, Print-O-Meter, 
100’ liquid and vapor hose, only cat 4 00. For 
Quick Sale. Reply Box 39, BUTANE-PRO- 
PANE News, 198 So. Alvarado St., Los An- 
geles 57, Calif. 





SPECIAL SALE: Two singl: axle propane 
tank trailers. One—Black-Sivalls, twin tank, 
4120 gallon capacity. One—Quaker City, 4000 
gallon capacity. Both with 5 hp., electrical 
pump motors. Terms available. Berman Sales 
Company, Pennsburg, Penna. ORleans 9-7911. 











SITUATIONS WANTED 





LP PLANT MANAGER OR CARBURETION 
sales and service. Ten years experience in 
management, sales promotion, carburetion, ser- 
vice. Prefer Western states. Reply Box 27, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





BUSINESS OPPORTUNITIES WANTED 


WANTED TO PURCHASE: RETAIL LP- 
GAS business in Midwestern or Southeastern 
states. Realy Box 13, BUTANE-PROPANE 
noe 198 Alvarado St., Los Angeles 57, 








BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 





L-P GAS BUSINESS FOR SALE IN rapidly 
growing area in Arizona. Past year 260,000 
gallons at 7¢ average mark-up. Serving 250 
customers. Past year’s volume increased by 
75% over previous year. For more information 
write Box 33, BUTANE-PROPANE News. 
198 So. Alvarado St., Los Angeles 57, Calif 





WANTED TO BUY L.P. RETAIL GAS busi 
ness on West Coast. Reply Box 22, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 


WANTED TO PURCHASE: FLORIDA LPG 
Business. All information confidential. Send full 
details first letter. Reply Box 41, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 
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FOR SALE 


COMMERCIAL, DOMESTIC AND BOTTLE 
L. P. Gas business, in Colorado. Sold over 
1,000,000 gallons last year. Reasonable. 


BOX 37, BUTANE-PROPANE News 
198 So. Alvarado St., Los Angeles 57, Calif. 








30 DAY SPECIAL! 


1960 Chev. #C-6303, 2 speed, 
825 x 20, 10 ply rear tires, H.D. 
springs, PIPED COMPLETE 
with 1800 gal. twin propane 
tank, rear cabinet, packaged 
plumbing, Viking pump, Nep- 
tune Print Meter, ICC lights, 
20 Ib. fire ext., filler & vapor 
hoses, remote controls, painted, 
Fed. Tax PAID. ONLY $6,368.00 
Cash or $653.00 Down and 36 
payments of $189.15 including 
interest. SAVE over $500.00 by 
BUYING NOW! 

"Trade With a Trader" 

Call . . . Preston Grace 
WHITE RIVER DISTRIBUTORS 
Ph. Ri-3-2374—Batesville, Ark. 


All sizes NEW & USED UNITS—Single—Twin 
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FOR SALE—TRUCKS-TRAILERS—Cont. 


FOR SALE—TRUCKS - TRAILERS - Cont. 





FOR SALE—MISCELLANEOUS 








SPECIAL NOTICE! 
BUTANE-PROPANE DEALERS 


Earn More Money Hauling More Gas 
and Less Steel... Load and Unload 
Faster 


Balanced Nor-Tex units escape the annual 
Federal tax on trucks that weigh more than 
13,000 lbs.! Users everywhere praise the 
Nor-Tex 2500 WG Single Barrel Payload 
Special of 202B X-rayed material. Weighs 
only 12,890 lbs.! Completely equipped with 
High Flow Plumbing, Meter, Hose, Hose 
Reel, Fire Extinguisher and mounted on cab- 
forward truck with 108” cab to axle dimen- 
sion. Increased capacity pump boosts de- 
liveries to 50 GPM. Vapor manifold permits 
easy, simultaneous loading and unloading 
of twin tanks with either compressor or 
liquid pumps. These popular, carefuliy en- 
gineered and sleek designed Nor-Tex Single 
and Twin units are produced in four attrac- 
tive models: The “Standard’’—The ‘“‘Cus- 
tom’’—The Payload ‘‘Special’’ and the ‘‘De 
Luxe.'’ That's not all! Twin units, up to 
2000 WG, are mounted on 84” cab to arle. 
Start hauling more gas and less steel. Do 
it profitably and in much less time. 


For prices, phone, wire or write 
NORTH TEXAS TANK CO. 
Denton, Texas DUpont 2-5416. 








NEW! 
PROPANE TRUCK TANKS 


SINGLE UNITS—Up to 2800 Gal. 
TWIN UNITS—Up to 2200 Gal. 


Lightweight A-202B or C-1056 
Steel... X-Rayed ... Latest Code. 
Completely Plumbed . .. 4 Models. 
Fleet Prices All Makes Trucks. 
Let Our 15 Years Experience & 
Thousands of Satisfied Customers 
be Your GUARANTEE of Satis- 
faction. 
10% Down 36 Months on 
Balance 
No Red Tape on Financing. 
Trade With a Trader ... Save 
Money. 

Call or Write . . PRESTON GRACE 

WHITE RIVER DISTRIBUTORS 


Batesville, Ark. — Ph. RI 3-2374 





DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, I! 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company. 
O. Box 396, Beloit, Wisconsin. 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. all bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie as Com 
oany, Elizabethtown, Kentucky, Box 65. 

Collect RO-5-9229. 





EB. FG HOSE -~ WHILE IT LASTS! 1”— 
4”—39c ft. Pat & Chuck Supply, 
“The Fradingest Monkeys in Texas,” P. O. 
Box 15333, Ft. Worth, Texas. 


50c_ ft.: 











HURRY! 


7000/7400 W.G., 


good tires. 
terms. 


LIMITED SUPPLY ... 


call or write today! 





SAVE NOW ON 
USED TRANSPORTS! 


A good selection of used twins, blimps and 
neckdowns now available. Size range: (blimps) 
(twins) 3600/6500 W.G. 
Completely refinished and repainted—all with 
Small down payment, 


FIRST COME, FIRST SERVED... 


TRINITY STEEL CO., 
4001 IRVING BLVD., DALLAS 12, TEXAS 


sensible 


INC. 
Phone FL 7-396] 


SERVEL REFRIGERATORS 


4&6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Clean—Gucranteed—Low Cost Shipping 
FRED A. BROWN COMPANY 
170 W. Cumberland St., Phila. 33, Pa. 
Est’d 1918 Cali Collect RE 9-1138 








BRAND NEW ENSIGN Ceanrea 
#9290 Carb. 


ioe es 24.50 
3680“ 22.00 
Mod. aoe 1D. 39. 


Mod. 44.95 
Used DIX adapters—Miscl. sizes—$4.95 each 


Pat & Chuck mata 
“The Tradingest — in Texas’’ 
P. ©. Box 15333 , Texas 

















FOR SALE—TANKS - CYLINDERS 


FOR SALE—TANKS - CYLS—Cont. 





FOR SALE: TWO (2) 15,000 W. G., 90 Ib. 
Location Southern 
Oregon. California-Pacific Utilities Co., 405 


pressure, storage tanks. 


Montgomery St., San Francisco 4, Calif. 


SERVEL GAS REFRIGERATORS 


with crosstop freezers 


Late model, glass freezer door; 2 vegetable 
crispers. Excellent condition. Guaranteed 
in good operating order. 

Low delivery cost; special price for half or 
full trailer loads. Send for photo and details. 


BEACH REFRIGERATOR CO. 


196-11 Northern Blvd. Flushing 58, N. Y. 
Phone Flushing 7-616! 

















FOR SALE: 60 LB. $9.00; 100 LB. $10.00; 
Butane Gas Tanks available immediately; 
O.B. Cincinnati, Rural Natural Gas Co., P.O 


F. 
Box 867, Cincinnati 1, Ohio. 


FOR IMMEDIATE SALE 


We have many “butane tanks” of all sizes 

from 25 gallons through 23,000 gallon ca- 

pacity which are offered for sale, f.o.b. 

shipping point location of each tank. Aver- 

age selling price is 13¢ per gallon. 

All tanks are located in the seven Western states. 
Address all inquiries to P. O. Box 3008 


Pomona, California 





PROFESSIONAL SERVICES 








LET MY 32 YEARS OF PRACTICAL “LP” 

experience assure you maximum profits. Equip- 

ment revisions, property evaluations for 

or refinancing, and assistance on legal suits also 

supplied. Floyd F. Campbell, anagement 

aa, 821 Crofton Ave., Webster Groves, 
0. 











NEW MOTOR FUEL TANKS 
14x a Gal. —w/back brackets 


18 x 
20x 42—50 “ 

22 x 68—102 ** Step tank w/brackets.... 79.95 
CALL ont FOR MANY MORE BARGAINS IN 
NEW AND USED CARBURETION 
Pat & Chuck Suppl 
“The Tradingest Monkeys in Texas’’ 

P. ©. Box 15333 Ft. Worth, Texas 











PROPANE GAS SYSTEMS 


“Listed by Underwriters’ Laboratories, 
Inc.” If you use as many as one load 
of tanks per year, it will pay you to 
contact us. Distribution throughout the 
Mid-West and Southern states. 


LOWRY TIMS COMPANY 
Quality Steel Products Division, Cleveland, Muss. 





PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 
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CLASSIFIED 


*These advertisers carry additional 


ADVERTISING ADVERTISERS information on their products in the 


1960 Butane-Propane Catalog. 
This advertisers’ index is published as a convenience and not as part of 
the advertising contract. Every care will be taken to index correctly. No 
PROFESSIONAL SERV.—Contd. allowance will be made for errors or failure to insert. 











ACF Industries, Inc. Martin Stamping & Stove Co...... 47 
American Car & Foundry Div. Master Tank & Welding Co... 

® P. GAS American Machine & Fdry. Co., McQuay-Norris Mfg. Co 

The J. B. Beaird Co., Subs... ..71, Minneapolis-Honeywell Regulator 


INSU RANCE *American Meter Co., Inc.......... Co., Water Heater Controls Div. 
Anchor Petroleum Co. eet Mississippi Tank Co. 
Have your agent write us about our Com- Anco Mfg. & Supply Co....... Motorola Comm. & Electronics, Inc. 


plete and Comprehensive Coverage for Ade- Ardmore Products Co. 
quate Limits of Liability at Reasonable and Arkla Air Conditioning Corp. National Appliances, Inc. 
Normal Rates with Specialized Safety En- Humphrey Div. . *Neot nee es ' 
gineering and Claim Service. Available only Armstrong Products Co. 7 eptune Meter k °. 
in Alabama, Arkansas, Arizona, Florida, Ascot Gas Water Heaters, Inc..... North Texas Tank Co. 
Georgia, Kansas, Louisiana, Mississippi, 
New Mexico, Oklahoma and Texas. a ee 
i . Ge. 
PAN AMERICAN FIRE & Baso, Inc. ..... s Ohio Fdry 9 


CASUALTY COMPANY *Bastian- Blessing Ca. 
Earl W. Gammage, President Beacon Petroleum Co. A eis sian Parkhill-Wade 
: se. Beaird, The J. B., Co., Inc., Subs., dee bite 6 
P. O. Box 1662 Houston, Texas American Machine & ssi Ge..71, 72 Phillips g Buttorff Corp 


Bice mea Mfg. Co...... Phillips Petroleum Co. 


7 ‘ Powell Co., Wm. .. 
BUSINESS RECORDS Zenith Carburetor Div. ; *Pressed Steel Tank Co. Second Cover 
Blackmer Pump Co. eee » Oil Cc 80 
BUSINESS RECORD FORMS. ALL- Blue, John, Co. ure Oil Co. oe . eae 
WEATHER EZE-SNAP delivery invoices, for B hill Mf. C : . 
use when making LP gas metered truck de- royni g. Lo. nee 
liveries. 1000 sets (3 part) ie with name, Burroughs Corp. tte ees Queen Prods. Div. 
address and telephone. 3 Kine-Seel Cc ¥ 
Advise make of meter. . ing-Seeley orp. 
TEMS, Dept. BP WOODSIDE 77, L. I., N. Y. Century Gas Equipment 


SERVING 20,000 PETROLEUM COMPA- Marvel Schebler Prods. Div. Radiator ae ed Co. 
NIES over 30 years with Fg ace price Borg-Warner Corp. .. tenes Reznor Mfg. Co. 
cards, customer reminder Eze-Stik labels, tele- Charles Machine Works, Inc. ay end Sasoli ei 
phone call—service order—L/P metered deliv- Chevrolet Motor Div. Richardson Gasoline Co. 
ery invoices, Eze-Snap Service Form, Duralu- Ridge Tool Co. 
minum ticket holders, Sort-O-Matic Rack etc. General Motors Corp. dich Robertshaw-Fulton Controls Co. 
Write us for details, no obligation. DEGREE *Cities Service Oil Co. en GS Costes OW. 
DAY SYSTEMS, Dept. BP., WOODSIDE Coleman Co ee eee 
i Rochester Gauaes, Inc. 


rt tase *Corken's Inc. irae Oa *Rockwell Mfg. Co 


NOW! ! BE FIRST TO GUARANTEE i 
‘AUTOMATIC” LP-GAS DELIVERY! Gas aeadicameadaeaie 
delivery whenever customer’s tank gets low. Dearborn Stove Co. 


The HIDY Degree-Day Recorder keeps you Dixon Valve & Coupling Ca 


accurately informed of customer’s supply on Samuel Stamping & Enameling Co. 
hand, Lets you schedule deliveries more effi , , 25 


ciently and save 30% of trucking and book lai * 

keeping costs. Write for free details in Booklet esi 74 + a Selwyn-Pacific Ge... ‘ : 7 
CBA. ane we'd _ to know if you’re now £ ‘s °St ° Go Shell Oil Company ee . 83 
using a degree day system. HIDY-BROW X mpire ove °. ‘ * 

Recorder Co., 6988 Five Mile Road, Cincinnati Sinclair Oil_& Gas Co. pel,’ 


30, Ohio Skelly Oil Co. ; 
Fine Products Co. Smith, A. O., Corp. 
Firestone Tire & Rubber Co... : “ (Permaglas ge — 
*Fisher Governor Co. d mith Precision Products Co. . 
The K N OW-H Ow Fisk Trailer Sales Co. . Spatz Paint Industries, Inc. 
Flameaas Detroit Corp. Speedy Therm Inc. .. Fie 
B (@] '@) K fo r L Pp G Ford Motor Co. a — *Spraque Meter Co. .. 
Fruehauf Trailer Se cass, : Squibb-Taylor, Inc. 
Stewart-Warner Corp. 
Suburban Appliance Corp. 
Superior Industries, Inc. 





























* DEALERS » SALESMEN + SERVICEMEN General Controls Corp.... Fourth Cover 


The Bottled Gas Manual has been General Gas Light Co. “fe ey 97 
i General Motors Corp., 
accepted by many companies as Chevrolet Motor Div. 8,9 Temco, Inc. 
the quickest way to acquaint new Grayson Controls Div. Texaco, Inc. 

é é / Robertshaw-Fulton Controls ...53, 54 *Trinity Steel Co. 
sales and service men with typical Griffiths, E. F., ze Tuloma Gas Products "ore 
bottle gas problems. This 352 

: Hamilton Manufacturing Co. ..... 

page (24 chapter) text book brings Henney & Sons, inc. Cilerd “Si 
practical “working” facts to your Harper-Wyman Co. 
Hidy-Brown Recorder Co. 
*Hones, Chas. A., Inc. 


Union-Texas Natural Gas Corp. 

United Petroleum Gas Co. 

United States Steel Corp. 
nanan M05" Steel 

: Tennessee Coa Iron 

guage. Beaty WA copies te United States Steel Supply 


use. Illinois Bronze Powder Co. ee United States Steel Export Co. 


$4.00 per copy Johnson Machine Shop ones tine Cx 


We pay postage on orders accompanied King-Seel Cc 
g-Seeley Corp., 
by check or money order. In California Queen Prods. Div. *Warren Petroleum Corp.....Front wait | 


Waste King Corp. 
Ute Ti Ser eats Ses. Weatherhead Co., The 


entire staff in non-technical lan- 


Little, H. C., Burner Co. 
Butane-Propane News Leaks Mave Ga. 


198 S. Alvarado Street, Los Angeles Lubbock Machine & Supply Co. *Zenith Carburetor Div. 
Third Cover Bendix Corp. 
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t i nrofits duck Lubbock Machine's 





“Higher Payload” Engineering today ! 


Examples of Lubbock Machine engineer- 
ing which have increased payloads with- 
out added cost are shown above in the 
11,000 gallon semi-trailer; and below in 


the 11,800 gallon bodyload and pup unit. 


The secret is Lubbock Machine’s atten- 
tion to little things which add up to a big 


difference in payloads. 


There is no excess weight in Lubbock 


units — the lightest weight material is used 


in every case where performance is equal. 


Let Lubbock Machine show you how en- 


Low Mileage Cost 


gineered transport tanks can solve your 
payload problem. Write, wire, or phone, 


today. 
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PGB 5) 5101) .@) MACHINE & SUPPLY CO., Inc. 


LUBBOCK MACH. & SUPPLY < CO - (UB 





P. O. DRAWER 1589 PO 2-5261 LUBBOCK, TEXAS 





THE TRULY VERSATILE COMBINATION GAS VALVE 
VERSATROL...BY GENERAL CONTROLS CO. 


A basic VERSATROL combination consists of the valve body and main 
line safety shut-off. Main gas cock, pilot valve and 100% safety are optional. 
Take your choice from four valve inlets and outlets (straight thru, bottom, 
90 degrées left or right). 

Then add a pressure regulator if you wish. Choose from a wide selection 
of automatic valve actuators ...Solenoids, Hydranoids, Diaphragm Type 
either low voltage or millivoltage operation. All elements are independently 
removed, interchanged or added with only a screwdriver — an exclusive 
advantage for the installer or serviceman. Versatile VERSATROL — 
another design advance from GENERAL ConTROLS to make your work easier. 


BE QUALITY SURE...ALWAYS SPECIFY GENERAL CONTROLS 


GENERAL CONTROLS 


Automatic Controls for Product or Process 

Giendale, Calif, » Skokie, Ill. * Gueiph, Ontario, Canada 
Nine Piants — 44 Factory Branch Offices Serving The United States 
Canada and Western Europe 


MR-50 (Manual reset 
valve — 100% safety, main 


EXAMPLE 


MR-80 (Manual reset 
with main line 
safety shut off) 





K-36H Hydranoid 
(Silent, silicone 
cushion with 
standard or 

step opening). 


K-36A Solenoid 
(24v. or 120v.) 


B-56 Diaphragm 
(low voltage) 


B-66 Diaphragm 
(Millivoltage) 


V305B Regulator 
(Single seat) 


V305C Regulator 
(“Hi-Fio”’ Type) 
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